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For any wood door — plywood, composition, hollow core 
or louvered 


\djustable to assure accurate door alignment 
No dirt-collecting bottom track — saves installation time, 
eliminates interference with carpet 


\ll parts surface mounted for quick, easy installation — 
no time-consuming mortising 


All parts except knob concealed from exterior view — 
hinges mounted on back of door, out of sight 


Nylon bearings at pivots and door guides for lifetime 
whisper-quiet, friction-free operation. 


Gives full access to closet, wardrobe or other opening — 
projects into room only one half as much as conventional 
doors 


Packaged in kits for two or four-panel installations — kits 
for six different size openings 


Plus a host of other Dexter quality features that are out- 
lined in a new illustrated brochure free to dealers. Write 
for copy. 


bi-fold 


door 


hardware 


Everything necessary for quick, easy installation of smooth- 


working bi-fold doors in any opening 


DEXTER LOCH DIVISION 


Dexter Industries, Inc., Grand Rapids, Michigan 


In Canada: Dexter Lock Canada Ltd., Galt, Ontario 

in Mexico: Dexter Locks, Plata Elegante, S.A. de D.V. Monterrey 

Dexter Locks are also manufactured in Sydney, Australia; Milan, Italy and 
Porto, Portugal 





PLUS VALUES 


that excite sales 


Fashion right and styled for today's 


quality-conscious market, ALWINTITE 





sliding glass doors add glamour and 





excitement to any house. Most important 
are the many PLUS VALUES you get 
with dependable ALWINTITE—precision 





workmanship, attractive luster-dip finish 
trouble-free operation, weathertight 
seal, strong sturdy hardware and locks 
ALWINTITE products are backed by 


General Bronze, world leader in 





aluminum windows. Factory-trained 
specialists and dependable distributor 
organizations serve you in any area 


Write or wire for details 
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IS IT 
THE THINKING MACHINE 
OF AMERICAN BUSINESS? 


ap ONLY THE FRIDEN CALCULATOR CAN SAY “YES” 
=e 
eave = —for this reason: So automatic is the Friden 


& 


-Friden C* 
© ae so it performs more steps in figure-work 
SA New Wo I ss ie D 
“3 S ’ — 
without operator decisions than any other 


Ss 


calculator ever developed! 


You buy a calculator to get enlarged 
capacity for fast, accurate figure-work— 
a steady flow of automatic “answers.” 
That’s why the Friden Calculator’s top 
performance is basic to your business 
growth. Have a Friden Man show you 
the Friden doing payroll, inventory, in- 
voicing—any kind of statistics. Models, 
sizes, prices to meet every need, 


...Tape-Talk units that automate office paperwork routines 
by reading, writing, calculating with punched paper tape: 


COMPUTYPER® ¢ ADD-PUNCH® ¢ SELECTADATA® 
(4, FLEXOWRITER® ¢ JUSTOWRITER® ¢ TELEDATA® 
thw AUTOMATIC INPUT-OUTPUT MACHINE 
fib Natural Way Adding Machine e Friden, Inc., San Leandro, Calif. 
...Sales, instruction, service throughout U.S. and the world. 


Circle No. 2 on Coupon, page 144 May 12, 1958, AMERICAN LUMBERMAN AND 





MSTA 


UMBERMIAIN 


ano BUILDING PRODUCTS «cacwancisen 


Publisher Herbert A. Vance 
General Manager A. W. Boulton 
Chairman Editorial Board Arthur A. Hood 


Editorial Department 


Editor Gordon J. Lawler 
Executive Editor Richard W. Douglass 
Managing Editor Wesley Wise 
Associate Editor Dexter W. Johnson 
Market Research Editor W. G. Simpson 
Associate Editor Ruth Lundahl 
Production Editor George F. Van Zevern 
Home Improvement Editor W. J. Auburn, Jr 
Architectural Consultant James N. Lindenberger 
Merchandising Consultant Pau! Ergang 


Editorial Offices: Headquarters, 139 North Clark St., 
Chicago 2, Ill 


Business Department 
Advertising Manager A. W. Boulton 
Promotion Manager H. Royal Lee 
Eastern Sales Manager Tom Lindsey 
Circulation Manager Robert E. Monetti 
Circulation Service E. B. Cunningham 
Advertising Production Louise Pliska 
Classified Advertising A. M. Schwab 


Advertising Sales Representatives 


Eastern: Tom Lindsey, Quentin Orza, Grand Central 
Terminal, 70 E. 45th St., Room 2034, New York 17, 
N. Y., Telephone Murray Hill 3-8333 

Central: Bruce McGregor, Room 536, Bulkley Bldg., 
1501 Euclid Ave., Cleveland, Ohio, Telephone Pros- 
pect 1-3235 

Midwest: Duke Lynch, John Snell, 139 N. Clark St., 
Chicago 2, Ill., Telephone Financial 6-5380 

San Francisco: Charles W. Hoefer, 1664 Emerson St., 
Palo Alto, Calif., Davenport 4-2661 

Los Angeles 57: (Charles W. Hoefer) Ted E. Schell, 
2700 W. Third St., Dunkirk 2-4889 





MEMBER MEMBER 
AUDIT BUREAU ASSOCIATED 
CIRCULATION BUSINESS 
PUBLICATIONS 


American Lumberman and Building Products Mer- 
chandiser is published every other Monday by 
American Lumberman, Inc., 139 N. Clark St., Chica- 
go 2, Ill. Subscriptions: one year, U. S. and Canada, 
$5 (26 issues), $8 for two years, $10 for three years. 
Foreign, $20 for one year. Single current copy, 50¢, 
back copies, $1, except Dealer Products File, which 
is $2. Entered as second class matter October 2, 
1946 at the Post Office at Chicago IIl., under the Act 
of March 13, 1879. Copyright © 1958 by American 
Lumberman, Inc. 


cS 


AMERICAN LUMBERMAN and Building Products 
Merchandiser is published every other Monday at 
139 N. Clark St., Chicago 2, Ill. Other Vance Publi- 
cations are HOME Maintenance & Improvements, 
FOOD PACKER, WOOD & WOOD PRODUCTS and 
MODERN BEAUTY SHOP. 


BUILDING PRODUCTS MERCHANDISER 


Distribution Authority on Lumber and Building Materials 








May 12, 1958 


3447 


This is a Marketing Recession 64 
Editorial, by Art Hood. 


*“** 


Features 


Issue No 


Recession is What You Make It—Special Report . .. 66 
What dealers say in selected areas affected by 
high unemployment, plus other reports from across 
the country. 


LOUISVILLE, KY.— 


Unemployment Rises, But Building Volume Rises, Too 
Dealers optimistic, lay plans for boosting volume. 


Louisville's Profit Plans . . die aerate en 
Contractor aids, advertising and promotion pro- 
grams planned. 


Louisville’s Recession Buster: Home Improvement 
Dealer establishes two branch selling centers. 


KANSAS CITY, MO.— 


Dealers Optimistic in Face of Big Sales Decline ...... 80 
Almost all dealers feel that bottom has been 
reached and business will bounce back. 


PROVIDENCE, R.I.— 


Tough in Rhode Island, But Construction is Bright Spot . 86 
Home improvement plays big role in dealers’ plans. 


‘‘For New Business, Try Kitchens”’ .. 90 
Answer to recession is kitchen department with 
specialist in command. 


‘“‘Now’s the Time to Build a New Store” .. 
‘‘We want to get ready for the '60's,"’ says Rhode 
Island lumberman. 


LANSING, MICH.— 

13 Dealers in Joint Promotion iS eee: 
Pattern set for other lumber dealer groups. 

FLINT, MICH.— 


Home Improvement Campaign Works in Recession Area 100 
Counterman doubles as modernization salesman. 


Big Market for Particle Board 

Do-It-Yourselfers Find Uses for Particle Board . . 
Particle Board for Builders 

New A.L. Store Research Laboratory 

Copy Machine Has Many Uses 

Bulletin Board Idea Works 


Departments 


Newscast New Sales Aids 
What's Happening .... Classified Ads 


Editorial Page New Literature 
New Products What's New Coupon 


What's Your Answer? . . Advertiser's Index 
New Equipment 





NEW DESIGNS NEW COLORS NEW SALES APPEAL 


VEW LEIGH RISTOCRAT 


MAIL BOXES & DOOR KNOCKERS 


Most extensive line ever developed, Aristocrat Mail Boxes 
are all new! New in their distinctive design and superb 
craftsmanship. New in such smartly modern color com- 
binations as colonial black with brass, black and oyster 
white, terra cotta and coral. And there’s a model for every 
purse, every purpose — from the attractive two-tone green 
economy unit to the two super-deluxe all-brass models for 


the home owner who wants only the best. 


Display them with the strikingly-styled new Aristocrat 
Door Knockers and watch those profitable impulse sales 
mount up! Your Leigh jobber is stocked to put you in 


business right now. See him, or write to: 


LEIGH BUILDING PRODUCTS 
Division of Air Control Products, Inc. 
1858 Lee Street Coopersville, Michigan 
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BEAUTIFUL FREE DISPLAY 


Aristocrat Mail Boxes and Door 
Knockers sell on sight. And this eye- 
catching four-color display makes it 
easy for your customers to see them 
— and buy them. Complete, yet 
compact. Stands on floor — or legs 
come off for wall display. It's free 
with a starting stock order. Your 
jobber has the details. Ask him. 





FREE full color literature showing complete Leigh Aristocrat line 
Ask your jobber or write us 


BUILDING PRODUCTS 
Awnings & Canopies Outdoor Accessories 
Closet Accessories Aristocrat Mail Boxes 
Full-Vu Bi-fold Doors Ventilators 

Folding & Sliding Door Hardware 









LATE AND 
IMPORTANT 


Newscast 
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RECESSION CAN BE WHAT YOU MAKE IT. 
sell. Order-taking has ceased: Goods must be moved all the way down the 

line, manufacturer to the yard at the crossroads, via the hard-sell route. 

This is the theme that runs through the recession coverage in this issue. 

In the words of one dealer "let's not talk about recession. I'm just using 
horse sense, chopping off the deadwood, adding good salesmen and backing them 
up with more advertising. I follow up every lead fast. We're making our own 
breaks and getting results." 






























ONLY 55% OF THE WHOLESALERS, MANUFACTURERS TURNING ON THE HEAT. 
Dun & Bradstreet has just completed a survey of 1,200 wholesalers and 
manufacturers in 38 states, which shows that only 55% of the companies are 
making a special effort this year to maintain or build sales volume. 
Manufacturers pitching for more sales are adding new products, increasing 
advertising, putting on more salesmen, increasing salesS promotion and widening 
sales territories. 
Wholesalers efforts vary all over the lot. When 59 small wholesalers 
(under $500,000 yearly) were interviewed, 29 were making a Special effort; 
30 said no. Of 334 medium-sized wholesalers ($500,000 to $5 million) 188 had 
programs but 146 were doing nothing at all. Above $5 million, 32 said yes, 
and 30 said no. 
Favored method to get more sales at the wholesaler-level is to add new 
lines, according to Dun & Bradstreet. More personal calls come next. 























































LITTLE INTEREST IN IMPROVED SERVICE FOR RETAILERS. 
Lumber dealers have repeatedly commented that better service is needed from 
the wholesaler. A recent survey of dealers by the Southwestern Lumbermen's 
Association pointed up this fact. Yet, according to the Dun & Bradstreet 
survey, only 6.5% of the 168 medium-sized wholesalers were using this device to 
get more business. 

























GROWING IMPORTANCE FOR SOUND CONTROL. 

Newer designs for buildings and wider use of plastics and new laminated 
products are bringing to a head the need for codes, which will consider the 
problem of noise, both inside and outside a building. 

Few building codes exist in this country today, which set standards for 
sound control. Both England and Germany have had sound codes for years. 

Becoming specific, Dow Chemical Company is showing new but unmarketed 
plastic wall coverings. Progress is becoming very rapid in honeycomb composite 
walls and one pre-fabber has announced he will be using them within three years. 



























PENDING WASHINGTON LEGISLATION LARGELY INFLUENCED BY RECESSION. 
Two pieces of labor legislation — extension of minimum wage law coverage 

and federal help to states in increasing unemployment insurance payments — 

are being viewed favorable, because of their anti-recession impact. A third to 

correct labor union abuses is likely to be sidetracked. Increased postal rates 

seem almost a sure thing. 

























INTEREST RATES COULD GO STILL LOWER. 
With key banks reducing their prime rate and the Federal Reserve lowering 
their discount rate, the next few weeks bear watching if you are planning medium 
or long-term borrowing. The drop of New York bank's prime rate from 4% to 33%, 

a price reduction of one-eighth, or 123%. 

Interest rates on conventional mortgages are beginning to ease in some areas 
with some 5% money turning up. Fanny May continues to grow in importance to 
building with insiders predicting that eventually they will process at least 
200,000 new home loans this year. Last year Fanny May purchased 87,000 
home loans. 
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hat’s Happening 


Dealers Organize to Fight 


Bad Debt Losses 


Pennsylvania group formed to promote legislation which will 


guarantee payment to building material suppliers for materials and 


SErVICES. 


“Although the mechanic’s lien laws are 
designed to protect suppliers of materials, 
these laws and other current legal means 
of protection are primarily methods of 
recovery after a loss is evident,” says 
Samuel Easton, president of Easton Lum- 
ber and Building Supply of Canonsburg, 
Penna. “A group of Pennsylvania sup- 
pliers and sub-contractors have therefore 
organized a non-profit association to ob- 
tain legislation which will guarantee pay- 
ment before any loss is evident.” 

Known as the Building Suppliers and 
Sub-Contractors Association of Pennsyl- 
vania, the group has elected Easton as its 
president and is meeting this month to 
prepare their program for the state legis- 
lature. 

Easton told American Lumberman that 
the group plans also to introduce its 
program to the Federal government. 

The association hopes to get a law 
which would require posting of a bond 
in cases where “no-lien” contracts are 
filed. 

Hypothetical case. Easton cited a hy- 
pothetical case to show what can happen 
under present conditions: 

Suppose a tenant in a business build- 
ing engages a contractor for a $3000 re- 
modeling job. The contractor fails to do 
the work, meanwhile spending the money. 
Subcontractors and suppliers can look to 
only one source for relief—the owner of 
the building 

Easton said that suppliers cannot be 
criticized too much for poor judgment in 
extending credit. 

Iraditionally, he explained, the con- 
struction industry is a speculative one. 
A contractor who always has paid his 
bills may be squeezed by circumstances 
beyond his control to the point where 
he must stall the supplier. The latter fre- 
quently is forced to carry the contractor 
as his only hope of getting his money. 
The result is often a mounting rise of 
debt which can seriously cripple if not 
destroy all parties concerned. 

Dealers who desire more information 
on the Pennsylvania association may con- 
tact Mr. Easton at Easton Lumber and 
Builders Supply, Valley Brook Road, 
Canonsburg, Penna 
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Home Starts Rise in March 

Non-farm housing starts rose in March 
to 79,000 from an unusually low Febru 
ary figure of 65,000, reports the U. S 
Labor Department. However, the March 
total was 9% under a year ago 

Private starts were 75,100 in March, 
5% below the March °57 figure. The sea- 
sonally adjusted annual rate of privately 
owned units, at 880,000, held at about 
the February level, which was the lowest 
since the early months of °49. 

About a third of the March increase in 
private starts represented new dwelling 
units begun with FHA-insured mortgages, 
the labor department said 
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Western Pine Shipments Dip 

A preliminary estimate by the Western 
Pine Association, Portland, Ore., puts the 
Western Pine industry’s production during 
the first quarter of 58 at 1.4 billion 
board feet, down 5.1% from the same 
quarter of last year. The report covered 
all 10 woods of the Western Pine re- 
gion, of which the Western Pines com- 
prise about 51%. Shipments were about 
1.5 billion feet, a reduction of 8.3% 
from the first quarter of °57. They were 
the lowest for any corresponding quarter 
since °52, the report stated 


Estimating Manual 

A new home improvement estimating 
manual, described as the “first of its 
kind,” is available from the federated 
associations of the National Retail Lum- 
ber Dealers Association. 

Containing 32 pages, the manual in- 
cludes 24 tables and materials lists with 
60 variations plus plans and elevations 
for eight major home improvement jobs. 
The tables in the manual are based on 
the same Unit Cost system used in the 
NRLDA “Complete Estimating Kit”. 

Price to dealers for the manual is 
$7.50 each. 





Pipe Makers Expand Research 


Research on vitrified clay pipe has 
been centralized in the new D. M. Strick- 
land Research Laboratory of the National 
Clay Pipe Manufacturers Association, 
dedicated in mid-April at Crystal Lake, 
Ill. The laboratory is engaged in research 
to improve further the qualities of clay 
pipe 

Current research projects have devel- 
oped new, stronger materials which per- 
mit the pipe to be made in longer lengths 
The development of new jointing meth- 
ods is another result. These methods 
make a leak-proof, root-proof and resili- 
ent joint, enabling farmers, contractors 
and homeowners to get good results with 
the material. 

The staff of the laboratory is headed 
by Albert J. Reed, vice president and di- 
rector of research of NCPMI. Giving 
the address of welcome at the lab dedi- 
cation was G. A. Robinson, new presi- 
dent of the association. Other speakers on 
the program were congressman J. Harry 
McGregor of Ohio. Dr. Warren E. 
Snyder of Midwest Research Institute, 
and research director Reed. Past-presi- 


dent D. M. Strickland, after whom the 
lab was named, was present at the dedi 
cation. 


TECHNICIANS work on improvements to 
resilient joint materials at new research 
plant of National Clay Pipe Manufactur- 
ers Association. 
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Dodge 100 Pick-up and Dodge 300 with Stake body. 


Here’s what a leading automotive magazine 
reports about fuel economy— 
in the 3 low-priced trucks 


The best way to compare products is to test them 
thoroughly. That’s exactly what a leading auto- 
motive magazine’s test drivers did with all three 
low-priced pick-up trucks. The results are revealed 
in a recent issue. One important result was that the 
Dodge V-8, even with its extra power, gave better 
gas mileage than the other two V-8’s tested. 


Here are some of the statements reported in this 
magazine about the Dodge Power Giant pick-up: 


First in economy! The magazine reports on over- 
all gas mileage, “‘In spite of the lowest gear, 4.11, 
and the largest displacement engine, the Dodge 
proved to be the most miserly, averaging 13.5 mpg.”’ 


4-way leaders of the low-priced 3 
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First in payload! The article says, “All test 
drivers agreed that the Dodge was the best equipped 
of the three when it came to carrying a good load.” 


“eé 


First in power! The magazine states, “. . . the 
Dodge had quite a hill climbing advantage over the 
other trucks.” 


First in styling! No mention of styling was made 
in the magazine’s report, since it was a performance 
test. We'll leave that comparison to you—confident 
that you'll rate Dodge number one. 


Make your own test of the four-way leader of the 
low-priced three, at your Dodge dealer’s. Do it soon, 
and get his special 40th-Anniversary deal! 
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Help customers sell and serve 
themselves— make full use of mod- 
ern displays and merchandisers for 
faster turnover at higher profit. 
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For example, flexible Amerock Twin- 
Size Displays can be mounted individ- 
ually or framed two or three together, 
either vertically or horizontally as 
shown. Twin-Size Displays can also 
be used to show the complete Amerock 
line on a counter or an 
island when used in a 
No. 2500EH Revolv- 
ing Display. For com- 
plete self-service 
department, combine 
No. 2500 display with 
Amerock merchan- 
disers as shown at top 





Eye-appealing Amerock Twin-Size 
Displays fit NRHA fixture doors... 
help you put your wall space to work 
for you. 


Ask Your Amerock Wholesaler 


Amerock cornroration 


Dept. AL 85 
Rockford, Ili. * Meaford, Ont. 
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No Timber Shortage in Year 


2,000, Say Foresters 


» 
But timber will not be a surplus crop, either, according to 


voluminous study just completed. 


America’s expanding population will 
use almost double the present production 
of wood to meet its needs by the year 
2000 when we'll have a population of 275 
million people. This is the challenge for 
the forest products industries according to 
a recently issued 700-page report, “Timber 
Resources for America’s Future,” by the 
U. S. Forest Service. ($7., Supt. of Docu- 
ments, Washington, D. C.). 

“The United States is not faced with an 
acute timber shortage,” comments R. E 
McArdle, chief of the forest service, “but 
to meet future timber demands will take 
earnest effort. What we do in the next 10 
to 20 years will determine whether we 
shall grow enough timber to enable our 
children and their children to enjoy the 
timber abundance that we know.” 

The report points out there is about as 
much timber today as there was 10 years 
ago, and saw timber growth is increasing 
Also, advances have been made in fire 
protection, timber utilization and _ re- 
search. Five million acres of idle lands 
have been planted to trees. Much prog- 
ress has been made, particularly on large 
industrial holdings and public lands, least 
progress has been made on small private 
holdings, the survey said 

“No one knows how much timber the 
U. S. timber lands can grow, but there is 
the potential to more than double growth 


if forestry knowledge and _ skills are 
promptly applied,” the report states. 

Twisted report charged. During April 
one national news magazine published 
an account of the report under the head- 
ing: “Timber Shortage Ahead; Trees 
scarce... forest disappearing . . . lumber 
costly.” In the face of lumber industry 
charges that the meaning of the report 
was twisted. the report itself points out 
that U. S. forest industries in 2000 will 
have to grow—not cut—83% more tim 
ber than today. 

Seen in a calmer light, the report is a 
call to arms for the U. S. lumber indus- 
try to aid in upgrading forestry practices 
of the holders of small parcels of timber 
lands, some 4% million owners holding 
about half of the nation’s timber lands. 

“Forests in public and industry owner 
ship cannot by themselves supply all the 
timber this country will need; the mil- 
lions of small holdings must also pro- 
duce their share,” McArdle said. “But 
unless forestry is greatly intensified the 
growth of pines, firs and other softwoods 
will not keep pace with cut.” 

The report leaves the question, “Do we 
have the will to act promptly to insure 
adequate lumber resources by 2000?” 
pointing out we now have both the abil- 
ity and know-how to insure adequate 
supplies 


Dealers Tie-In With Campaign 


To Help Builders Sell 


A campaign using the timely slogan, 
“Best Investment Today is the Best New 
Home You Can Afford,” appears in the 
Saturday Evening Post this month, with 
posters of the advertisement being mer- 
chandised both in model homes and in 
lumber dealer stores through the courtesy 
of the Stanley Works, New Britain, Conn. 

George C. Johnson, president of the 
Dime Savings Bank of Brooklyn, is pic- 
tured in the ad, as author of the “best 
investment” phrase 

Dealers who use a 22”x28” blowup of 
the ad available from Stanley are eligible 
to enter a dealer display contest spon- 
sored by the manufacturer. 

“Lately there has been a good bit of 
talk, from President Eisenhower on down, 
on the need to sell hard to overcome the 
current recession. We think that this pro- 
gram, merchandised by dealers for their 
builder customers, will benefit the entire 
construction industry” it was said 


‘Best investment today is the 
best new home you can afford 
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GEORGE SAYS... 





“your folding doors 


won’t sag ever!” 









NO. 680 
COMPLETE 
PACKAGED 
SET 








Leading edge of 






door supported 







by nylon roller 


guides and track 







no sag! 








Versatile—Sets for 3, 4, 5, 6 and 8-foot openings easily 
fitted to non-standard sizes. 











| 


| 
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Easy Installation—All hardware assembled on doors 
before hanging—doors lift and tilt into position 
like sliding doors. 

Clear Threshold—No slides, guides, stops or brackets 
anywhere on floor—can be used on slab floors. 


Smooth Action—Nylon roller guide and support, plus 
sturdy pivots provide quiet, trouble-free operation. 


| 
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Positive Locking—684 alignment guide and plastic 
friction catches keep doors firmly closed. 
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Cash in on this exciting new building trend with Washington’s 
680 Folding Door Hardware set. Easy to demonstrate and sell 












with compact working display. 














OISTINCTIVE BUILDING PROOUCTS 






For more information see your jobber or write: 
WASHINGTON STEEL PRODUCTS, INC. 
Dept. AL-2, Tacoma 2, Washington 
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BUILT-InS 
are 
BIG BUSINESS 


Meelonn petal 
GAS and ELECTRIC 
BUILT-IN RANGES offer you, Mr. 
Dealer, an opportunity to buy 
at distributor prices. You can 
qualify if you have salesmen 
calling on builders and if you 
have display space. Write today 
for folders and prices. 


TENNESSEE STOVE WORKS 


CHATTANOOGA (I), TENNESSEE 
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What's Happening 


——LUMBER PRICES—— 


General Firming 

Fir lumber prices are beginning to 
show a little strength, with recent quo- 
tations at around $59, up $4 from two 
weeks ago. Fir plywood, on the other 
hand, continues at around $68, with 
one producer reported taking a few 
orders at $64; there would appear to 
be some downward pressure to around 
$66 in general. 

Fir lumber orders were down a bit, 
according to the latest barometer of 
the West Coast Lumbermen’s Associa- 
tion. Orders were 92.9 million feet, 
compared with 104.3 million feet the 
week before. These were for the weeks 
ending April 12 and April 5 respec- 
tively. Production for the week ended 
April 12 was down to 93.9 million 
feet, from 94.7 million feet the week 
before. 


From the Markets 


SEATTLE—tThere seems a visible 
upward movement of demand and 
prices, led by green fir dimension 
Green fir stud, both green and KD 
are being quoted $2 to $3 higher. 
Cedar products are quiet as are pine 
and spruce 


SAN FRANCISCO—The lumber 
market here has been encouraged by 
limited woods and mill production; 
these, plus heavy rains and increased 
demand, are expected to result in 
firmer price levels. Mills are reported 
running into log shortages as far north 
as Oregon. Green fir 2x4 is selling at 
$2 above recent price levels, bringing 
$57. With the sun shining again in the 
San Francisco Bay area, retailers here 
report an upsurge in construction and 
increase in lumber demand 


KANSAS CITY—Liberalized 
credit seems to be having some influ- 
ence in the lumber markets of the 
Southwest. Retailers, carrying mini- 
mum inventories, are finding short- 
ages now that builders are beginning 
to place orders. The bulk of buying is 
for mixed car business,with a tendency 
to firmer prices. Retailers are seeking 
C & Btr. finish in good volume for the 
first time in more than a year. More 
finish business has been booked here 
in the first to weeks of April than 
in the last three months; price range 
has been $130 to $145, with the bulk 
at the higher figure. 


TACOMA—Buying by the Corps 
of Engineers for defense purposes has 
been helpful here, with a large fir ply- 
wood shipment being made up for 
Alaska. Also it is reported that an 
order for 1 million feet of railway ties 
for the British Railway System is be- 
ing collected here and at other Puget 
Sound and Columbia River points. 








etops with 
consumers 


Each Blade 
Clearly marked for 
tooth size and what 

it will cut 
Each Blade 
Marked for front end 


Each Blade 


Painted, looks good, 
rust resistant 


Give the mana 
blade made to 
do a man's work. 


Ask your jobber for Griffin Hack Sow 
Blodes, Coping Saw Blades 
and Scroll Saw Blades 


lata tll 


G. W. GRIFFIN COMPANY 


Franklin, New Hampshire 


Sales Agents: 
John H. Graham & Co. Inc. 
105 Duane St., New York 8, N.Y. 


Circle No. 6 on Coupon, page 144 
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FACTS S§2L4 GATE X 


PAINTS 


What makes latex paints so durable? 


A. The latex forms a tough film as soon as the water 
evaporates from the applied paint. This film is highly 
resistant to alkali and other chemical attack. Latex paints 
have proved that they give excellent performance in all 
climates. And they clean easily because continuous, smooth 
latex film keeps soils on the surface, preventing them from 


being absorbed. 


As you know, durability is a big factor in selling paints. So 
it pays to explain to customers how tough latex film not only 


makes these paints more durable, but also protects them 


from permanently soiling or staining. And when you add 
easy application, quick dry, and easy cleanup, you'll sell 
latex paints every time! 

Sene for your free copies of our new booklet and you'll see 
how fast the facts sell latex 

paints. THE DOW CHEMICAL 

COMPANY, Midland, Michigan, 

Plastics Sales Dept. 2111D. 


YOU CAN DEPEND ON 
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MACKLANBURG-DUNCAN CO. 











M-D PUSH GRILLE NO. 15 M-D PUSH GRILLE NO. 23 


A graceful addition to any combination door Made especially for 32” or 36” combino- 
—wood or metal. 16” high for either 32”, tien doors—woed or metol. Approx. 23” 


36” or 42” doors. high. 


go Pe 
he” 2p 


M-D PUSH GRILLE NO. 4 


A very inexpensive and graceful push 
grille. 4° high for 32” or 36° deors. 


ee 


= 


ax 


a 
me Tira, 


— 
_ ie 
Ff 4) 
M-D PUSH GRILLE NO. 6 


A hondsome grille for oluminum or wood 
doors. 6” high for 21”, 23”, ond 27’ 
insert panels and for regular 32” or 36° 
doors. 


nee 
Quatit® Since 
1920 


DEALERS onper to. 


DAY — your order will re- 
ceive prompt shipment! 





M-D PUSH GRILLE NO. 11 


Mode especially for storm doors. Available 
for 32” or 36” door. Approx. 12” high. 





=, 
M-D PUSH GRILLE NO. 12 
Made especially for storm 
doors. Available for 32’ or 
36° doors. Approx. 12> high, 


M-D PUSH GRILLE NO. 16 
Made especially for com- 
bination metal doors, 15° 
high for 21", 23” and 27° 
insert panels and for regu- 
lar 32” or 36” doors. 


BUILDERS soia by ai 


Hardware, Lumber and 
Building Supply Dealers. 






sell the difference! 





Available in 3 Rust Proof, 
Tarnish Proof, Lifetime Finishes. 
~ Alacrome, Albras, Albright 













FITS-ALL NO. 1 


— . Accordion-like action permits ex- 
ee ponsion to fit all doors. 
———] FITS-ALL NO. 5 


Fully adjustable for nearly ail 


nate standard size screen of metal com- 
; bination doors. 





















FITS-ALL NO. 8 

Features M-D's patented “flower-pot”™ style holder which mokes 
it easy to install this popular grille on nearly all stonderd 
size doors. Individually pocked. 
































FITS-ALL NO. FS FITS-ALL NO, $6 FITS-ALL NO. 9 M-D MESH GRILLE Nu-WAY SCREEN 







Can be adjusted to fit Graceful in design and Designed to fil all Interlaced ribs form strong DOOR GRILLE 

all doors from 22” to fully adjustable on standord door and od- protection. Available for 32 Fer doors or window guards. 
30” wide, and from standard size screen justeble te mony end 36 doors. Fits 30”, 32", 36” and 42” 
75” to 55” high be- doors. others, doors. 





tween stiles. 






MACKLANBURG-DUNCAN CO. 


P. O. BOX 1197 @ OKLAHOMA CITY 1, OKLA. Since 1920 





Hats off to 
Hobbs Wall 
Redwood! 


The quality is Here and the value 
is there . in every single ship- 
ment of Hobbs Wall Redwood. As 
it has been for over 93 years. Along 
with cheerful service, prompt ship- 
ment. 

Get to know your Hobbs Wall 
wholesaler or commission man. 


Write or wire us for his name. 


HOBBS WALL 
LUMBER ¢C 


Hobbs Wall Building, 
2030 Union St., San Francisco 
Fillmore 6-6000 « Teletype SF-761 
Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 


16 


What's Happening 


General specifications — 


Bulkhead flat cars for gypsum board products 





Joint system 
“compartment 


- 




















End e levation showing 


joint system comportment 





SPECIFICATIONS FOR FLATCAR made by gypsum producers include (A), length of 
48’ 6”; (B) bulkhead of 78” height; (C) minimum width of 10’; (D) 2” wood facing 
surface; (E) wood flooring; and (L) joint system compartment. 


Best Flatear for 


After exhaustive study of more than 
700 flatcars now in use, the Gypsum 
Association has recommended to rail- 
roads that flatcars for gypsum ship- 
ments provide 48’ 6” spacing between 
bulkheads to accommodate heavier 
shipments of multiple stacks in various 
lengths of gypsum wallboard, with less 
packout. Other features recommend- 
ed by the association’s traffic commit- 
tee: 

* Minimum car and bulkhead width 
of 10’ with bulkheads wood-faced to 
a minimum of 2” thickness and all 
bulkhead fastenings countersunk. 

* Fixed type anchor devices prefer- 
ably recessed in car floor and flush 
with top of floor. Tying surface rec- 
ommended should be sufficient width 
to allow for usage of 114” strap steel 
bands. The preferred device is a sim- 
ple U bolt with a tying surface par- 
allel to the car length. 

* Movable type devices are also ac- 
ceptable provided they are of the U 
bolt design, move only in a vertical 
plane and do not extend more than 
1%” above car floor surface. When 
not in use the movable devices must 
be recessed to prevent damage to ship- 
ments. 

¢ A compartment of 60 to 70 cubic 
feet behind the bulkhead on one end 
of car to house gypsum wallboard 
joint materials. 

Shipments of wallboard on_bulk- 


Gy psum Units 


headed flatcars average 80,000 pounds 
per car. This compares to about 50,- 
000 pounds when shipped in box cars, 
according to the gypsum people. 

A flatcar of the recommended de- 
sign can be loaded using mechanical 
equipment in about 30 minutes and 
unloaded in from two to four man- 
hours, it is said. 

Part of the recommendations made 
by the association stem from the in- 
creasing acceptance of gypsum wall- 
board 12’ and longer. 


Association Sued for 
Sherman Act Violation 


Three floor covering trade associations 
in the Philadelphia, Penna., area and 
six retail floor covering dealers have 
been accused by the Justice department 
of the Government of violating the Sher- 
man Anti-Trust Act in an alleged con- 
spiracy to prevent the “large food chain 
stores” and other types of retailers from 
getting floor coverings. 

The Government’s complaint, filed by 
Attorney General William. P. Rogers, 
said that in 1952 the association and the 
other defendants formulated an agree- 
ment under which the wholesalers would 
sell rugs, carpets, linoleum, tile and other 
floor coverings only to retail stores and 
no others. 
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H-m-m-m-m 
So smooth 


EXTRUDED 
ALUMINUM TRACK 


LIFETIME 
NYLON ROLLERS 


SELF-LUBRICATING 
BEARINGS 


VERTICAL 
— ADJUSTMENT SLOTS ‘ 


V-GROOVE 


TRACK 
HORIZONTAL 
ADJUSTMENT SLOTS 


Versatile HAR-VEY Sliding Door Hardware... 


d . d simply reversing the hangers between outer and inner 
esigne fo cut your doors. This feature pays a bonus not only to your cus- 


tomer in fast, easy installation but to you by cutting 


inventory and sales cost... omer in fast, easy ins but to you & 
% your inventory, handling and sales costs. You never 
fashioned for the sales and have to pass up a sale... . Har-Vey’s 707 Series adapts 


: : A to both 34” and 134%” doors—there’s only one set to 

profit-minded builder handle and it virtually eliminates a stock shortage. 

However .. . there’s a Har-Vey line designed to meet 

Har-Vey Sliding Door Hardware comes complete (in- any requirement and fashioned to satisfy the most 

cluding pulls and track) in one HandiPak . . . Har-Vey’s discriminating buyer. Look for the Har-Vey name 

versatile 707 Series is just what your customer wants stamped on metal parts . . . your assurance of su- 
. it accommodates either 34” or 13%” doors by perior quality. 


These features make Har-Vey the answer to your customer’s needs 
RIBBED STEEL, PLATED HANGERS = ADJUSTABLE NYLON DOOR GUIDES , SELF-LUBRICATING NYLON ROLLERS © COMPLETE IN ONE HANDI-PAK 


Comes complete in Handi- 
Paks. Contains everything 
you need for quick, easy 
installations. Includes pulls 
and aluminum track. 


Quality Nylon rollers with 
self-lubricating bearings pro- 
vide a lifetime of smooth, 
positive action door control. 


y% 


Adjustable Nylon door guide 
eliminates scraping sounds 
...no grooving bottom of 
doors ...easy to install. For 
By-Passing 34” to 144” doors. 


Unusually rigid, cadmium 
plated steel hangers have 
vertical and horizontal ad- 
justment slots for fast, easy, 
accurate alignment. 





for complete information write to... e World's largest 


manufacturer of 


AMERICAN SCREEN PRODUCTS COMPANY window screens 
General Offices: 61 E. NORTH AVENUE HARDWARE 
NORTH LAKE, ILLINOIS 


©1958 by American Screen Products Company 
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The finest thing in a polyethylene 
sheet. Use it for water proofing 
under concrete slab or as a vapor 
barrier with absolute confidence. 
It is rot proof, moisture proof, 
puncture resistant. It is easy to 
handle, bends around corners 
and molds into difficult places. 


There are dozens of additional 
places where it will save money 
andtime.Temporary window cov- 
erings, ground covers in craw! 
spaces, drop cloths—all can be 
made of Richlite at low cost. 
Meets F.H.A. minimum proper- 
ty requirements. Available in 2, 
4 and 6 mil weights and widths 
up to 40 feet wide. 4 and 6 mil 
available in both clear and black. 


It’s available near you. Ask your 
dealer or send the coupon: 


etails on Richkraft water 


reinforced papers: 
on- 


Ask ford 
proof and 


c 
Richtubes, the economical 


orm; and Richkraft 
omical quality 
Vapor Barrier. 


crete column f 
65, the econ 
Fungi-Resistant 





THE RICHKRAFT CO. 
$10 No. Dearborn Street 
Chicago 10, Illinois 


Please send me samples and the name of 
local source for Richlite 


NAME 
ADDRESS 
TOWN 


peoeve’ 








ZONE...._ST ATE... 
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PLYWOOD BIN TAGS AVAILABLE—To help dealers efficiently set up self-service for 
plywood, the Douglas Fir Plywood Association offers a kit of 45 bin tags for 50 
cents, packaged with a china-marking pencil for easy price marking. Each kit 
contains 23 tags for interior grades A-A, A-B, A-D (Plypanel) and C-D (PlyScord). 
Also there are 22 tags for exterior grades A-A, A-B, A-C and B-B. Each tag has 
space for dealer to mark both thickness and price. Douglas Fir Plywood Associa 


tion, Tacoma 2, Wash. 


(Apeesortiratit I 


* Paul B. Shoemaker vice-president, 
Masonite Corp., Chicago, was elected a 
director of the Brand Names Foundation, 
Inc., at the annual Brand Names Day 
business meeting, held at the Waldorf 
Astoria hotel in New York City recently 


¢ Spencer P. Higgin has been named 
president of American Sisalkraft Corp 
Attleboro, Mass. He was formerly vice 
president of the 
overseas operations 


company in charge of 
William N Steven 
son, retiring president, has been named 
chairman of the hoard 


* New vice-presidents for Yale & Towne 
Manufacturing Co., Stamford, Conn.. are 
Elmer F. Franz and John A. Baldinger 


* KK. E Steizor has been appointed di- 
rector of sales for Harbor Plywood 
Corp., Aherdeen, Wash. He was former 
ly district salesmanager for the Jackson 


ville Fla area 


¢ Robert D. Stephan, formerly vice- 
president-dealer sales, United States Gyp- 
sum Co., has been appointed vice presi- 


dent of sales 


* Ralph E 
dent of the 
Producers’ Council, Inc., 
cial award by N. Robert Grimm, presi- 
dent of the chapter, for “outstanding 
performance while president of the 
chapter last year 


Yoder, immediate past-presi 
Washington state chapter, 
was given a spe- 


¢ John S. Linton. who has been manager 
Binswanger & Company's branch opera 
tions in Columbia. S. C., has retired from 
this active managership. He is retaining 
his affiliation with the firm as a consult 
ant and adviser to the general office in 
Richmond, Va. Joseph K. Lang has been 


News Makers 


promoted to acting manager of the Co 
lumbia branch. 


¢ Ernest L. Schlage, director of research 
for Schlage Lock Co. and son of the late 
inventor Walter Schlage, has been elected 
vice-president of the company, according 
to Marron Kendrick, president. G. W. 
Coleman was elec ted corporation secre 


Li 


Schlage Kramer 
¢ Robert P. Kramer has been appointed 
sales manager of John H. Graham & Co., 
New York. He succeeds C. G. Lohr who 
has retired after 36 years of service 


¢ The election of William Feick, Jr., as 
vice-president is announced by The Flint- 
kote Co., New York City. He joined the 
company in March, 1956, when he was 
elected treasurer 


* V. R. Belden, formerly merchandis 
ing manager of dealer sales, has been 
named general merchandising manager 
by the U. S. Gypsum Co., Chicago. He 
joined the firm in 1936 as a salesman. 


¢ Edward H. Eaton has heen elected 
treasurer of Pittsburgh Plate Glass Co.., 
Pittsburgh. He succeeds the late John G. 
Fleming 
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... CLOSE THE SALE! 


@ Give your homes 
the instant appeal that 
spells more sales... 
the extra light, the 
sense of space, the 
open way to indoor- 
outdoor living. You'll 
see how Capitol helps 
you do just that...in 


the pages that follow... 
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Orn 


TO THE OUT-OF-DOORS 







with rolling glass doors, prime windows and 
window walls by Capitol. Smart styling, smooth 
operation... will appeal to your biyers. Sound 






engineering, quality construction, ease of instal- 





lation... will save you time and trouble on the job. 


Look beneath the surface 








































The Capitol 
CONTINENTAL DOOR 


FOR ONE INCH DOUBLE INSULATING GLASS 


NYLON GUIDES prevent metal-to-metal contact, keep door in 
proper alignment, provide smooth and silent operation. 


WEATHERSTRIPPING of Schlegel wool pile is fixed in header 
and at bottom of door (the two friction points) for thoroughly 
weathertight seal. Double vinyl weatherstripping is used at 
meeting rails. 








VINYL GLAZING CHANNELS cushion the glass, prevent rattles, 


insure a weathertight seal. 


ADJUSTABLE BALL BEARING ROLLERS have nylon tires’ for 
smooth, silent operation. Screwdriver adjustment corrects such 
misfits as might develop due to settling of foundation. 


LOW, CLEAN, NON-TRIP SILL has removable track. Viny! 
weatherstripping seals fixed panel at the sill. Schlegel weather- 
stripping at bottom of movable panel keeps out air and water 


INSIDE AND OUTSIDE 
LOCK AND LATCH 


an exclusive Capitol design 


With lever in up position, 
door latches automatically 
on closing, can be opened 
from outside only by key. 
With lever down, door 
closes but does not latch. 
Cylinder lock and keys are 
standard equipment. 








ADAPTOR FOR 
SINGLE GLASS 


may be inserted in the frame 
of the Continental door to 
accommodate plate or 
crystal glass. 
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at these Capitol features 


The Capitol 
PRIME SLIDING WINDOW 


... positive air-tight, weather-tight seal 


The new Capitol aluminum prime slider employs a 
compressive vinyl seal and a new design of the meeting 
rails that is so efficient that wind and wind-driven 
water at hurricane force cannot get through!’ 

This is widely considered to be the finest prime 


sliding window on the market today. 


the niversity of M 


The new Capitol 
SINGLE HUNG WINDOW 


Extruded aluminum frame provides maximum glass area, has no exposed 
fastenings, is completely weathersealed. A fixed interlocking cross-rail 
reinforces the frame, holds members securely together. This eliminates 
racking during installation, helps prevent bowing if house settles. 


Nylon glides ease lifting. Aluminum spiral balances are easily adjusted. 
Fixed panel can be reglazed without removal from the frame. Screens 


are simply attached from inside without hardware. 


— 
* * 
THE EXCLUSIVE SPRING LATCH see oe 





automatically releases when window 
is raised, locks securely on closing. 
Simple... and fool-proof. 


. 





*Patent Pending 





A 


RIGID FRAME. . . EASY OPERATION 
... NOT A RATTLE ¢ Heavy aluminum 
extrusions are welded into a rigid frame, 
reinforced by a fixed center bar. Design 
plus perfectly mitered corners makes sag- 
ging or warping impossible. Sliding sec- 
tions have nylon guides, move freely at 
the touch of a finger. 


PATENTED FINGER-TIP AUTOMATIC 
LOCK @ Finest...and simplest window 
lock made. It opens at the touch of a 
finger, automatically locks when window 
is closed. And it's fool-proof. 


EASY INSTALLATION e Simplicity of 
design plus easy-to-follow instructions 
make proper installation quick and easy. 

















Excellent Capitol design, perfect 
machining, careful assembly and 
factory checking—all assure you of 


the highest quality building products 
of aluminum...from America’s largest 
manufacturer of aluminum doors. 


Keep in mind that you can get your 
combination storm doors and win- 
dows from Capitol, too. 


CAPITOL... A SINGLE SOURCE, 
SINGULAR SERVICE FOR ALL 
YOUR ALUMINUM DOORS AND 
WINDOWS 


Capitol 
WINDOW WALLS 


Strong, rigid construction, flexibility in 
planning and use... these are the out- 
standing features of the new window 
wall by Capitol. 


The entire surround is of the same design 
to allow adding of sections without use 
of additional materials. Horizontal and 
vertical mullion bars are interchange- 
able. Vertical sections are one-piece 
extrusions and horizontal sections attached 
to them may be placed in any position 
desired. Frame, all of heavy hollow 
extrusions, will not flex or rack out of 
shape in installation. 


Complete unit is handsome in appear- 
ance, strong and rigid in construction, 
economically priced. 


4 a 
| 
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ROLLING GLASS DOORS e PRIME WINDOWS ¢ WINDOW WALLS 
COMBINATION STORM DOORS, WINDOWS, SCREENS « JALOUSIES ¢ EXTRUSIONS 


CAPITOL PRODUCTS CORPORATION 
Mechanicsburg, Pa. 
Please send me complete information at once on 


Capitol Rolling Glass Doors 
Capitol Prime Sliding Windows 
Capitol Single Hung Windows 
Capitol Window Walls 


NAME 








COMPANY 





ADDRESS 
CITY 








TELEPHONE 











What's Happening 


Home Remodelers Get Tax 
Break in New Proposal 


Limited tax reductions for home im- 
provements will be granted to home- 
owners if Senator Frank Carlson of Kan- 
sas has his way, he said 

“My bill S.3636, if enacted, would 
permit a homeowner to deduct, within 
defined limits, the expense of repair and 
maintenance, additions and alterations 
to his residence. The proposal would not 
permit such a deduction for nominal and 
everyday expense for maintenance but 
by using a formula simila’ to that pro- 
vided in the present tax law for extra- 
ordinary medical expenses, it would per- 
mit deduction of that expense which ex- 
ceeds 3% of the adjusted gross income 
of the homeowner, but not to exceed 
$2,000 annually.” 

Similar legislation has been introduced 
in the House by Rep. Frank Ikard of 
Texas and Rep. Gordon L. McDonough 
of California 

President James C. O'Malley of 
NRLDA said that if the bill is enacted 
into law it would provide a major step 
toward prevention of slums in the fu- 
ture. He wrote Senator Carlson that 
the bill would “provide a more immedi- 
ate stimulus to the economy than many 
of the other proposals offered as anti- 
recession measures, and would not re- 
duce badly needed revenue.” 


¢ L. C. Hollerback, manager, building 
material sales, Wheeling Corrugating Co., 
Wheeling, W. Va., recently was reelected 
president, Metal Lath Manufacturers’ 
Assn., at the group’s annual meeting in 
Cleveland, Ohio. G. W. Matthews, gen- 
eral marketing manager, metal lath and 
commodity products div., Inland Steel 
Products Co., Milwaukee, Wis., was elect- 
ed vice-president 








Home Mortgages 


434% 
plus best available terms 
FHA . GI] LOANS 


* 


™ Provident Institution for Savings 
in the Town of Boston 


HUbbard 2-5180 











SIGN OF TIMES—Advertisement above 
from Boston Herald by Provident Institu- 
tion for Savings tells the story of mort- 
gage money today. The lender seeks 
mortgages at 434% “plus best avail- 
able terms." 


BUILDING PRODUCTS MERCHANDISER 


PROFITS 


FOR YOU... 
a sheathing with the 


RIGHT COMBINATION! 


Certain-teed has balanced its building products line with an insulating 
sheathing of tough wood fibers, integrally asphalted. This sheathing, 
through the “right combination” of wood fibers and asphalt, provides 


great structural strength, tight moisture resistance, and superior insulation. 


Profit by the “right combination” of benefits that Certain-teed’s newly 
added sheathing gives—reduced time and material costs through easy 
application, increased sales, and satisfied customers. For more infor- 

mation about this inte- 


Bestwall Certain-teed Sales Corp Dept grally asphalted sheath- 
120 E. Lancaster Ave. 


pains tis ing and Certain-teed’s 


Please send me more information on Certain-teed's right combination of 
Right Combination” Sheathing Roofing, Siding and 
Name Insulating products, 
Com " 
ied contact the sales office 

Street 
nearest you or mail the 


coupon at left. 


Corlain-leed 


REG. U.S. PAT. OFF, 





Products of Certain-teed Produtts Corporation 
SOLD THROUGH 


BESTWALL CERTAIN-TEED SALES CORPORATION 


120 East Lancaster Avenue, Ardmore, Pa 
EXPORT DEPARTMENT: 100 East 42nd St., New York 17, N.Y 


ASPHALT ROOFING © SHINGLES « SIDING « ASBESTOS CEMENT « SHINGLES AND SIDING 
FIBERGLAS BUILDING INSULATION e ROOF INSULATION ¢ SIDING CUSHION 
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SIP IES A Tools 


nny 


Soud’-Nlaes now mounted 
on “tell and sell’’ cards 


Stanley Screw-Mates, the popular 4-in-1 tools that make perfect 
screw driving easy, are now individually mounted on “tell and sell” 
cards. Six of a size are packed in the handy counter merchandiser 
shown above. 


STANLEY e| : Gam Sere Mate 
Screw-Wate Serew-Wate | 
WOOD ORNL 6 COONTERSINN COUNTERBORE * 
aw! 


SIZE HOLE | ORES HOLES FOR Pics 
ORES WIGHT SUE HpLE 
iit dite ton ieee a PREVENTS WOOD SPLITTING 
SAVES * AND EFFORT SAVES, THE AND EFFOR | 
aetna: Tree CUT CLEAN STRAIGHT 


PLUGS.. CHAME 
No.1525 1" x #6 ag 114" x #10 | S.. CHAMFERED ENDS 
STANLEY TOOLS $1.50 


PREVENTS WOOD SPLITTING 


r 


No. 1525 Wood Drill and Countersink in 22 sizes 
@ 75¢ each and 2 larger sizes @ $1.25 each 

No. 1524 Counterbore in 10 sizes @ $1.25 each 

No. 1523 Plug Cutter in 3 sizes @ $1.50 each 
All cards are punched to hang on peg board. Back of 1525 and 1524 
cards lists sizes of all three types Screw-Mates available. Stock and sell 
them all. Stanley Tools, Division of The Stanley Works, New Britain, 
Connecticut. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + builders, industrial and drapery hardware + door controls « aluminum windows » stampings springs 
* coatings « strip steel » steel strapping—made in 24 plants in the United States, Canada, England and Germany. 


What's Happening 


Model Home Plans 
in Life Magazine 

Drawings of 140 model homes con- 
structed by major builders entered in the 
Fiberglas Comfort Conditioned Home 
program will appear in a six-page adver 
tisement scheduled for the May 26 issue 
of Life magazine. Names of builders and 
street addresses will be included with the 
drawings, according to Owens-Corning 
Fiberglas Corp., sponsors 


25 Acoustical Years 

The Acoustical Materials Association 
composed of firms which manufacture 
about 90% of the acoustical materials 
used throughout the country, observed 
its 25th anniversary last month with an 
anniversary meeting in Chicago 


New Milcor Division 

Development of new product lines as 
well as increased sales volume has cre- 
ated two new general sales divisions at 
Indland Steel Products Co., Milwaukee, 
manufacturers of Milcor steel building 
products. The new divisions are Engi 
neered Products sales, headed by Michael 
P. Komar, and Commodity and Metal 
Lath products sales headed by Gordon 
W. Matthews 


Midland Valley Moves 

Sales offices for Midland Valley Lum 
ber Co. have been moved from St. Louis 
to 200 North Boulevard, Baton Rouge 
La 


A TESTIMONIAL DINNER honoring James 
C. O'Malley (center), president, NRLDA, 
in Phoenix recently was attended by 400 
Arizona business leaders. Sponsoring the 
event was Salt River Valley Chapter of 
the Concatenated Order of Hoo-Hoo, 
which presented him with a_ six-piece 
silver service ‘‘in appreciation of the 
honor brought to the dealers of Arizo 
na." With him are Don Bufkin (left), 
Supreme Custocation of Hoo-Hoo and 
Dave Davis, past Snark of the Universe. 
O'Malley is vice-president of O'Malley 
Lumber Co., which operates 19 yards in 
the state. 
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‘What's Happeni n 





Cash-and-Carry Article 
Wins Editorial Award 


{merican Lumberman’s managing edi- 
tor, Wesley W. Wise, has been named 
a Jesse H. Neal Award first place winner 
for his article, “Volume Cash and Carry 
Retailing Spreads to Lumber and Build 
ing Materials Market”, published October 
14, 1957 

The award was made by The Associ- 
ated Business Publications for “the best 
account written by an individual editor 
of a development of major significance 
to the field or industry served” by a busi- 
nesspaper. Leading business magazines 
from every field entered the competition 


How the article grew. American Lum 
herman first noted the trend toward cash 
and-carry giants in the retail lumber and 
building material field in the spring of 
1956,” explained Gordon J. Lawler, edi- 
tor. “We began field investigations of it 
late in 1956. It immediately became ap 
parent this was a development of major 
significance to retail lumber dealers and 
managing editor Wise was assigned to 
prepare an ‘in depth’ article.” 


Results named. prior to publication the 
information uncovered encouraged the 
National Retail Lumber Dealers Associa 
tion to hold a clinic on the subject at its 
Philadelphia national convention, Nov. 4- 
7, 1957. This was a standing-room-only 
event, with an estimated 900 dealers in 
attendance. 

The article brought overwhelming re- 
quests for reprints from dealers, whole- 
salers, associations and others, with an 
estimated 40,000 reprint copies produced 
and distributed by these groups. 

Other awards made. The award was 
one of three to merchandising publica 
tions. In the same competition, American 
Lumberman’s sister publication, Wood & 
Wood Products, was given a first award 
for industrial businesspapers for the best 
reporting of two editors working together 
on an industry development. 


BUILDING PRODUCTS MERCHANDISER 


Electric 
Tools 


STANLEY 





1/4” & 3/8” DRILLS 





3 heavy-duty models, approved for industry 


— yet priced as low as ‘24” to 39” 


Now! The best drill value you or your customers have been offered 
—in years! Stanley’s new 130 series—designed, tested and approved 
for industrial use, yet priced lower than any comparable drills 
available. Check these features and see: 
© 3-Wire cord 
® Non-slip pistol grip 

and grooved housing 


® Ball-bearing construction* 


© Low temperature rise 


® Capsule brush mounting Precision 3-jawed chuck 


* All models except H132 


News of the 130-series drill will be announced next month to the 
entire nation through the SATURDAY EVENING PosT. Find out how 
profitably you can add the 130 series to your line, now! Write: 
Stanley Electric Tools, Div. of The Stanley Works, 125 Myrtle St., 
New Britain, Conn. 


Prices slightly higher in Canada 


NEW POWERDRIVER—priced as low as 
$42.95. Impact type with the same power 
unit as the new ¥%” drill—perfect con- 
trol for every screw- or nut-seating job. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools « builders, industrial and drapery hardware + door controls + al indows + stampings + springs 
« coatings « strip steel + steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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“Bildrite sells better 
because it’s made better,” 


says Doug Baker, D. Baker & Son Lumber Co., Grand Haven, Mich. 








—” a builder an item where he can see built- 
in quality, and he’ll be back for more,” 
says Doug Baker, shown at left. “It’s that simple. 
And that’s why we’ ve featured Bildrite Sheathing 
for over 15 years.” 

Doug Baker heads the lumber concern started 
by his grandfather 75 years ago. Presently he deals 


“We've had no complaints with Bildrite, and 
a lot of compliments,” he goes on. ‘‘Builders tell 
me that without exception it builds a house 
stronger, warmer, and more completely safe from 
moisture damage.” 

To see how and why Bildrite offers these extra 
advantages, read on. And for further facts, write 


70°, with contractors, 30°, with homeowners. us—TInsulite, Minneapolis 2, Minnesota. 


__— 


4 
Bildrite has unexcelled Overer ess 
2-way moisture control... 


because it's asphalt impregnated. Wherever moisture ae we \. 


threatens homes, Bildrite Sheathing gives uncontrolled vapor an easy 
escape through the walls. It sets up NO VAPOR BARRIER ON THE COLD 
SIDE. Yet it sheds water like a duck. Used with proper warm-side vapor 
barrier, Bildrite guards against condensation build-up that can rot 


framing members or ruin interior walls. WATER CAN'T 


GET IN 





Bildrite has more 
insulating value... 


because its sturdy fibers trap millions of air cells. 
Where sub-zero temperatures are common—as at the Minnesota-Canada 
border—Bildrite Sheathing gives priceless extra insulation as compared 
to wood or gypsum—at no extra cost! And being applied over studs, 
sills, plates, etc., Bildrite blankets the 15% or more of wall area com- 
pletely missed by stud-space insulation. 


Bildrite has more 
bracing strength... 


because it's made from cold ground hardy Northern 
wood fibers. Where wind hits 80 miles an hour—as happened 
recently in New England—the value of Bildrite’s very high bracing 
strength is seen dramatically. But even under normal stresses, this tre- 
mendous resistance to racking adds priceless extra quality to homes... 
and gives the builder real peace of mind. 


INSULITE AND BILDRITE ARE REG 


sells easy...sells fast...stays sold 


INSULITE 


Bildrite Sheathing 


 Insulite Division 





~ . er One. MQ. UMrray 4-8854 


- the firm going places...youll om HP ESTOIN Ny 


PLASTER-LIME 
Metal Lath-Cor 
TOOLS—GLASS 


BLDG MATERIAL CO : 
Eveland Bivd. ...._...... .ORexel 8-7750 1156 Penn Or 


. 

G NVILLE DOOLITTLE & SMITH INC 

EAST SIDE COLUMN co 41894 Nebraska, 
DixieRd WAver! - 3386. ee) 


+ - ce 


HERE TO BUY i 
DISTRIGEDPFICE. 


# 


Lumber-Millwork-Roofin 
18432 Worthington . 


yb 


| ae 
LLEN & COMPANY. — 

Modern Millworkeanc 
| 7555 Oakwood Or.,.... 


Whether you operate one truck or twenty trucks, you can’t buy a tire that costs 
less per mile than Firestones. Billions of miles of carefully kept fleet records prove 
Firestone truck tires outwear all others. 

Firestones last longer because Firestones are built better. Take Firestone S/F— 
Safety-Fortified—cord. Firestone tempers cord, but doesn't stop there. Firestone 
gum-fortifies every fiber for a permanent lock between rubber and cord, 
measures every individual ply with electronic precision. 

The result is extra miles, lower cost per mile for every user of Firestone truck 
tires with S/ F—Safety-Fortified—cord. Every Firestone truck tire is an outstanding 
value in long-wearing, dependable performance. No wonder more going 
concerns go on Firestones! See your local Firestone Dealer or Store for truck 
tires or truck tire service. 


YOU CAN'T BUY A TIRE THAT COSTS LESS PER MILE THAN FIRESTONE 


re & Rubber Company 


evening on ABC television BETTER RUBBER FROM START TO FINISH 
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AZROCK FLOORS 


PRESOLD FOR You IN © ways 





NATIONAL ADVERTISING 


A solid campaign of powerful ads 
in top consumer, architectural, and 
vertical audience publications. 


DEALER AIDS 


Radio transcriptions, ad mats, tele- 
vision spots, ready to sell for you! 


PRODUCT SAMPLERS 


Handy counter display of Azrock 
samples in all sizes, colors, styles 





Viren See 


TERRALLO TONES 


IN-STORE MERCHANDISING 


A variety of attention-getting, 
point-of-purchase materials... 
available to help build special pro- 








Again in 1958, Azrock backs the industry’s 
fastest growing line of resilient flooring 
products with the pre-selling “punch” of this 
great 6-point advertising and merchandising 
program! Consistent, hard-selling ad sched- 
ules in national consumer and trade 


magazines, will build more sales for you! 


- FACTO 

/ 

CROMATIC VEININ 
G 


MICRO-CUTTING 
REFRIGERATED STORAGE 
COLOR 
LEADERSHip 


EXCLUSIVE FEATURES 


Only Azrock Floor Products 





have them all! 


motions in your store! 
————— wat 





SPECIAL DISPLAYS 


Attractive floor-stack displays to 
build sales and profits for you! 





And Azrock pre-sells for you, right to the 
point of purchase — with tested selling dis- 
plays and product samplers — with a com- 
plete array of aids for your own advertising 
program. Plan for increased resilient floor- 
ing profits in 58... with the proved selling 


power of Azrock product superiority. 


Write for the Address of Your Nearest Azrock Wholesale Distributor, Now! 


AZROCK FLOOR PRODUCTS DIVISION 


UVALDE ROCK ASPHALT CO. | 583D FROST BANK BLDG. * SAN ANTONIO, TEXAS 


M A K E R 8 Oo F 


BUILDING PRODUCTS MERCHANDISER 


VERA - & 


» = © | See. se 6S 


AZPHLEX 
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Capitalizing on the growing popularity of exterior & Garden, and House Beautiful. The Silentite win- 
shutters and the increasing trend towards more dow is only one of many beautiful wood window 


styles which Curtis dealers are pushing to attract 
building and modernizing business. The Curtis win- 
dow selector chart makes these windows easy for 
customers to choose...easy to sell! 


CURTIS 


WOODWORK heart of the home caine” 
May 12, 1958, AMERICAN LUMBERMAN AND 


decorative and weather-tight windows, Curtis ad- 
vertising features this combination in the June 
3etter Homes and Gardens, American Home, House 















Another Curtis “Sales Push’ to 
Help You Sell More Woodwork 


The summer months will bring good business 







for many profit-minded Curtis Woodwork 






dealers. In June, Curtis will put the power of 









mass advertising behind two of its leader prod- 






ucts—Silentite double-hung windows and Curtis 






shutters. Advertised in the “Big Four’? home 






magazines, these products will appeal to both 






new home builders and those remodeling. 













To help Curtis dealers to cash-in on this pro- 
motion, Curtis offers complete local promotional 






tie-in materials: ad mats, publicity stories, radio 






scripts, folders, store posters—everything 






needed to build sales at the local level. 







Your Curtis representative will give you com- 





plete information on the Curtis sales plan. Or 






if you wish more information on “‘selling Curtis,” 






it’s yours for the asking! Write or phone our 






nearest office. 














some 
of the 
many 
window 
Styles 
available 
from Curtis 



































CURTIS COMPANIES INCORPORATED, Clinton, iowa 









Clinton, lowa New London, Wisconsin 


Wausau, Wisconsin Oconto, Wisconsin 
Chicago, Illinois Scranton, Pennsylvania 
Sioux City, lowa Charlotte, North Carolina 


Lincoln, Nebraska Atlanta, Georgia 


WOODWORK heart of the home Minneapolis, Manceste 
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Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


display 


Here’s a display fixture you can 
use many, many different ways: 
with or without adjustable shelves 
on front, end or back, overhead 
panel, storage cabinet and bin- 
ning; 
on the ends. 

A basic half island unit 48” high, 
60” wide and 2434” deep which you 
can use in your show window, 
against the wall, and singly or two 
units back-to-back as a full island. 

Estimated price if bought at re- 
tail: $190.00 plus shipping. 

By building it yourself, you can 
save more than $100.00! Complete 
plans, working blueprints, step-by- 
step instructions, materials and 
materials source list and details on 
modifications, only $8.75. Avail- 


able by return mail from American | 


Lumberman. Fill-in and return 
coupon below today. : 


fixture 


@American Lumberman Dealer Service Dept. 
139 N. Clark St., Chicago 2, Hlinois 


Please send me postpaid the four blueprints and com- 


plete instructions for the retail lumber dealer half slang 
display fixture. f am enclosing $8.75. (Please sénd | 


check or money order.) 
Name. — 
Company. 
EEE 


Zone__.__State_ 


I aclncii ioetninintieinaneean 


32 


and either open or closed | 


SALES ROOM IN A STORAGE YARD is 
the new Nail Hut of Wisnom Lumber Co., 
San Mateo, Calif. Consumer selling costs 
have dropped since it was opened. 


PRODUCT DISPLAY and 


inventory of 


many items are found in the Nail Hut, 


adjacent to the firm's main yard gate. 


Small Yard Building 


Answers Display Space Need 


When Wisnom Lumber Co., San 
Mateo, Calif., sought to add more lines 
to its stock, especially catering to the 
do-it-yourself trade, they easily solved 
the problem of where to display the 
new items. Lacking adequate display 
space in the firm’s office, manager 
Al Miller had built a small shed-like 
building on vacant land next to the 
yard’s main gate. A sign on top of 
the building proclaims “The Nail Hut 
—Do-It-Yourself Supplies”. 

The building measures 12’x16’, has 
a big fixed-light window at one end 
and a 6’x6’x8” sliding “window wall” 


unit at the front. Inside, between the 
ceiling beams is shown various types 
of ceiling finish. Walls are covered 
with sales literature and manufactur- 
ers’ photographs of finished jobs. On 
the floor of the building, handy for 
quick customer service, are rolls of 
felt, sacks of concrete, rolls of stucco 
reinforcing—and, of course, a com- 
plete display of nails, plus token stocks 
of many other materials. 

Before erecting The Nail Hut, Wis- 
nom found consumer sales very costly 
in its big industrial-type yard. 
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Your best bet for bigger paint sales 
is the increasing consumer demand 
for these popular Pittsburgh Paints 


SUN-PROOF 


America's Finest House Paint 


Rubberized 


WALLHIDE 


Easy-to-use wall paint 


©@ Easy to apply. 

© Dries in less than half an hour. 

@ Has no unpleasant odor. 

© Wears wonderfully. 

@ Can be washed without streaking. 


@ The only house paint 
that gives the home 

the extra protection 

of Fume-Resistant Pigments 


and special VITOLIZED OIL? 
Hundreds of modern MAESTRO COLORS® 


I 
I 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
I 
I 
| 
I 
| 


More than one hundred MAESTRO COLORS® 


e If you want to cash in on this opportunity Pittsburgh Plate Glass Company, 
for bigger paint volume and profits — Mail this <oupen Paint Division, Dept. AL-58, Pittsburgh 22, Pa. 


Gentlemen: I am interested in obtaining further 
details about selling your popular Rubberized 


Pr ? T SBURGH Pain ? € WALLHIDE and SUN-PROOF paints. 
N 


etait acta 
Address ___ 
City__ salen County____ State___ 
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MORE BIRD ROOFS 


éoing up than ever before! 


good reasons why... 


. .. most complete line of quality roofings in the industry —like King Tab 
Architects, demonstrably the finest asphalt shingle made — new Bird 
Wind Seals, that are spot-welded down by the sun — revolutionary 
Ranch Roof for very low slopes — a long-life roofing for every purpose 
and price. 
. .. widest color range and truest colors for wife-appeal. 
... finest sales aids, displays, brochures and mailers to work with. 
... most powerful ad campaign ever, with full color adsin The Saturday 
Evening Post month after month and constant demonstrations on the great 
Dave Garroway and Jack Paar NBC Television Shows. 

Get the facts from your Bird representative. 
BIRD & SON, inc., EAST WALPOLE, MASS., CHICAGO, ILL., SHREVEPORT, LA., CHARLESTON, S. C. 





and you sell 
the best...easier 
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AMERICA 


LEO RENUART (left), Renuart Lumber Yards, Coral Gables, Florida 


‘Im sold on the new styles 


of Stanley cabinet hardware. 


“For years I’ve handled Stanley 
pulls, hinges and latches because of 
their better quality. Sure, the styles 
were as modern and diversified as 
anyone’s, but Stanley’s real streneth 
was just making a better product. 

But now these great new styles 
and exciting materials give Stanley 
-and me—a one-two punch of 
quality and style that’s unbeatable 
Women go for ceramics and Copper- 
Mode in a big way — and builders 
know it! (Builders and their wives 


/ 


actually selected these products, as 
a matter of fact.) 

“Now there’s a Stanley style for 
every kitchen decor, and I show 
them all on Stanley’s big merchan- 
disers. As a result, my cabinet hard- 
ware turns over as quickly as any 
product I sell.” 

Send for four-color literature 
showing Stanley’s new styles in all 
their splendor. Stanley Hardware, 
Division of The Stanley Works, 125 
Lake St., New Britain, Conn. 


New! “Floating Rings’ — brushed coppe 
and black — part of Stanley's Copper-Modc 
line. 


New! Square Concaves — beautiful, con- 
temporary designs in brushed copper 


New! Ceramic pulls — exclusive Stanley 
jewels in yeliow, pink or blue on brushed 
silver or satin bronze. 


STANLEY IS A NAME TO LOOK FOR ON QUALITY PRODUCTS LIKE THESE 








Stanley’s new bi-fold hardware 
for closets and passageways. 
Concealed on both sides of door. 


BUILOS 


Stanley's round-cornered RD241 
hinge — the Standard of the 
World. New pin will not rise. 


BETTER 


AND 


Stanley elive-knuckle hinges, 
fer interior ‘showcase’ doors. 
Style eombined with utility. 


tives BETTER 














Stanley ‘Cape Cod” cafe rods 
in black, white and brass, made 
for windows. up to 90" wide 


with STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric tools 
+ builders and industrial hardware - drapery hardware - door controls - aluminum windows - stampings + springs 
+ coatings - strip steel - steel strapping—made in 24 plants in the United States, Canada, England and Germany. 


STANLEY 
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Big Hardware Show 
Next Sept. 29-Oct. 3 

Manufacturers who will exhibit at the 
1958 National Hardware Show at the Col 
iseum in New York City, Sept. 29-Oct. 3, 
have already bought 96% of all available 
display space, according to Frank M 
Yeager, managing director. Mcre than |, 
QOO manufacturers will introduce more 
than a thousand new products for the 
first time, he said. 

A total of 100,000 items will be dis 
played and demonstrated to the trade, 
with more than $5 million in sample 
merchandise available in open booths for 
buyers to see, Yeager said. 

Dealer registration and complete exhib- 
itor information available from National 
Hardware Show, Suite 1103, 331 Madison 
Ave., New York City, N. Y 


Toro Adds 1.475 Dealers 


Ihe recent Toro “DIET” campaign to 
add new dealers in territories previously 
not covered, brought in 1,475 new Toro 
dealers, reports Robert W. Gibson, vice 
president in charge of sales and adver 
tising for Toro Mfg. Corp., Minneapolis, 
Minn. The power mower manufacturer’s 
campaign was tagged “DIET” to accent 
the “dealer in every town” objective 


Observes 85th Year 

Keasbey & Mattison Co., Ambler, 
Penna., is marking its 85th year as a 
manufacturer of asbestos-cement and 
magnesia products. It also produces as 
phalt roofing shingles, rolled roofing and 
allied products 


LLPEALER POUNTERS 


Dealer’s Home Center 
is Rousing Success 


The first 70 days of operation of the 
House & Home Style Center of Thomp 
son Lumber Co., Champaign, Ill. (AL, 
Jan. 6, 1958) has resulted in sales of 18 
house jobs, according to Dave Squires, 
vice-president 

This is at a rate of 90 houses per 
year. Sales goal for 1958 was set at 100 
houses, with 50 sales needed to break 
even. 

The Style Center is a group of four 
houses in varying price ranges, com- 
pletely furnished and landscaped, which 
are used as models from which to sell 
complete house jobs. They are built 
across the street from the Thompson 
store and can be moved to permanent 
sites when desired. 

Squires reported that an average of 
150 people per day look at the four 
houses in the Style Center. “We consider 
these model homes more than simply 
an exhibit; it is a selling area as an ex- 
tension of our store,” said Squires. 


More Dealers Than Ever 
are Now Reading 


AMERICAN LUMBERMAN 
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LAAking for 
omething? 














Newsweek 














POsy 


lumber, plastics, grinding wheel, 
paint, insurance, roofers, steel 


whatever you need — 


Find It Fast 


Why your 
velow Poses MM advertising in the 


@ w 


Ys 
Advertisers displaying this emblem | 
make your shopping easy e OW ages pays 4 


Millions of people will see this 2-color ad. It appears during the months of April 
and May in the seven leading national magazines listed here, It reminds Do-It- 
Yourselfers to Look in the Yellow Pages for the materials they need. 

This national promotion makes your advertising in the Yellow Pages even 
more profitable! Especially when you advertise under all classifications for the 
materials and products you carry. Call your telephone business office today 


for complete information. 
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Beautiful Marlite interiors 
like this are pre-selling thousands 
of your best prospects 


Most home remodeling starts with the kitchen or bath county (Marion County, Ohio, population 55,700 each. 
where Marlite fits in perfect] he beautiful, soil proof Marlite ad in Berrer Homes ANpD GarpeNns, for example, 
finish of this popular plastic-finishe aches more than 16,000 readers. In addition, thousands 
especially suited f 


kitchen interior 


ré 
1 
c 
bath or kitchen job, you're in position to recommend 1 Poputar MECHANICS, PopuLaR SciENCE MONTHLY, to 
ni 
pt 
I 
( 


see Marlite advertising in magazines such as AMERI- 
.N Home, Home MAINTENANCE AND IMPROVEMENT, 
for other rooms. tov 1ame a few. Make the most of Marlite. Tie in with this 

To help you owerful program. Get full details from your Marlite 
opportuniti« l epresentative or write Marlite Division of Masonite 


magazines - orporation, Dept. 541, Dover, Ohio 


Marlite = 


plast ic-fin ished paneling 


ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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1 The 


nichols, the pioneer of many aluminum 
products, offers you a variety of profitable easy to 
sell rustproof aluminum items shown on the follow- 
ing pages. All are backed with a comprehensive 
advertising, merchandising and publicity program 
and colorful display packaging designed to help 
make sales easier for you. 


Nichols helps 


POINT OF SALE 
MATERIAL 
Complete Litera- 
ture for every 
product is avail- 
able to you free 
of charge. In- 
/ cluded are: 
| Newspaper Mats 
Banners 
Circulars 
Brochures 
Counter & 
Window Displays 






blowe! 
Gwowe! 






PACKAGING 


Colorful, red, white 
and blue, sturdy, easy- 
to-read cartons and 
packaging dresses up 
displays and makes 
identification fast and 
easy — whether it be 
a “shipper” in your 
stockroom or a pack- 
age on your shelf or 
counter. 





ADVERTISING IN LEADING 
j, NATIONAL MAGAZINES 


nichols 


complete fEamsam alumi 







a 





Selling the complete Nichols Aluminum Line as- 
sures you of many internal savings through in- 
creased efficiency in your purchasing, warehousing, 
shipping and invoicing departments. The Nichols 
line is one of the easiest to stock, identify and 
inventory through its eye catching color coded, 
clearly marked containers, 


you sell--make sales easier! 


PUBLICITY 

A program of continuous pub- 
licity on all Nichols Aluminum 
Products in magazines, news- 
papers, radio and television is 
conducted to heip pre-sell your 
customers. 


Over 63,000,000 pros 
pects are exposed to the 
selling features of 
Nichols Rustproof 
Aluminum Products in 
— wa garden GOOD HOUSEKEEPING 
and household maga- 

zines. This consumer SEAL OF APPROVAL 
advertising is backed by The Good House- i=, 
? keeping Magazine /Guoronteed by 
Seal influences the ct" s**t) 
purchases of over ~~ 
30,000,000 people. This Seal ap- 
pears on Nichols’ labels and 
packages and is supplemented 
by Nichols’ own unconditional 
guarantee. 


DISPLAY -:- 


Build an Alum- 
inum Display 

. . Nu 
Section in your — 
5 





>» 





a strong advertising 
program in leading 
trade publications. 





SALES 
= PROMOTION 
‘ VAN 


To promote greater 






store— Include “7 =', consumer interest 
in it the com- Oy , ~ and to acquaint the 
plete Nichols trade with Nichols 
Aluminum Line—a line Aluminum Products — com- 


pletely equipped red, white and 
blue Sales Promotion Vans show 
samples and give demonstra- 
tions at dealers’ stores, fairs, 
shows, etc. 


that is designed for dis- 
play—and other nation- 
ally advertised allied 
Aluminum Products — 
it will sell for you. 
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I CONTRACTOR-PAC 

ALUMINUM NAILS 

Economical. ¢ Clearly printed labels make con- 
tent identification easy and fast. 

@ Designed to comply with FHA re- 


¢ Rustproof—Strong 





e@ Packed in colorful, compact dust- 
proof, ‘“‘pull-string’’ containers. 


quirements. 
e Full count — clean — packed for @ Approved by the Redwood Asso- 
the job, ciation. 


Here is nail packaging at its best. A terrific display and merchandising container. 
Unit packed for the job—each “can” contains sufficient nails to apply a certain 
amount of siding, wallboard, roofing, etc. 
No waste — no overshipment to job — no loss — no rust from exposure to the weather. 
The easy and economical way to order aluminum nails. Available in the following 
types and sizes packed 30 cans per display carton: 
6d, 7d, 8d and 10d Wood Siding Sinker or Casing ° os Eo 

Head 7%” and 1%” Standard Shingle 


sd and 10d Bevel Siding lite-gauge Sinker or Cas- 3d Cedar Shingle 





r Head 1%”, 144” and 1144” Gypsum Lath 
6d, 7d, 8d and 10d Redwood Siding Screw Griy 2” and 2%” Insulated Siding 
144” and 1%” and 2” Cedar Shake “9 4° 144” 3 1%”, 2” and 214” Roofi 
lie” and 1%” Asbestos Siding — File Grip 1%”, 2” and 214” Serew Grip Roofing with wash- 
144” and 1%” Asbestos Siding Plain Shank. ers attaches 
l ie 1%” and 24” Aluminum siding Plair 1%”, 1%” and 24” \ mit m Sid screw 


HARDWARE-PAC 
ALUMINUM NAILS 
@ © Compact, colorful, self-service. 
e Revolving Display Dispenser holds 100 boxes. 
e Easy to restock — requires minimum counter space. 










Set yourself up in the aluminum nail business 
with a minimum investment with this economical 
“sales builder.” Nails are conveniently packaged 
in the most used types and sizes. A real traffic 
stopper in any store. 










Ten boxes of each of these 10 popular types and sizes included in each dispenser: 



























6d, 7d, 8d and 10d Sinker. 





6d and 8d Casing. 
2d Common. 












PROJECT-PAC  BUILDERS-PAC 


50 Ib. cartons 25 Ib. cartons 
RUSTPROOF ALUMINUM NAILS 
FOR THOSE WHO PREFER 


THE MORE ECONOMICAL 
BULK PACKAGING. 


* 


TYPES AVAILABLE 

6d, 7d, 8d and 10d Wood 
Siding Sinker and Casing 
Head. 

&d and 10d Bevel Siding lite- 
gauge Sinker and Casing 


ing Screw Thread. 
17,” and 1%” Asbestos Sid- 
ing File Grip. 


14%” and 1%” Asbestos Sid- 

ing Plain Shar 

14”, 114” and 1%” Asbestos 
Shingle. 

%” and 1%” Standard 
Shingle. 

14”, 1%” and 2” Cedar 
Shake. 

3d Cedar Shingle. 

8d and 9d Masonite Siding 

%", 1", 114", 114", 1%” and 
2” Oval Head Trailer 
Screw Grip. 

1%”, 1144” and 1144” Gypsum 
Lath. 

14” and 1%” J-M Strong- 
board Asbestos. 

144” and 1%” J-M Strong- 
board Cedar Shake. 

2d, 3d, 4d, 6d, 8d, 10d, 16d 
and 20d Common. 


Refills may be ordered as required. 











144” Gypsum Lath. 
1” Oval Head. 
3d Cedar Shingle. 








HANDI-PAC ALUMINUM NAILS 


An nrha approved cour 














ter or ll elf-serv 
display contains an a 
sortment of 10 popular 
types and sizes (one p 
to a box). Boxes ars 
through reuseable plastic 
clearly labeled for quick 
identificatior All nail 
have attractive ‘‘Lustre- 





Brite’ silver-like finish 
REFILLABLE COUN 
"E 









TER DISPLAY contair 
ten boxes of each of the 
following 10° type and 
zes: 6d and Xd Sink 
d Casing, 1 File Grip, 
144” Serew Thread \” 
and 14%” Oval Head, 4d 
Gypsum Wallboard, 1%” 
Weather Seal and 2d 
Common 





Refills may be ordered as 





required. 








BUILDING CORNERS 


New modern design. Precision mitered with 
special flange angle to assure tight fit at base. 
Conveniently and attractively packed in 
clearly marked boxes of 100 corners. Packed 
5 boxes per carton. 


NO COUNTING — NO DAMAGE — EASY 
TO DISPLAY 


FOR NOMINAL FINISHED SIZE SIDING 


4” x 6” 1” x 10” mg” x 6” ” Dolly Varden 
4” x 8” Y= 19" 5K" x 8” or Rabbetted 
“.” x 8° a” x 12” KK” x 10” ” Bungalow Siding 
M4 


Ps 12" 14” x 16” Masonite or Upson Primed Siding 


FOR ACTUAL FINISHED SIZE SIDING 


¥,” x 6”, ¥," x 8”, ¥," x 10”, ¥," x 12”, %,” x 16” 





FLASHING AND Economical — never rusts, 
ROLL VALLEY stains or streaks — made 


BUILDERS ROLL 


28 U. S. Standard Gauge 
(.016”). 

Made of strong specially tem- 
pered aluminum. Never re- 
quires painting —easy to form. 

SIZES 

7. a”. 6”. 6, 7%, 8", 10%, 12°, 14”, 20” 
and 28” carton packed in continuous rolls 
of 50 ft. 


Also available in 14”, 16%, 20” and 28” 
bare taped coils not carton packed. 





from solid aluminum — spe- 
cially tempered for easy 
molding to roof contours — 
never requires painting. 


26 U. S. Standard gauge 
(.019”) designed to comply 
with FHA requirements. 


FLASHING 

All rolls 50 ft. in length. Avail- 
able in 3”, 4”,'6" 6", 77, 87, 10" 
and 12” widths — carton packed. 


ROLL VALLEY 

Available in 50 ft. continuous 
coils in 14”, 20”, 28” widths 
packed in attractive red, white 
and blue cartons or in bare 
taped coils, not carton packed. 


TYPES 
Door & Window Trim 
for Asbestos Siding. 
Asbestos Shingle Lock 
Clencher Channel. 
-1 Asbestos Shingle Lock 
Clencher Channel. 
Outside Asbestos Corner 


Fastener. 


Inside Asbestos Corner 
Fastener. 





Drip Cap for use over 
Doors and Windows. 
Drip Cap for use over 


Cc L O T H E S L | N e Doors and Windows. 


clothesline 


ALUBRITE FINISH guaranteed not to meek clothes 


Rustproof — Permanent. Will not Packed 20-50 ft., 10-100 ft., or 
rot, crack or stretch. Also ap- 4-300 ft. coils per carton. 

proved and guaranteed by Good 

Housekeeping Magazine. Two 300 ft. coils marked every 50 ft. 
types — solid and stranded. for convenience in measuring. 





) 
OTHER PRODUCTS — Roof Edge, Ridge Roll, Side Wall Flashing, Gambrel 
Roof Joint, Flashing Shingles, Electric Fence Wire, Tie and Utility Wire, 
All Purpose Wire, Barbed Wire, TV and Radio Ground Wire and Guy Cable 
—all in RUSTPROOF NICHOLS ALUMINUM. “Screw-Grip” and “Ring- | 
Grip” Steel Nails are also available in 50 lb. cartons. Send coupon for catalog 

showing complete specifications. | 








Seema ALUMINUM GARDEN PRODUCTS 


| us mS -< 
y -- Nass stop 
‘ : 2 . 
mi Pes “oes 
comer. _" Nass “stop 





G-66 
(6” x 40°) 


grass stop 


The only Grass Stop guaranteed by Good Housekeeping Magazine. The 
most complete line of Grass Stop on the market. Powerful new point of 
purchase self-service carry-out packaging. Four popular sizes HEAVY 
GAUGE: 4” x 24 ft., 4” x 40 ft., 6” x 40 ft., 8” x 40 ft. and special Extra 
Heavy Duty G-6 4” x 40 ft. all packed in attractive display cartons. Rust- 
proof — lasts indefinitely — priced to sell on sight. 


Flower Fabnic 


NEW DISPLAY PACKAGING 


Rustproof! Never 
requires painting 


Now in two exciting 
irridescent finishes — 
LUSTRE-BRITE and 
LUSTRE-GREEN 
Approved by GOOD 
HOUSEKEEPING 
24” wide by 96” iong 
complete with all hard- 


ware and installation 
instructions 


Write loday/ 
or contact your jobber for additional 
information. 


----- --COUPON 


Nichols Wire & Aluminum Co. 
Davenport, lowa 


venue 
garden 
arbor wire 


Please send me your dealer catalog showing 
prices and complete specifications. 


Packed 12-25 ft. 


garden .. 


arbor wire 


Heavy (8) Gauge 
— RUSTPROOF. 
Packed in com- 
pact colorful self- 
service display 
cartons. 

The perfect wire 
for use with climb 
ing flowers, vines, 
grape arbors, etc. 


coils to a box, 6 boxes per 
carton. 


trellis 


For those who prefer a larger 
trellis (10 ft. to 25 ft.). 
Packed in display cartons of 
6 packages each of 24” by 10 
ft. long trellis and in cartons 
containing one 24” by 25 ft 
long trellis — complete with 
hardware. 


e COMPACT, COLORFUL 
SELF-SERVICE CARRY 
OUT PACKAGING 


TRAFFIC STOPPING 
POINT OF SALE DIS 
PLAY CARTONS 


APPROVED BY GOOD 
HOUSEKEEPING 


home -~ garden wire 
Light (20) 
Gauge— RUST- 

bi PROOF. 
Lm Attractively 
i carded in a 50 
\ ome — garde ft. coil for 
wire y counter display 
<— and self-service. 
See | Special temper 
for many uses in 
and around the 

home. 


Pecked 24 coils per display box. 6 display 
boxes (144 cards) per cartor 


WIRE & ALUMINUM CO. 


MAIN OFFICE & FACTORY: DAVENPORT, IOWA 
Branches: Atlanta, Ga., Battle Creek, Mich., Cincinnati, Ohio, Danbury, Conn., Des Moines, lowa, Mason City, lowa, Oakland, Calif. 


Form No. 199—5O0M—2-58 


Printed in U.S.A. 
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Packaged Nails Popular 


Packaged nails is a good lumber 
store item; sales volume is boosted and 
clerks’ time is saved. This is the opin- 
ion of the management of Steiner 
Lumber Co., Sacramento, Calif. 

The firm has packaged its nails in 
five-pound packages. The printed car- 
ton bears the firm’s name _ together 
with a brief message about the com- 
pany’s building products services. Fill- 
ing and labeling the cartons is done for 
Steiner by a nail supplier. 

Retail manager Gus Gidlund says 
you can charge enough for packaged 
nails to pay for the service. 

Gidlund pointed to the prices of 
some of the five-pound nail cartons: 
8d casing nails, 75¢; 10d galvanized 
box nails, 95¢; Sd shake nails, $1.05; 
8d cement coated box nails, 80¢. Nails 
in the Sacramento market are selling 
for about $11 per keg. 

All of the more popular nail sizes 
and types are represented in the Stein- 
er Lumber Co. nail carton rack. Bulk 
nail bins are maintained in the firm’s 
warehouse for those few who still want 
to buy their nails that way. 


Wood Frame Strong 


High winds have caused builders of 
a motel-recreation hall-barracks facil- 
ity at the Priest Rapids dam site in 
Washington state to switch from ma- 
sonry walls to woodframe construc- 
tion. Twice within recent months parts 
of the structures started with concrete 
blocks have been toppled by winds of 
hurricane force. 

A building with lumber framing and 
wood siding will withstand winds of 
high velocity because such a structure 
is an integrated unit which does not 
depend on weight alone for its strength 
and rigidity, explains the National 
Lumber Manufacturers Association. 





More Dealers Than Ever 
are Now Reading 


AMERICAN LUMBERMAN 
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FEATURES 


@ Bird proof @ Weather proof 

@ Self-cleaning 

@ 4-wheel, center-hung 
hanger 

@ Exposed locking nutfor @ Track and housing 
quick, easy adjustment 


construction 


R-W 36 Track and 423 Hangers, shown 
above, are favored by farmers everywhere 
for installation on the doors of their Barns, 
Cribs and Tool Sheds. R-W offers you a com- 
plete line of top-quality, time-tested tracks 
and hangers that sell on reputation... a line 
you can sell with the assurance of knowing 
your customer will be satisfied. R-W Track 
and Hangers will provide years of depend- 


able, trouble-free service for your customers‘ 


and, best of all, greater sales volume and 
added profits for you. 





STUDDING SOCKETS 















Eliminate cost of sill... protects studding from 
rot and deterioration. Securely anchors studding 
and corner posts to concrete floor or foundations. 
Available in 2x4, 2x6, 2x8, 3x8 and 4x8 sizes. 


From track, hangers and hard- 
ware to the best line of electric 
door operators you can rely on 
R-W products to provide com- 
piete satisfaction. Sel! the 
quality line...enjoy added 
profits. Write today -for your 
copy of Catalog A-91-LP. 


Sell the line of 


R-W TRACK and 
HANGERS | 


@ Rugged, heavy-duty 


complete in one unit 


MANUFACTURING COMPANY 


“A HANGER FOR ANY DOOR THAT SLIDES” 


Circle 23 on Coupon, page 144 


















































R-W offer a complete assortment of all types of 
hardware, including swing door hinges, flush pulls, 
bow handles, stay rollers, floor guides, bumpers, 
latches, hasps and door bolts, 


WEDUSTRIAL « FIRE DOORS © 
MAROWARE 
HLECTRIC OPERATORS 
“Wade for cach other 


oe 


226 W. THIRD STREET, AURORA, ILL. Branchs in Principal Cities 
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Always a favorite for traditional homes, bevel siding is today finding equal 
architect, 


n contemporary designs. And the discriminating buyer 


Buyers are demanding redwood bevel siding 
has learned to specify “CRA Certified Kiln 


AMAWUMT] 


tractc 
aw lO 


ntractor or home owner 
Dried” redwood. No wonder alert retailers feature a complete stock of 
this grade-marked, trade-marked redwood lumber—processed by these 
er mills: 
THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 
SIMPSON REDWOOD COMPANY 
3100 Russ Building, San Francisco 4, California 


mb 
De 


CRA me 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


Ne nd for the 
WILLITS REDWOOD PRODUCTS CO. 


RETAILER’S 
REDWOOD 
FILE— 

2030 Union Street, San Francisco 23, California 
ARCATA REDWOOD COMPANY 

P. O. Box 218, Arcata, California 


GEORGIA-PACIFIC CORPORATION 


i ae 


417 Montgomery St., San Francisco 6, California 
HOLMES EUREKA LUMBER COMPANY 


a 


1430 Russ Building, San Francisco 4, California 
THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


CALIFORNIA REDWOOD ASSOCIATION ¢ 576 SACRAMENTO STREET * SAN FRANCISCO 11 
May 12, 1958, AMERICAN LUMBERMAN AND 
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greatest SHOPPER-STOPPER 
l ever saw! 


S 


DECORATING IDEA CENTER PROMOTION 


stops ’em! shows ’em! sells ‘em! 


When you place this exciting, colorful Decorating Idea Book on the 
counter it stops and sells customer after customer! And this dramatic 
selling aid is just part of the Matico Decorating Idea Center promotion 

the biggest, most successful in-your-store promotion you ever tied up 
with. Matico’s backing you up with powerful advertising in leading 
national magazines and Sunday newspaper supplements. Cash in on the 
BIG selling idea for 1958 . . . mail coupon for details now! 


MASTIC TILE CORPORATION OF AMERICA 
Houston, Tex. * Joliet, Ill. * Long Beach, Calif. * Newburgh, N. Y. 
Rubber Tile ¢ Vinyl Tile « Asphalt Tile « Vinyl-Asbestos Tile ¢ Plastic Wall Tile 


Mastic Tile Corp. of America Dept. 3-5, P. O. Box 128, Vails Gate, N. Y ORS11 


Rush full details on Matico’s Decorating Idea Center promotion the big selling idea for 1958, 


Address ; ‘ City Zone 
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REARDON’S New Tinting System 


W’s 


HO 


REALLY HOT! 


You save 70% in cash investment 
You save 65% in valuable stock space mi, 
jee" 
because... | <] 


YOU STOCK ONLY WHITE eee 
~.ONE TUBE TINTS ALL - Beautiful Display ivan 


with purchase of combination 


FO U ie P R Oo D U CTS I pack. Combination pack contains: 


6—1 oz. tubes each of the 
eight base colors 


Unbreakable plastic tubes come in 8 colors—produce the o—2 - — — of the 
. ° t 
complete line of 40 Top Fashion hues. a ore 


AND: YOUR PROFIT MARGIN IS 40% 


SEND TO: THE REARDON COMPANY, 7501 Page Bivd., St. Louis 14, Missouri 
| want FAST ACTION — please send re 


a Reardon Representative to: 


DEALER'S NAME________ 





STREET Sa eee 


CITY STATE 


NAME OF DISTRIBUTOR . aR 
ities esd THE REARDON COMPANY . 


ST. LOUIS * CHICAGO »* LOS ANGELES 


| — ee ty aes STATE. ; KEARNY, N. J. * MONTREAL 
© 1958 The Reardon Company 
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For economical woodwork 
... suggest SUGAR PINE 


easy to handle, work and nail—and it lasts for years 














Sugar Pine’s insulating properties, comparative strength and 
resistance to weather make it perfect for siding, sheathing, doors, 


sash and other barrier uses. 


SUGAR PINE is easy to install—and maintain. 


Lightweight and even-textured, it provides superior 


Write for FREE illustrated book 
about Sugar Pine to: 

WESTERN PINE ASSOCIATION, 
Dept. 710-D, Yeon Building, 


Portland 4, Oregon 


workability for maximum on-the-job economy. In 


use, it holds its true lines and resists small scuffs 


and scratches, gives years of trouble-free service. 
In either its clear or knotty grades Sugar Pine 


is particularly attractive when finished naturally, 
protected only by wax, linseed oil or clear varnish. Western Pine Association 
| member mills manufacture these woods to high 

| standards of seasoning, grading and measurement 

Idaho White Pine - Ponderosa Pine - Sugar Pine 
| White Fir - Incense Cedar + Douglar Fir + Larch 


' RedCedar- Lodgepole Pine- Engelmann Spruce 


For economical woodwork, handsome and dur- 
able, youcan recommend Sugar Pine with complete 
confidence. It is always carefully dried—assuring 


more accurate sizing and improved working quali- 
Today's Western Pine Tree Farming Guarantees Lumber Tomorrow 


ties, insuring lower maintenance costs. 
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RED BRAND 


Selling the Red Brand line means faster 
turnover with more profits for you! Cus- 
tomers want the fence with the top red 
wire and the new metal Red Brand roll 
sign. These marks of quality are special 
Red Brand features which tell farmers this 
fence is Galvannealed® to resist rust for 
a lifetime. 

Red Brand barbed wire with bright red 
barbs tells the same quality story on sight. 
And Red Top steel posts are known every- 
where for long life, low cost. Red Brand 
products are consistently advertised in the 
best magazines, on radio and television. 

Red Brand backs you with valuable 
sales helps that get you action. For years, 
Keystone, the makers of Red Brand, have 
maintained a strong dealer program. When 
you do business with Keystone, you cash 
in on new products, new markets, new 
sales ideas month after month. 

Sell Red Brand—sell any Keystone 
product and you'll find you get higher 
profits. Your Red Brand salesman will be 
glad to tell you more about the Keystone 
profit line. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 
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the only fence line that sells on sight! 


feature Keystone’s complete line of rapid-turnover 
wire products for farm, home and building use. 


Keystone Non-Climbable Fence—The best buy for yard fence! Fur- 
nished in 122 gauge, 36”, 40”, 48”, 60”, 72” and 84” heights. Galvannealed® 
for long life. Also made in 11 gauge for heavy-duty work. Good profits on an 
exclusive Keystone item. 2”x4” in 1] and 122 gauge. 2”x2” in 14 and 16 ga. 


Keyline Poultry Netting—New! Won't bulge! New horizontal wires take 
the stretch. Reverse twist weave of netting adjusts to give a neat, flat surface. 
Backed by powerful advertising and point of sale materials. All popular 
weights and sizes. Heavily galvanized to resist wear and weather. 


WONOOUDPOLEET ata “| ~ 


AT Ahaha, SANS enw AOPLOOPOOC EL 
WAN OA OPPO EOP COPE RARNAARNA ARAN AOL OPEL OD Cog: 


Keystone Ornamental Fence— 
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Key weld—Galvanized welded Keystone Gates— Yard, industrial, 


Flower Bed Border, Trellis— 
fabric in 8 popular styles: 1 x “2, farm. Non-Climbable, Ornamental, 


Bright, heavily galvanized in single 
and double picket. A beautiful lawn 
fence in standard and light weights. 
Always desirable. 


Consistent good sellers in standard 
and light weights. Boost profits— 
suggest these fabrics with every fence 
order. In popular sizes. 


1x1,2x1,4x1,1x 2, 4x 2 in dif- 
ferent gauges. 100 uses—poultry 
floor, cages, window guards. 


Square Deal. In standard sizes, or 
tailor-made to fit any opening. ‘Fit- 
tings for wood, tubular, or angle posts. 





cte#e@e8 68 4 8 Re 


Keystone Nails—Hand- 
some cartons help sell qual- 
ity Keystone Furring, Ring 
Shank, and Drive Screw 
Nails. Galvanized Finish, 
Blued or Cement Coated. 
100# or 50# cartons. 


Keymesh Lath-—Galvan- 
ized Stucco Reinforcing and 
Galvanized Interior Plaster 
Reinforcing. Adaptable to 
all designs. 1” x 18 gauge, 
1” x 20 gauge, and 12” x 
17 gauge, in various widths. 


Wt 


ae” va 
WI) 


Keycorner— Keystone’s 
new Galvanized Corner 
Lath in 4 ft. lengths, 1,000’ 
in a 65# carton. Also in 
200’ rolls, 4” wide, for 
stripping; easily snapped 
into corner shape. 


Keybead— Galvanized 
Plaster Reinforcing Lath for 
outside corners. Also, Key- 
Z-Bead made with solid 
zinc nose for outside appli- 
cations. 7’ to 12’ lengths. 
Wings 2)” wide. 


Key wall— Galvanized 
Masonry Reinforcement 
gives greater crack resist- 
ance in masonry walls. Easy 
to cut and fit. In 200’ rolls, 
designed for 4, 6, 8, 10 
and 12-inch walls. 


Circle No. 75 on Coupon, page 144 
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Start selling profitable packaged chimneys 


Many new homes in your area are being built with prefabricated chim- 
neys. Sell this growing market easily with the Van-Packer Factory-Built 
Masonry Chimney. Builders install the Van-Packer because it’s the only 
packaged chimney that’s permanent masonry and has an attractive 
asbestos-cement housing that looks like brick. Little inventory required 
you get immediate delivery from your Van-Packer Jobber (see Chimneys 
Prefabricated in Yellow Pages). Or ask your Flintkote representative 
about profits with the Van-Packer Chimney next time he comes in. 


Attractive housing in red, Counter display, national Chimney comes completely 
buff, white, or gray brick col- advertising, sales aids help packaged in easy-to-handle 
ors with natural mortar lines make your selling job easy. cartons, everything provided. 


Snap-on 
housing cap 


Brick-design 
panel housing 


Aluminum flashing 


Masonry flue 
sections 


Snap-lock 
drawbands 


s Van-Packer Company « Division of The Flintkote Company 
eT FACTORY-BUILT 
'an-Packer MASONRY Chimney P.O, Box No. 306, Bettendor!, iowa * Phone: East Moline, Ill. 3-5288 
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SELL FORESTONE SOUND & CONDITIONING: 


»esto builders 


eerto contractors Here’s Why Forestone* Goes Over 
BIG With Your Best Customers! 

---to do-it-yourselfers 
* GOES UP QUICK flange-joint stapling edge 
assures easy, economical application simplifies align- 
ment 
* CONTROLS SOUND—absorbs up to 70% of the 
noise that hits it. You profit from new public interest 
in sound conditioning 
* GOOD LOOKING—Forestone has a rich textured 
look, completely unlike most mechanical-looking 
drilled tile. 
* REPAINTABLE—Forestone may be easily redec-, 
orated without appreciable loss of sound absorption— 
and without detracting from its textured beauty. 
* GIVES YOU HIGH MARKUP—This, plus the 
fact that Forestone moves fast means BIG PROFITS 
FOR YOU WITH FORESTONI 
Take advantage of this trend to sound conditioning 
now with low-cost Forestone! Nationally adver- 
tised with full color ads in Saturday Evening Post, 
Better Homes and Gardens, House Beautiful, 
Sunset. 
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Simpson Logging Company 
1014 White Building, Seattle 1, Washington 
Please send complete Forestone information and name of my nearest Simpson 


distributor 
> NAME 

FIRM 

ADDRESS 


frves CITY ZONE STATE 
Please Print 


ACOUSTICAL CEILING MATERIAL *Reg.U.S.Pat.Off.—U.S.Pat.No.2,791,289 
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ood Sheathing | 


gives homes 
greater value 


@ Wood sheathing does much more than cover 
the structural skeleton of a building. It adds 
strength by tying together and securely holding 
the framing in place. The result is a rigid struc- 
ture which will have long life and low upkeep. 

Many lumber dealers sell large volumes of 
wood sheathing by pointing out these advan- 
tages. They also explain how Weyerhaeuser 
4-Square kiln-dried wood sheathing delivers 
even greater stability and increased nail holding 
power ... it serves as a durable base for exterior 
coverings without the need for furring strips... 
that it is available in a wide variety of species 
and grades. 

Kiln-dried Weyerhaeuser 4-Square wood 
sheathing has been a favorite for generations. 
You can increase your dollar volume by featur- 
ing this versatile lumber item that serves so 
many needs. 


Weyerhaeus 


Ewe 








O-SQUARE 


LUMBER AND BUILDING PRODUCTS 


DESIGN NO, 6115 


Shown here are two of the many profession- 
ally planned modern home designs offered 
to 4-Square Lumber Dealers by Weyer- 
haeuser. Homes to suit every taste and 
budget are included in the complete selec- 
tion. All are engineered for durability, lasting 
value, and correct use of lumber items, grades 
and species. Complete blueprints and accu- 
rate material lists available for each home. 


DESIGN NO. 7105 


Circle No. 31 on Coupon, page 144 


Basically better because... 


IT’S KILN-DRIED 


Trademarked Weyerhaeuser 4-Square Lumber 
is properly seasoned by scientifically con- 
trolled methods of drying. The result is lumber 
which has maximum strength, 
Kiln-drying also pro- 





finishes easily, 
and holds nails securely. 
motes dimensional stability. 


Besides being kiln-dried, Weyerhaeuser 
4-Square Lumber is precision manufactured, 
uniformly graded and identified, and carefully 
handled. All these features contribute to the 
consistently high quality of Weyerhaeuser 4- 
Square Lumber, creating customer satisfac- 
tion and profitable repeat business for dealers 
who sell it. The Weyerhaeuser 4-Square trade- 
mark is your assurance that you are buying 
Jumber and building products which are 


basically better. 


Weyerhaeuser Sales Company 


ST. PAUL 1, MINNESOTA 
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offer fork lift unloading 
service at your customers’ 
job sites! 


Faster deliveries and quicker truck turn-arounds 
are major cost-cutting advantages when you mech- 
anize unloading at the customer’s job site. It is a 
practical way of building business through greater 
customer good will, when you use a versatile, low-cost 
International Utility tractor equipped with fork lift. 


With its big-diameter pneumatic tires, you can han- 
dle two-ton loads on any footing with a 50 hp* Inter- 
national 350 Utility or the 40 hp* 330 Utility tractor. 
Top speed of over 16 mph lets you drive quickly to 
job sites within a several mile radius. For longer 
distances, it is easily towed, or transported on an 
inexpensive tilt-type trailer. 


Cost-cutting IH design. Fork lift and power steering 
both operate from the tractor’s Hydra-Touch sys- 
tem, saving cost of an extra pump. If you prefer to 
use a reverse steering attachment, letting the oper- 
ator face the load, the tractor’s regular differential 
can be turned over, or ‘“flopped’’— providing 5 
speeds in reverse. There’s no extra cost for additional 
power train parts. 





No paved yards necessary! Greater built-in weight for traction and 
big-diameter pneumatic tires for flotation let you use International Utility 
tractors anywhere, any time, despite mud, snow, or other unfavorable 


conditions. 


See how YOU can mechanize for profit .. . See your |H dealer 
for full information about an International 330 or 350 Utility 
tractor with fork lift. For catalog, write International Har- 
vester Company, Dept. AL-5, P.O. Box 7333, Chicago 80, Ill. 


*Net flywheel hp with engine accessories installed 


SEE YOUR zl 


INTERNATIONAL 
HARVESTER bDEALER 


International Harvester Products pay for themselves in use—Forn 
Tract f pment Twine WI Tractors 


} 





NEW! KAISER ALUMINUM 


EXTRA STRONG 
DIAMOND -RIB 
ROOFING 


NEW KAISER ALUMINUM DIAMOND-RIB ROOFING AND SIDING IS UP TO ONE-THIRD 


STRONGER THAN ANY STANDARD ALUMINUM ROOFING! COSTS LESS THAN .024! 


LOOKS DIFFERENT THAN ORDINARY ROOFING...1IS DIFFERENT! A SURE-FIRE SELLER! 





STRONGER! Exclusive new ribbed construc- 
tion and diamond embossing give Kaiser 
Aluminum Diamond-Rib amazing strength. 
It’s stronger than .024” corrugated, stronger 
than V-Crimp, stronger than any other 
standard aluminum roofing on the market! 


EXTRA WIDE, EXTRA LONG! Fewer side 
and end laps save metal and labor, provide 
a tighter roof. New Kaiser Aluminum Dia- 
mond-Rib offers a full 48-inch-wide net cov- 
erage. And it’s available in standard 14’ and 
16’ lengths as well as 6’ to 12’ lengths. 





TESTED EIGHT YEARS! This building, one 
of several tested in Illinois and California 
for the past eight years, has weathered the 
attack of snow, rain, hail, high winds and 
extreme temperature variations. Result: no 
rust, no rips, no dents anywhere. 


* Trademark 

















WATER DRAINS OFF HERE. 


CAN’T PASS BETWEEN THE LAPS. 


WON'T LEAK! A new non-siphoning drain 
channel, built into every sheet of Kaiser 
Aluminum Diamond-Rib roofing and siding, 
prevents side lap leakage. To further insure 
a weather-tight roof, improved, extra large 
head nails hold Diamond-Rib securely. 


MORE USES, WIDER MARKETS FOR YOU! 


The entirely new and distinctive appearance of Kaiser Aluminum Diamond-Rib 
roofing and siding makes this sensational, new sheet equally adaptable for carport, 
patio, garage and residential roofing, as well as farm construction. One inventory 
handles all! 

For full details on this brand new product and Kaiser Aluminum’s great new 
dealer sales promotion program, contact our representative, or write immediately to: 
Kaiser Aluminum & Chemical Sales, Inc., Merchant Products Dept., Palmolive 


Bldg., Chicago 11, Illinois. 
KAISER ALUMINUM BACKS UP ITS PRODUCTS... BACKS UP ITS DEALERS! 


a 


KAISER 


See ‘‘MAVERICK”’, Sunday evenings, ABC-TV Network, see your TV listing. 








Do it with Lowe Brothers! Colorful “picture” packages give Lowe paints a new kind of sales 


appeal wherever stocked or displayed. Point-of-sale materials to give you strong local tie-in to 


Lowe national advertising. More dealer benefits than we can list here. Give your Lowe distrib- 
utor a call to get the full story, or write THE 


Lowe BrotrHers CoMPANY, Dayton 2, Ohio 


7 
NATIONAL - = MERCHANDISING 
ADVERTISING AIDS 
ISPLAY 445% 


‘ 
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Work with your AIM*... Potlatch Forests does... 
Acme Steel Strapping unitizes, braces plywood 


POTLATCH FORESTS, INC., Plywood Department, Lewiston, Idaho, 
uses Acme Steel Strapping for unitizing and car bracing 

quality plywood so it stays in top-grade condition from 

mill to receiver. (Idea No. U1-10) 

Potlatch Forests cuts carloading time, eliminates damage to loose panels 
on top of the load, stops shuffling of plywood during transit. Plywood 
is in neat, square packages, ready for fast unloading and efficient 
storage with mechanical handling equipment. Arrival condition of the 


Acme Idea Man 

Don Hughes helped 

Potlatch Forests 

solve its | 

plywood packaging y load is as good as when it left the mill—no downgrading of 
and shipping _ / ae panels due to damage received in transit. 

problems. 

*Work with your Acme idea Man and make sure you're getting the best 


ideas for packaging and shipping your products. Write Dept. ABU-58, 
Acme Steel Products Division, Acme Steel Company, Chicago 27, Illinois. 
In Canada, Acme Steel Company of Canada, Ltd., 743 Warden Ave., 


Toronto 13, Ontario. 


a STEEL STRAPPING 
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“AMERICA’S FINEST GA. RANGE” 


Here they are! New all the way, and built to please! They’re 
easy to install... cut crew time... leave you more profit. Roper’s 
reputation helps you sell. Roper quality keeps customers sold. 
Join the profit parade! Sell “America’s Finest”... new Roper 
Built-In Gas Ranges . . . packed with the features buyers want. 








CHECK THESE SALES-PRODUCING 
ROPER BUILT-IN FEATURES 











NEW | Smart Appearance 
Bright chrome trim. Crisp, modern lines. Full 
porcelain interiors. 


fF NEW | Distinctive Color Styling 
Petal Pink. Canary Yellow. Bronze Porcelain. 
Green Turquoise. Satin Chrome. 
NEW | Chrome "“Insta-Set' Control Panel 


Groups all controls safely, conveniently 
at eye level. 


NEW | Combination Oven Clock-Timer 


Automatically turns oven on and off. Includes 
a handy 1-hour timer-alarm. 


NEW | Larger Capacity 
Big ‘“‘Bake-Master” oven accommodates a 40- 
pound turkey or full standing rib roast. 


NEW | "Thermo-Spit" Rotisserie 
Automatically indicates doneness of meats 
and poultry. 


NEW | "Lift-Out'’ Oven Rack Guides 


weave oven walls smooth, extra-easy to clean. 


"Air Cushion'"’ Oven Door Seals 


Seal in oven heat. Keep cook and 


ROPER BUILT-IN TOP BURNERS kitchen cooler. 
ARE AVAILABLE IN 2, 4 or 5-BURNER UNITS NEW |"X-Ray" Oven Door, Interior Floodlight 


Spring-tension bezel permits easy removal of 
Geo. D. Roper Corp. window for cleaning. 

Kankakee, Illinois NEW | Full-Length Roll-Out Broiler 

Please rush me full information on the Mounted on silent roller bearings. Compart- 
new Roper Gas Built-Ins. ment is separate from oven. Smokeless. 

P NEW | Lifetime Broiler Chart 


A guide to better broiling, 
Individual = easily accessible always. 


: 











: 


a 


D. ROPER CORP 


Kankakee, Illinois 





a) 











Firm Name_ 


Street Address 


City__ — KEEP eYOUR HOMES 
MODERN WITH 


(type of business) AL558 
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HORIZONTAL KEYWAYS 

are available in Russwin 
standard duty Stilemanor and 
residential Homegard locksets. 
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Elk Grove’s 6000 Homes 
feature VIFGAEN Lighting 


Trust Tom Lively, President of Centex 
Construction Co., the nation’s largest builder 
of fine residential homes, to do the unexpected 
and do it right. His 6000-home Elk Grove 
Village, 20 miles from Chicago, is earning en- 
thusiastic praise from authorities all over the 
country — and setting new sales records month 
after month. 

Virden Lighting is featured in his three- 
bedroom, modern, informal homes. Chosen for 
their quality and design and installed by A & 
B Electric Co., Lake Forest, IIll., these lighting 
fixtures provide the purchasers with lighting 
beauty, comfort, and safety for the years to 
come. Virden lighting will add priceless sales- 
winning advantages to your houses, too. 
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See your Virden distributor today. Look 
over the wide range of smart Virden designs. 
You’ll find models to fit every need . . . whether 
you build modern, traditional or transitional 
homes. If you are constructing a model home, 
ask about Virden’s Model Home offer. It’s 
another money-making advantage. For free 
full-color catalog write John C. Virden Co., 
Dept. AL, 6103 Longfellow Ave., Cleve. 3, O. 


virden 


Member American Home Lighting Institute 


® John C, Virden Co 
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Put your sales in this 
TRUSCON picture! 


Buyers prefer to deal with a man who knows his busi- 
ness. And, you can cash in on that simple fact. 


You and your salesmen have the opportunity of 


learning complete product knowledge and sales tech- 
niques, right now. In the latest methods. Training is 
conducted through Truscon’s O.M.I.—Order Makers 
Institute—a dynamic 13-part program. 

O.M.I. teaches your salesmen to become 
makers” rather than “order takers.” With thorough 
knowledge of all their products, they can recommend 
and sell the right Truscon Windows, Doors, and Ac- 
cessories. They can help the builder decide. 

O.M.I. trained salesmen know installation, too. 


“order 


REPUBLIC STEEL 


TRUSCON STEEL DIVISION 


Youngstown 1, Ohio 


NAMES YOU CAN BUILD ON 


They are skilled at adapting standard Truscon items 
to special conditions and applications. They can help 
builders reduce installation costs, without losing sales 
value. And, they are not afraid to suggest on-the-site 
adjustments that keep schedules on time and con- 
tractors happy. 

Sales training is another “plus” in Truscon’s planned 
proposition to help you sell—a proposition that in- 
cludes a full line of quality building products, com- 
petitive pricing, full-time warehouse support, national 
brand recognition, Dealer co-op advertising and com- 
plete factory backing. Get in the picture. Get selling 
with Truscon. Send coupon today. 


REPUBLIC STEEL CORPORATION 
TRUSCON STEEL DIVISION 

DEPT. C-4948 

1058 ALBERT STREET » YOUNGSTOWN 1, OHIO 


I want to learn more about Truscon Products, Program, Facilities 


Please send the following information 


(J) Truscon Produc ts 


Name———~ litle 


Firm 


Address 


a — aiaeiaal a Zone State 





Irruscon O.M.I. O Truscon Dealerships 


The “hidden quality” of Long-Bell Ply- 
wood is in the laminations. Hidden from the 
most practiced eye is sound, firm wood fully up 
to grade with proven and tested glue line. Herein 
lies the secret of .Long-Bell Plywood’s greater 
uniform strength. This is where “hidden quality” 


really counts. 


There’s a Long-Bell Plywood made especially for 
your job; paneling, sheathing or marine use .. . 


interior and exterior. 


And, even though we think we have the best ply- 
woods ever made, we’re constantly working to 
improve them. 

That’s why you’re years and dollars ahead with 
Long-Bell Plywood the plywood with 
“hidden quality” 


it’s what sand « 


CA 
See 


that makes 
it better... 





Ilenc-ReLL 


PLYWOOD 














From 27 Modern Plants— 


Long-Bell Supplies These Quality Wood Products: 


LUMBER: West Coast 
Fir, Hemlock and 
Cedar, Ponderosa Pine, 
California Douglas and 
White Fir, Southern 
Pine and Hardwoods 


OAK FLOORING 


MILLWORK & 
FACTORY 
PRODUCTS: Douglas 
Fir and Ponderosa 
Pine Window and 
Door Frames, Window 
Units, Sash and Doors, 
Glazed Sash, Industrial 
Cut Stock, Ponderosa 
Pine Box Shook 
PLYWOOD: Fir, 
Knotty Idaho White 
Pine and Ponderosa 
Pine, FirTexture 1-11, 
Birch, Philippine 
Mahogany. Plyron and 
other special items 


LONG-BELL 
FLAKEWOOD® 
LONG-BELL 
VEN-O-WOOD®& 
PRESE ag TIVE 
TREAT 
P RODUG TS: Lumber, 
Plywood, Posts, Poles 
and Piling pressure 
treated with Creosote, 
. entac hlorophenol 
“Penta”) and 
w olman Salts® 
KITCHEN 
CABINETS: Rift 
Grain Fir and Birch 
Fronts 
PREFABRICATED 
TRUSSES AND 
FRAMING 
WORTHWOOD 
End Grain Strip 
FLOORING 
applied for 


INTERNATIONAL PAPER COMPANY/LONG-BELL DIVISION/KANSAS CITY, MO./LONGVIEW, WASH. 
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attractive, easy-to-install 
replacement set 


ILCO 
RELOKIT 


“GIVES OLD DOORS A NEW LOOK” 


Replace unsightly and worn-out mortise locks 


with ILCO Relokit 





AT LAST an eye-appealing, completely practical 
answer to the ancient problem of how to make an 
old door really look new. It’s ILCO’s RELOKIT 
conversion set, designed for use on doors equipped 
with mortise locks which have become eye-sores 


and/or unsatisfactory in performance. 


RELOKIT covers all holes and blemishes 
left by old locksets like a glove! An ultra- 
modern ILCO lockset can then be installed in a 
matter of minutes, completely modernizing the 
installation both in appearance and function. 





Available in three different sets with escutcheon 
sizes for both exterior and interior doors, each 





ane set consists of a pair of attractive escutcheons, 
ey: lock front reinforcing and finishing plates, a 
Modern attractive ILCO Relokit covers all old blem- 
ishes — escutcheon sizes for exterior and interior doors 


strike and all necessary screws. 


This is the time of year when your customers are modernization-minded. Get 
the facts now on RELOKIT from your jobber, or write direct for full details. 


INDEPENDENT LOCK COMPANY 


Fitchburg, Massachusetts 
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This Is a MARKETING Recession 


bout one out of 10 men responsible 
for marketing performance in 
building material companies, 
whether retail, wholesale or manutfactur- 
ing, are achieving outstanding records in 
spite of the general recession. When an- 
other 30 to 40% of our sales executives 
attain the level of performance of these 
leaders, the tide of recession should ebb 
It is demonstrable that individual 
companies can end the recession for 
themselves. A formula for such an 
achievement is available if we are will 
ing to get down to fundamentals 
About the time man invented money, 
he contrived a very simple formula for 
making money: If you want to make 
money, find out what people do who 
make a lot of money, and do more of 
it—then find out what people do to lose 
money, and do less of it! All the wis- 
dom of succeeding ages has not produced 
a better recipe. The formula is simple. 
practical, workable. The formula is just 
as workable if we substitute “sales” or 
‘marketing achievement” for “money.” 


et’s put it to work 

The policies, strategies and tactics by 
which building product companies con- 
tinue to achieve new sales and profit 
records are quite well known. What, then, 
are the real barriers to individual and 
company success? Why can’t we all put 
these well-known techniques to work 
right now? The answers to these questions 
are elusive, extremely complex, and they 
vary with each person and company seek- 
ing them. Each of us who wants the 
right answers must dig far deeper than 
customary into the tangible factors of suc- 
cess 

The digging must have width and 
breadth as well as depth. We are digging 
for a foundation, not a hole. The more 
success patterns we investigate the closer 
we will come to the ingredients of be- 
yond-ordinary success 


Ss we continue to dig, we will find 
that the complete answer lies 
among a maze of receding intan- 

gibles that often slip out of the grasp of 
the most diligent researcher. Sales man- 
agers today have few secrets: What 
the more successful ones do to make their 
beyond ordinary sales and profits records 
is rather well known—certainly attainable 
to the rest of us 

Analysts and consultants have exhaus- 
tive check lists of successful performance 
by the score. The files of business papers 
abound with detailed case histories. The 
pathway to marketing success is indeed 
well blueprinted. As a matter of fact, 
most exceptionally successful people are 


64 


willing. even eager, to tell the secrets of 
their achievements—especially to market 
ing executives in non-competitive indus 
tries. Our splendid management confer 
ences and conventions prove this 

Unfortunately, in almost every known 
instance, the self-made successes are not 
sufficiently objective to be completely 
conscious of what really got them where 
they are. Almost always, our Success 
thinks he knows, he is willing to tell us 
and will do the best he can in stating 
what he did to achieve his success. But 
sadly enough, his answers are often un 
intentionally inaccurate, misleading and 
always incomplete. Failures, too, when 
cornered, will often reveal their idea of 
the causes, but their statements are prone 
to be even less accurate than those of the 
Successes. Despite this. we must start 
digging by seeking the attainable facts 
about both successes and failures 


he first step is to secure all the data 
that our “successes” and ‘failures’ 
will—or have—revealed. Then we 
should objectively check each item for ac 
curacy. Next we should seek out the 
people whom our 
serve. The customers’ reasons why a com 
pany or an individual attains a top po- 
sition are certain to be more revealing 
and accurate than those given by the 
‘star’. With these two groups of facts be 
fore us, we find that they are on the plane 
of “what” is being done to achieve out 


“successes” sell and 


standing success. 

But the “what” is completely inade 
quate without the “how”. It is in the area 
of the “how” that our digging really gets 
going. We have to use all of our powers 
of observation to find the “how”. We 
have literally to live with success exam- 
ples day by day until we have recorded 
the “hows” of every “what” in the cycle 
of performance which results in extra 
ordinary success 

We now match accurate “hows” to each 
revised “what”. With the “hows” and 
“whats” of success well matched, we next 
seek out some failures and repeat the 
process to find the “whats” and_ the 
“hows” to avoid. At this point we have 
made important progress. Our check list 
of things to emulate and to shun is both 
detailed and accurate. We have every 
“what” and “how” recorded that we can 
find through our eyes and ears. 

It is here that our age-old success for- 
mula breaks down for most people. The 
average and below average companies 
often stop with finding the “whats” and 
the “hows” of their successful contem- 
poraries. To find the real causes of ex- 
traordinary success, we must next move 
into the realm of the intangibles—those 
things of the mind and spirit that cannot 


EDITORIAL 


be seen, heard, touched, smelled or tasted 

Without the 
“whats” and “hows”, we are. seriously 
handicapped. We must research attitudes, 
emotions, thought patterns, aspirations 
and motivations of our success models 
and our examples of failure. Next we 
come to a most vital technique—the in 
novation or the switch. There is a better 
way to do everything that is being done 

Top sales managers create that better 


“whys” to add to our 


Way 

We now have most of the ingredients 
of our top company’s exceptional per 
formances, but one vital secret remains 
That is, to eliminate from ourselves the 
obstacles to success that we have found 
in the “failures” we have studied. The 
most important of these is prejudice 

Prejudice closes our minds, blinds us, 
often stops us cold! We find ourselves 
saying “that won't work’—‘“my store or 
shop—or situation—or market—is differ 
ent’. “I tried that once and it failed’ 
“My customers won't buy that”. “We've 
always done it this way”. “What's good 
enough for Dad is good enough for me”, 
etc. Will Rogers said in this connection 
“It ain't what we know that hurts so 
much, it’s what we know that ain't so” 
It is here that companies often bring in 
new blood that “doesn’t know it can’t be 
done” 

A courageous appraisal and acceptance 
of the calculated risk involved in the 
indicated course of action has a tendency 
to root our unwarranted fears 

Then there is the failure to be dis 
criminating. 

Because change is inevitable and tim- 
ing can make or break us, we must rec- 
ognize that the exact “whats”, “whys”, 
“hows” of the successes might not be the 
exact pattern for us. It is true that “what 
is One man’s meat is another man’s poi- 
son”. It is our job to be selective in 
emulating a success pattern 

We have to overcome inertia and pro- 
crastination, too. We are all as lazy as 
we dare to be. The temptation to coast, 
to await developments, to let the other 
fellow take the lead is always with us 


his is the crucial point on the road 

to greater success. It is here that 

Persistence, the quality Calvin 
Coolidge called the greatest attribute in 
the world, must take over. 

These are the major points for the 
sales manager who wishes to give this 
age-old formula-for-success a whirl. This 
digging process isn’t easy. It is one of the 
hardest jobs an executive has to do. Fi- 
nally determined, an accurate pattern for 
success can be priceless, but like other 
priceless things, it has to be earned. 

ART HOOD 
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MAINTENANCE 
SERVICE 

WILL SAVE 
YOU MONEY 
EIGHT WAYS 


MAINTENANCE 
Agreement 


CONTROL OF COSTS 


You can budget your service expense, eliminate 
cost of repairs, and YOU SAVE MONEY. 


REGULAR INSPECTIONS 


Detect undue wear or strain on parts. Regular 
inspections save you the worry of costly interrup- 
tions of your business system. 


PROPER LUBRICATION 
Protects working parts of the machine against pre- 
mature wear and corrosion. 


PERIODICAL CLEANING 
Increases efficiency and lengthens the life of your 
machine. 


PARTS WITHOUT COST 


Parts will be furnished without cost to users of 
National Maintenance Service. 


FACTORY-MADE PARTS 
Parts made by the manufacturer are used to replace 
broken or worn parts. 


QUICK SERVICE 


You can call us without additional cost any time 
your equipment is not operating satisfactorily. 


BONDED SERVICEMEN 
Factory trained to give you efficient service and to 


SAVE YOU MONEY. 


You invested in your National equipment for its 
money-saving features. National’s “Preventive Main- 
tenance” will maintain these savings every year — 
for more years. Call your nearby National Service 
Man for full details on National Maintenance. 


“TRADE MARK REG. U. S. PAT. OFF. 


CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio ch. pipiedine tinkieatealeia 


1039 OFFICES IN 121 COUNTRIES © HELPING BUSINESS SAVE MONEY j 
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Unemployment 
lines 


are big.... 








Lineup at Louisville, Ky. (Story, page 69) 


RECESSION 


is what you make it 


Bold headlines carry the news that unemployment employment in some lines. This dealer is convinced 


has reached a new high, that new car sales have reached there is something in the saying, “Nothing is either 

an eight-year low for this period, that relief rolls are good or bad, but thinking makes it so.” Several of his 

on the increase and the end is not in sight ads have stated: “Positive Thinking Generates Con 
Yet one dealer writes us: “All we know about the fidence. Business is Good!” 

recession is what we read in the newspapers.” In an- Lumbermen in midwestern rural areas were in a 

other so-called “critical unemployment area. the new pleasant mood because most farmers are actually in 


( 


house permits in January were 23% higher than a 





year ago. 


A Washington state dealer wrote us: “Our business ys 
Florida Growth Brings Sales, 


But Dealers Lose Title | 


( 


so far this year is 25% ahead of last year. The reason 
is that we are using ‘hard sell’ tactics. By this, | mean 
we have specialty salesmen in every line rooting. farm Just 8% of the lumber dealers attending the April convention 
: 2 : of the Florida Lumber and Millwork Association reported sales 
) og < 4 S t= ) - og. 
building ind home rem« deling for the first quarter below 1957. Some 26% reported sales 
In € hicago. a big lumber W holesaler. reviewing sales ahead of last year and 66% said it was about the same. 
Present and expected population and economic growth of 
the area is responsible for the active construction market there 
normal The orders were pretty well scattered from Mortgage money is plentiful as elsewhere and dealers said 
that they were estimating more new home jobs than in any 


for the month of March, found his order files above 


Connecticut to Colorado and from Minnesota to Texas 
year recently 


Most of the dealers we have talked with the past In the face of optimism, dealers discovered that as a group 
they have neglected the profitable home improvement market 
ne 4 Cy B. Sweet, deputy commissioner of FHA, said that out of 
about 1958—despite unparalleled bad weather and 48,000 home improvement package dea!s insured by FHA 
last year in Florida, the lumberman was low-man on the totum 
: pole in terms of number of jobs sold. A well-known mail order 
One dealer, thumbing through the daily paper, point- house was at the top of the list! 


few months from Florida to Oregon are optimistic 


generally unfavorable economic conditions 








ed out new industry items, new products and increased 
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But dealers 

are optimists 
about summer 
sales... 








a relative strong profit situation today, resulting in sales 
among rural merchants which equal or surpass last 
spring. 

At the other extreme, lumberyards in some major dis- 
tress areas such as in the northeast told A.L. about pay- 
roll reductions, trimming delivery service and similar 
measures in order to remain solvent. 

True, cold figures can’t be denied, but they can be 
analyzed. Dealers are proving that just because they 
are in a recession area doesn’t necessarily mean a busi- 
ness decline for them. Evidence to the contrary is 
found in the following pages. As these dealers point 
out, it’s a matter of analyzing your market, your physi- 
cal layout and manpower resources; then carrying out 
en aggressive program to meet the situation. 

A group of 13 dealers in the Lansing, Mich. area 
took a king-size booth at their local home show this 
spring to push their products and services cooperative- 
ly (see page 96). Besides winning the top award for 
an oustanding exhibit, these dealers are convinced that 
a united effort brought better returns than individual 
efforts and far greater impact on the public. 

Of course, not all dealers in the surveyed marke‘s are 
taking positive steps to regain lost business. In some 
areas dealers were simply “hoping” for return to former 
volume. Nearly everywhere, except in the most dis- 
tressed areas, dealers expressed confidence that the 
general recession was temporary and that their own con- 
struction market remains basically sound. However, in 
some cases this dealer confidence was built entirely on 
the theory that good times and good profits would soon 
return automatically, without special effort on the part 
of business. 

There are a lot of ways of licking the recession, but 
ultimately it comes down to what you do yourself to 
encourage people to buy. That’s why we say, the re- 
cession is what you make it. 

—The Editors 
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Kansas City dealers Gene McGuire (left 
above) and Neal Clark (Story, page 76). 


Special report 
from selected 
recession areas 


To find out what the recession is doing 
to retail lumber dealers, American 
Lumberman has just completed cross- 
country editorial assignments in select- 
ed areas, which have been affected by 
high unemployment. The report is pub- 
lished on the next 18 pages. (Also see 
Art Hood's editorial, this issue: ‘This is 


a Marketing Recession.’’) 


Index to field reports: 


Louisville, Ky. page 69 
Kansas City page 76 
Providence, R. I. page 86 
Lansing, Mich. -..page 96 
Flint, Mich. ;, page 100 
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y’S Bilt-In Visualizer Di 
promotes sales — produces profe 


A Show Room in 54 inches 











8558 Third Street, N. 
Wisconsin Rapids, Wis. 
Please send me full information on 


PREWAY’S Bilt-In Appliances 


and new Visualizer Display. 

















It moves fast, this mushrooming business of built-in 
kitchens . . . and PREWAY helps you move more of the profitable 
big ticket sales your way with these resaleable cabinet displays that help 
you present the kitchen at its best. In wood or steel, they sell to the eye, 
add luster to your window or floor area . . . just what you want and need 
to show your contractor trade and their customers — and for your own 
do-it-yourself business. 

PREWAY offers Wallchef and Counterchef ovens and ranges in both 
gas and electric models. Each provides the step-saving, automatic con- 
venience features that magnetize women. PREWAY also offers matching 
range hoods — and the best-looking, best-engineered, easiest-to-install 
built-in refrigerator-freezer. 

For these basic reasons dealers everywhere are cashing in with PREWAY 

. and PREWAY’S sales building Visualizer Display. They can be yours 
at low cost under PREWAY’S plan of dealer display allowances. The facts 
are yours for the asking . . . and in terms of greater sales and increased 
profits — well worth asking for. Write 

8558 Third Street, North 
Aalldibe Inc. Wisconsin Rapids, Wisconsin 
L Since 1917 — Pioneer manufacturer of built-in appliances — 
i i ions, gas and electric ovens and 


refrigerator-freezer combinations, 
surface units, ventilating range hoods. 
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Unemployment Rises—But 
Building Volume Rises, Too! 


Dealers optimistic, lay plans for boost- 
ing volume and profits in new home and 
home improvement markets. Home modern- 
ization dealer sells $29,000 business at re- 


cent home show. 


Retail lumber dealers in Louisville, Ky. are not pessimis- 
tic despite that city’s current high ranking unemployment 
record among U. S. cities—nearly one wage earner in 10 
currently unemployed, about double a year ago. 

Dealers had their own recession 18 months ago, but now 
are coming out of it. The 1958 building season looks good 
to them, both new home building and home improvement. 
Sales of materials in other categories of construction ap- 
pear to be on the upgrade, too, in Louisville. 

“Lumber dealers here have reason to be optimistic,” says 
Thomas W. Yunt, manager of Louisville’s Stockyards Lum- 
ber Co. and currently chairman of the Louisville meeting 
group of the Kentucky Retail Lumber Dealers Association. 
Last year he was president of the state association. 

“The new FHA program will help lumberyard sales,” 
Yunt says. “Easier mortgage money this year will help, too. 
Last year people couldn't find down payment money; this 
year they can.” 

Homes recession explained. “In the fall of 1956 Louis- 


ville contractors had an unsold inventory of 2,200 com- 


pleted homes,” explains Charles H. Keeling, vice-president 
and director of the Louisville Title Insurance Co. 

“They went into 1957 with this inventory, sold all but 
500 and built an additional 3,900 houses. Thus, while 
building permits for new homes were off—and sales of 
materials, too, the contractors actually sold 5,600 new 
homes last year. 

“Now, if we have a new home market in °58 no better 
than in 1957, contractors will be able to build and sell at 
least 5,100 new homes plus selling the 500 homes carried 
over from °57,” Keeling said 

“They'll be able to do better than this because of easier 
home mortgage money in Louisville currently,” he con- 
tinued. 

Can this be done? Louisville’s builders see several reasons 
for optimism: (1) population continues to rise; (2) about 
1,400 new small houses sales are practically guaranteed, 
complete with no down payment 40-year financing, for 
the area; (3) homeowners are showing an increased interest 
in home improvements on existing homes, (4) sixteen new 
subdivisions have been recorded through March this year: 
six were recorded all last year. 

Admitting the impact of home building on other con- 
struction on Louisville’s unemployment rate, the state de- 
partment of economic security reported no more unem- 
ployed construction laborers now than a year ago. 

“Employment prospects in building appear to be a bright 
spot here,” says M. E. Helm, manager of the Louisville of- 
fice of that agency. 


RISING VOLUME of construction is aiding Louis- 
ville’s unemployment. Here is the start of a $2 
million downtown commercial job. Home building 
there this spring is 50% better than a year ago. 


“LUMBER DEALERS ARE OPTIMISTIC,”’ says Thom- 
as W. Yunt, chairman of Louisville retail lumber- 
yard group. ‘‘We've ample mortgage money now 
and good demand.” 
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Louisville's Profit Plan 


New sales centers, contractor aids, advertising and pro- 


motion programs planned by this city's dealers. 


A sampling of retail lumber dealers in Louisville reveals 
forward-thinking plans now in action: 

Opens selling centers. Stuart C. Campbell, Jr.. head of 
Campbell & Summerhayes, Inc., big retail lumber firm, 
has taken over two small paint stores in suburban Louis- 
ville. He is turning these into home improvement sales 
centers. 

The stores will have displays of building materials used 
in home improvement work. A customer will be put in 
touch with a remodeling contractor for the complete job, 
if he wants to buy that way. (See page 72 for co nplete de- 
tails.) 

Helps contractors sell. A. H. Gruneisen, president, 
Hughes Lumber Co., long-established retail yard concen- 
trating its direct sales efforts to contractors, was damaged 
by fire last fall. The fire-damaged portions of the yard 
have been rebuilt and the offices finished with more than 
a dozen species of prefinished hardwood plywood panels 
In addition there are 10 different ceiling treatments used 
in the offices, plus a good number of individual floor treat- 
ments. 

“Contractors are bringing their customers to our office 
to see our paneled walls,” Gruneisen said. “They’re using 
these products-at-work displays to help sell their jobs. 
Ninety-five percent of our current sales of panels to these 
contractors is in prefinished materials like the items we 
have used here 

“And even today, we're successful getting contractors 
to use better materials,” Gruneisen told American Lumber- 
man 

Promotes do-it-yourself. When R. J. Fitzgibbon, Auburn- 
dale Lumber Co., noticed that his 1957 paint sales held 
steady, even while sales of other products were dropping. 
he saw the opportunity for more selling effort aimed at 
the do-it-yourself customer. 

“We're now rebuilding our sales room and product dis- 


REBUILT OFFICE helps contractor-customers of Hughes Lumber 
Co. sign up profitable construction jobs. Note neat species 
and price identification cards on wall paneling. 
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play area so we can serve the homeowner customer better, 
he said. “We'll display more products better and provide 
more self-service than ever before. We can carry lumber 
up to 8’ right here in the store.” 

Fitzgibbon plans a series of direct mail efforts in his 
neighborhood market area. He has a mailing list of some 
6,000 names, compiled out of the “street address” tele- 
phone book. One mailing piece already is prepared, others 
are in the works. 

Signs $29,000 orders. “At the Louisville home show late 
in March we sold $29,000 of home improvement jobs,” re- 
ported C. Adrian Mattingly, Mattingly Supply Co. Matting- 
ly is president of the Louisville Associated Home Improve 
ment Contractors Association and a member of the Ken- 
tucky Retail Lumber Dealers Association. 

“We haven't felt the effects of recession in our home 
improvement sales,” declared Mattingly. “We've had our 
construction crews working on an Overtime basis for many 
months, just to keep up with our orders.” 

Dealers plan ads. Louisville dealers are making plans 
for a cooperative advertising program to show that a 
home ts a better financial deal today than a new car 

Wholesaler helps dealers. A series of contractor educa- 
tional meetings is being held at the new Louisville whole- 
sale warehouse of Weyerhaeuser Sales Co. 

“We bring in groups of contractors to show them the 
new products being handled by Louisville retail lumber- 
yards,” explained R. J. Douglass, manager of the ware- 
house. “We hold our meetings in a sizable display room 
well stocked with samples 

“Dealers are already reporting sales of these products 
to their contractors,” Douglass said. “We emphasize that 
as a wholesaler we cannot sell direct to the contractor. 
While a few retailers have misunderstood our efforts, most 
of the retailers are in favor of the program, especially 
when their sale of good-profit items is boosted.” 


SPECIALIZING IN REMODELING, Mattingly Supply Co. sold 
$29,000 worth of home improvement jobs during a recent 
home show. ‘‘Our men are working overtime continuously," 
says C. A. Mattingly, owner. 
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_ anew 
Howto 
«5 © 
Fain 
book for 
paint 
retailers 


Here’s an exciting new 68-page 
book ... an on-the-job pocket- 
book . . . small enough to slip 
into your pocket... big enough 
to answer almost every question 
you have about paints... 
FHA terms... how 
to paint various surfaces. 
Contains dozens of tables and 


colors ke ie 


estimating shortcuts to save 
your time increase your 
profits. You'll find more than 
200 helpful definitions in the 
paint dictionary alone. 

Like the Positive Selling Pro- 
gram for Painting-Contractors, 
POL-MER-IK PAINT POINTERS 
was prepared with the coopera- 
tion of the Painting and Decor- 
ating Contractors of America 
and other pvinting experts. 


SWAP HIS TOP Gs 


You'll like it because it is a 
practical, money making book. 


> ° 
FREE 10 SOCIMC2 Uh 

LINSEED OIL DEALERS 
Paint Pointers has been pre- 
pared especially for those con 
tractors using Pol-mer-ik Lin- 
seed Oil and for retailers selling 
it. You can have a copy by just 
mailing us a cap from any PoL- 
MER-IK can or the word *‘Archer”’ 
from a shipping carton. Send 
with the coupon below and in 
a few days you'll receive PoL- 
MER-IK PAINT POINTERS, Amer- 
ica’s most complete pocket 

reference for paint dealers. 
If you don’t sell Pol-mer-ik, 
send 25¢ and the coupon for 
your copy of PAINT POINTERS. 
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SINSEED of ; 
ry this fact-packed pocketbook 


PAINT POINTERS 


Some of the 
thousand and one ideas 
you'll find in this new book. 


COLOR AND DECORATING 
IDEAS 
Effects of light on colors, 
recommended colors for various 
exposures, light reflecting factors of 
color, exterior and 
interior color schemes. 


ESTIMATING DATA 

Cost of labor based on production 
Cost of material based on cost 
per gallon 
Surface area of cylindrical tanks, 
structural steel, circles, triangles 

Wallpaper estimating table 
Interior and exterior paint needed 


US WEIGHTS AND MEASURES 
FHA TIME PAYMENT TABLE 
PAINT DICTIONARY 


Contains over 300 definitions of 
painting terms 


HOW TO PAINT 
Furniture, boats, rooms, windows, 
doors, floors, ceilings 
Spraying tips, recommended 
brush sizes 


fa rcher- 
ES aniels- 


Miidiand 

CO Please send me a copy of PAINT 
POINTERS. I am enclosing a 
cap from the Pol-mer-ik can or 
the word Archer from a Pol-mer- 
ik carton, 

O Please send me a copy of P AINT 
POINTERS. I am enclosing 25¢, 


700 Investors Building, 


Minneapolis, Minn. 


NAME 


ADDRESS 


CITY 
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Louisville Recession-Buster— 


HOME IMPROVEMENT SA 


Home improvement sales are excellent and new home 
sales, after an 18-month setback, are looking up. 
Here's how one Louisville dealer handles home improve- 


ment business and contractor sales at the same time. 


Increased home improvement sales drive is a recession- 
buster at Campbeil & Summerhayes, Inc., Louisville. Al- 
ways important to this firm, home improvement sales 
this year are getting added push by (1) establishing two 
branch selling centers in suburban areas, (2) adding trained 
selling manpower, (3) improving equipment. 

[he branch selling centers are to open shortly, will be 
reported on in a later issue of A. L. The firm’s outside 
selling organization has been increased to seven men; they 
work both with contractors and the home building and 
remodeling public 

Finally, early this year the company sidestepped its tra- 
ditional every-five-year truck trade-in program to buy a 
special delivery unit designed to cut operating costs and do 
a better delivery job. 

“Merchandising in all its phases is our answer to the re- 
cession,” says Stuart C. Campbell, Jr., president of Camp- 
bell & Summerhayes, Inc. 

“The publicity we're getting from our new truck is a 
pleasant dividend,’ he added. “Our driver reports that 
when he comes down the street with the new truck, every- 
one looks; he’s even been stopped by a remodeling pros- 
pect, who asked him to have a salesman call.” 


S. C. CAMPBELL, JR., head of Campbell & Summerhayes, Inc., 
has devised stepped-up home improvement sales program for 
1958. 
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Selling contractors. The C&S approach to home im- 
provement selling is through the contractor. Effort is made 
to have Campbeil & Summerhayes, Inc., indispensable to 
the contractor. This is done by many services, the chief 
one being a constant flow of screened and qualified re- 
model.ng prospects available to the contractor. 

To achieve this, C&S carries on continuous promotion 
Newspaper ads carry the name of the firm’s “remodeling 
consuitant”. Radio commercials advertise the abilities of 
individual remodeling contractors. Exhibits of building 
materials will be maintained at the firm’s two branch sell- 
ing centers. In addition, C&S had a booth at the recent 
Louisville home show, collected more than 100 good 
home improvement leads, which were turned over to ap- 
propriate contractrs. 

Prospects are screened. Aubrey G. Hale, one of the 
C&S salesmen, interviews each remodeling prospect and 
suggests a qualified contractor in a letter to the prospect, 
along with appropriate product literature; a copy of the 
letter also goes to the contractor. Hale then follows up the 
contractor to make sure the prospect is called on. 

Other contractor services. 1o help remodeling contrac- 
tors sell jobs, C&S has maintained a drafting service for 
many years; no charge is made for plans if material is 
bought from the yard. 

When the client needs financing, the C&S salesman 
working with the remodeling contractor makes out the 
client loan application and takes it to the lender. When 
the job is done, the lender makes out the loan proceeds 
check jointly to the client and the lumberyard. The C&S 
salesman gets the owner’s endorsement, pays the con- 
tractor’s fee and all material bills, including his own firm’s 
bill. 

Selecting contractors. Campbell has set up standards 
which remodeling contractors must meet before C&S 
salesmen may recommend them to owners: (1) job skill. 
(2) financial standing, (3) ability to close his own sales and 
(4) willingness to cooperate with C&S by buying material 
for jobs developed from other than C&S sources. 

“We'll play ball with the contractor if he'll play ball 
with us,” says salesman Hale. 

As a result of long effort, the company has built up a 
sizable group of capable remodeling contractors they feel 
safe in recommending. While the group is constantly shift- 
ing, there is a nucleus of 20 or so who have bought their 
materials for all their jobs from C&S for many years. 

“We're looking forward to a good year by following 
these operating methods,” said President Campbell. 
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SMALL RENTAL HOUSE gets a face-lifting via the Campbell & 
Summerhayes remodeling contractor sales method. The owner 
has purchased similar home improvement jobs through C & S 


LUMBER MOM i 


SPECIAL TRUCK for home improvement delivery was 
purchased early in 1958. Materials for eight jobs are 
loaded on the unit as seen here. 
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Take odvantege of our experience and services! 


1. Ideas for remodeling or Il Helpful advice on the Il. Recommendation of a 
building from ovr current problem of financing your reliable remodeling or 
files, project, building contractor, 
Simplify your building needs by contacting our remodeling consultant 
—Mr. Aubrey Hale. 
Wood Paneling; ss Pine - 
Nu-Ply Birch 


17¢ bd. ft. 
eee 


anes IN THE (UMpey 
+ yout ve Wsings, " 


Lumber and Millwork 
Building Specialties 


SP 8-6626 
Louisville, Ky. 


1420 HEMLOCK 
UPTOWN PAINT STORE, 421 E. MARKET 























Lower Cost! 


Lo Max Co CORNICE VENTS 


In modern construction the focus is increasingly on proper ventila- 
tion .. . to meet VA and FHA requirements, to compliment proper 
insulation, air conditioning, efficient heating etc. 

To put more and better ventilation into new homes, or to add 
more ventilation to existing construction, builders from coast-to- 
coast find Lo Man Co Cornice Vents the perfect answer because of 
their low cost, high capacity and ease of installation. 


.-- look at these cost cutting advantages: 


@ MORE VENTILATION AT LOWER COST 

Lo Man Co Cornice Vents provide more free area than 
units costing up to twice as much. 

@ EASIER AND FASTER INSTALLATION 

Lo Man Co Cornice Vents come ready to install, complete 
with 8x8” mesh screens. Standard sizes eliminate fitting or 
refitting, make installation simpler and faster. 

@ ALUMINUM CONSTRUCTION FOR LIFETIME SERVICE 

Lo Man Co Cornice Vents are made of heavy gauge alumi- 
num—prevents rusting and deterioration—eliminates main- 
tenance problems. 

@ CAN BE USED IN SEVERAL WAYS 

Lo Man Co Cornice Vents can be installed in the cornice to 
vent attic space, or equally well in the siding over the founda- 
tion to vent crawl space. 


Available Everywhere in Three Standard Sizes 


See chart below for description of models available, 








SPECIFICATIONS 





Free Area of Ventilation 


Over-All Size (sq. inches) 


Model No 





C416 4”x16" 20.3” 





C616 5%" 16” 34,8” 








33.1° 








C816 8”"x16” 














CONSISTENT ADVERTISING brings home improvement pros- 
pects, who are screened and referred to suitable contractors. 
Note ad is personalized by using remodeling consultant's 
name. 


BUILDING PRODUCTS MERCHANDISER 


Ask your local jobber or dealer for complete informa- 
tion on Lo Man Co Cornice Vents and other ventilat- 
ing products by Lo Man Co, or write for descriptive 
literature and the name of your nearest supplier. 


World’s Largest Exclusive Louver Manufacturer 


MANUFACTURING Co. 


3603 Wooddale Avenue * Minneapolis, Minnesota 
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SLIDING AND FOLDING DOOR HARDWARE 


SO GOOD IT 





From the automation plant of Arthur Cox 
& Sons, comes GLIDE-MASTER folding 
and sliding door hardware preferred by 
builders across America. A combination of 
newly patent pending exclusive 

features, finest materials and skilled 





engineering means fastest installation— 
longest trouble-free operation. When the 
job calls for high performance at moderate 
cost—they’ll come calling for 
GLIDE-MASTER. Be ready for these 
profits. Avoid the imitations and order 


GLIDE-MASTER! 


INVITES IMITATIO 

















GLIDE-MASTER 

i Le) ©) — Bae - | 

Ball Bearing 
By-Passing Hardware 
Side Mount Removable 


for by passing wardrobe 
doors 44”-14%4” thick 

Also available in Model BR 
reversible to fit either 4” 

r 1%”-doors) 


GLIDE-MASTER 
Le) o] -3 Bae c) 


Folding Wardrobe Hardware. 


Edge-Mount Pivot Hangers 
Adjustable 


i folan d-1aelaelel mm ol b bt) 4-1, 7-37 
and pass-thru. Eliminates 
plates, rails-or locking 
devices from floor 


GLIDE-MASTER 
Sliding Sash 
Sheave & Track 

For Horizontal 


GLIDE-MASTER 
te) ©) 4 ae = 

Axle Bearing 
By-Passing Hardware 
Adjustable Side Mount 


f +”-144” by-pass door 
installations 
Also available in Model ER 


eversible to fit either 
or 1 “ad 


GLIDE-MASTER 

1 Le] =) 3 ie 

Folding Wardrobe Hardware. 
Side Mount Pivot Hangers 
Adjustable Folding 

Door Hardware 


with exclusive features that 
eliminate plates, rails or 
locking devices from floor 


GLIDE-MASTER 
Sliding Door 
(Pocket) Hardware 
Double Ball Bearing 








Wheels, Top Mount 


4-1 ” passageway 


Sliding Installations 











Write on your letterhead today for your FREE copy of 
* the complete GLIDE-MASTER catalog. Ask about representing 
GLIDE-MASTER in your community. A few choice 
territories are still available 


PN TS Ol, a Oe) Gr- mel @)> tra | Or 


70 NORTH SYCAMORE + PASADENA, CALIFORNIA 


ahead 
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CUSTRIM MOLDING 
mounts so easily and 
quickly on a Berry Door 
... lets your customer 
style it himself to almost 
any individual design. 


THE BERRY SUBURBAN 


siest of all to in 



































ing. Allow 2” clearance on jamb. (It’s pre-assembled 


Block door in center of open- 2 Fasten hardware to door and 
top, bottom and both sides. into right and left sections. ) 


{nyone can install the Berry Suburban. Everyone 
will welcome its easy, quiet operation. Just a nudge 
sends it up, over and out of the way. Because it’s all 
Paintlok steel, this door won't swell or shrink, peel, 
check or rust. Parts and components carry a full 
five-year guarantee. Like all Berry Doors, the Sub- 
urban is packed with exclusive selling features ... 


backed by powerful national advertising 


Best of all, this door sells for no more than an ordi- 
nary door. Twelve standard sizes meet almost any 
specification. Window lites optional. See your dis- 
tributor or write direct. Ask, too, about Berry sec- 
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Open door, connect springs, al- 
tach weatherstrips. Make final 
adjustments. The job’s done! 


Swing tracks into position. 
Attach adjustable hangers to 
@ J supporting cross members. 


; 940) 


tional garage doors. Steel Door Corporation 
E. Lincoln, Birmingham, Michigar 
manufacturer of residential garage doors. In Canada 
Berry Door Co., Ltd., Wingham, Ontario. 


world S laree St 


STEEL DOORS 
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NEW HOME BUILDING 


58 
57 


ALTERATIONS* 


UNEMPLOYMENT 
% of Working Force 
Mid-March 58 ° — 
Mid-March '57 ‘ 5.0% 
* Kansos City, Mo., only. (Other dota for 
Kansos City metropolitan orea). 


7.2% 











f a FPaymore Ploseant 


Dealers 


Kansas City symbolizes many a big-city market where 
lumberyards have been almost totally dependent upon the 


builder. 


This has hurt during the past two years when housing 
activity fell about 45% in the area. The current general un- 
employment and bad winter weather have made conditions 


worse. 


Almost all dealers feel that the bottom has been reached 
and business will bounce back up this summer. 


After a two-year slide in house 
construction which resulted in only 
6,800 homes built in 1957 compared 
to 12,000 in 1955, lumber and build- 

_ 
& 


a 
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W CSAS CV Mia 
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L 
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THE BIG YEAR in building was 1955 for 
Kansas City area, as dramatically shown 
in graph held by Olin Jones of the local- 
home builders’ association. 
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ing material dealers in the greater 
Kansas City area are picking up con- 
fidence that the bottom has _ been 
reached and both sales and profits 
should brighten this summer. 

Whether this optimism is wishful 
thinking or not, there is no question 
that the hoped-for upturn is desper- 
ately needed. Dealer sales last year 
were down as much as 30% from the 
previous year, with a corresponding 
squeeze on profits. 

Basic causes, Dealers, builders and 
other people in the light construction 
business in Kansas City could not sin- 
gle out any one specific reason for the 
housing decline. Industrial construc- 
tion and highway work has continued 
upward. For light construction, here 
are some of the reasons for the two- 
year decline as told to American Lum- 
berman. 
¢ Probable over-building in 1955. 

* Tight mortgage money for two 
years. 


ptimistic in Face 
of Big Sales Decline 


* Abnormal weather this past winter. 
* A local construction strike. 

* Rise in general unemployment and 
recession “talk.” 

Nearly everyone interviewed in 
Kansas City placed “general reces- 
sion” as the least important of the 
five factors above contributing to the 
two-year slide in light construction 
sales. 

Many Kansas City lumbermen 
have apparently lost more business, 
percentagewise, than the overall con- 
struction decline. This infers that oth- 
er segments within the industry have 
made inroads into lumberyard sales. 
The decline in dealer sales becomes 
even more apparent when you learn 
hat several yards discontinued busi- 
ness during the past year, leaving 
fewer companies to slice the pie. 

Some dealers admitted that part of 
the blame for the poor showing can 
be traced to the lumber dealer frater- 
nity itself. These self-critics cited the 
lack of consumer selling by Kansas 
City lumberyards, compared to other 
areas; resistance to apply flexible 
pricing demanded by postwar mass 
builders; limited progress in dealer- 
made house components for builders 
such as wall panels and trusses; slow 
conversion to mechanical handling; 
and a dearth of year-round, commu- 
nity-wide merchandising for home 
modernization. 

Waking up. You can only fall so 
far, however, until you decide to fight 
to get up again. “We are beginning 
now to wake up,” confided one deal- 
er. “As a group, we still are primarily 

(continued on page 80) 
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538-HOUSE PROJECT above is an early-bird indication that 
housing activity is at last on its way up again in Kansas City 
area. At right is Hubert W. Field, sales manager for Dierks 
Lumber Co. (facing camera) discussing deliveries with C. W 
Jones, head of the Kentucky Hills subdivision above. Field said 
that his company is extending greater service than ever before 
to compete for big-builder business. Jones said that it is his 
practice to confine materials purchases to a few selected sup- 
pliers and that service from the supplier is one of his basic 
criterions for selection. This builder believes that there is a 
big market for homes in the $13,000 to $14,000 class in sub- 
urban areas. 





BUILT-IN-RANGE is inspected in crate at 
left by Cecil Jackson of Dierks Lumber 
It fits into island kitchen unit in back- 
ground. This was part of the lumber- 
yard's model kitchen display at the 
Kansas City home show last month. Bob 
Dierks, below, president of the firm, said 
that introduction of new specialty lines 
has been extremely helpful in selling the 
custom-builder and home modernization 
contractor trade during the past few 
years when large tract-building was 
slow in the area. 








Official registrations show... 
AMERICAN 
BUSINESS BUYS 
MORE 
FORD TRUCKS 
THAN ANY ee ‘ fae : 
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FORD TANDEM with 10-yard dump body and new F-600 with 5-yard 
dump... part of Mr. W. L. Fields’s Ford Fleet. 
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there's a tougher truck 
of work” 


says W. L. Fields 
Contract Hauler, Wichita, Kansas 


“And they cost less 
to operate than 
any trucks we've 
ever owned! 


Our 13 Fords are mostly two- 
ton dumps.They haul 6 yards of 
rock and sand, averaging about 
7'6 miles per gallon of gas. We 
get 6 mpg with Ford tandems 
carrying 14 tons. And they all 
really hold up. Ford’s Heavy 
Duty V-8’s are good for an aver- 
age of 75,000 miles before an 
overhaul! We have a ’55 Ford 


FORD’S NEW 292 HD V-8 

srake Horsepower—187 @ 3800 rpm 
Bore—3.75 in. Stroke—3.30 in. 
Displacement —292 cu. in. 


with over 150,000 miles on it, 
and I’ll bet there’s not another 
dump truck around here that’s 
in such good shape.” 


Whatever your business... 
there’s a FORD truck for your 
special needs 

Official registrations for 1957 
show that American business buys 


more Ford trucks than any other 
make. There are many reasons 


for this popularity . . . many 
reasons for you to make your 
next truck a Ford! 

Ford trucks are your best buy, 
too! Ford’s initial costs are low 
and resale value is traditionally. 
high. Modern Ford Styleside 
pickups, for instance, are the 
lowest priced with full cab-wide 
body ... giving you 23% more 
loadspace than any traditional 
type pickup box. 

Only Ford offers the economy 


of Short Stroke power in all 
engines, Six or V-8. And Ford’s 
Heavy Duty V-8’s offer new, 
advanced durability features. 
Ford’s rugged cab and chassis 
construction means these new 
"58s are built to last. All this plus 
the proven fact that Ford trucks 
last longer adds up to America’s 
No. 1 truck value. 

See your local Ford Dealer for 
the latest in 58 trucks or the 
best in A-1 used trucks, 


ORD TRUCKS COST LESS 


LESS TO OWN...LESS TO RUN...LAST LONGER, TOO! 


Circle No. 45 on Coupon, page 144 79 
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Recession is What You Make It—Continued 





LIBERAL TERMS on FHA and VA will bring back 
the mass-builder to Kansas City market, according 
to Leo B. Mullin, above, executive vice-president 
of Home Builders Association of Greater Kansas 
City. He emphasized, however, that the bulk of 
builders in area are medium-sized or small. 


concerned with builder and industrial 
business and are cautious about ac- 
cepting contracts on our own hook. 
But, many yards have mechanized. 
Many have started to handle new 
higher-margin specialties. We do 
know there will have to be more pro- 
motion. Most dealers are thinking 
about land development to help build- 
ers—and a few have got their fingers 
wet in the building business itself.” 

Builder market. By and large, Kan- 
sas City dealers show their best colors 
as personal salesmen to builders and 
the industrial trade. Builders inter- 
viewed by American Lumberman ex- 
pressed admiration for many of the 
lumber dealer salesmen. 

But with entry of mass projects into 
the market; with certain wholesalers 
and mills ready to sell direct, personal 
salesmanship has a difficult chore. 

Builders themselves are very opti- 
mistic about both near-term and long- 
range markets, according to Olin 
Jones of the Home Builders Associa- 
tion of Greater Kansas City. From 
talks with builders, he figures there 
will be a 20% increase in house starts 
before the year is out, compared with 
1957. 

C. W. (Bill) Jones, tract builder 
operating in suburban Independence, 


80 





ACTIVITY WAS HEAVY during April in develop 
ment of Winn-Rau Construction Co., above, which 
is one of larger Kansas City suburban subdivi 


sions. 


told American Lumberman that 528 
homes in the $13,000 to $14,950 
bracket will go up this season at his 
Kentucky Hills development. “Of 
course, we have to advertise,” said 
Jones, “but with good financing, our 
houses should move fast. Everything 
depends on the monthly payment 
Even location is secondary. Our Salis- 
bury Hills project sold 100% last 
year even though it is relatively iso- 
lated three miles from town.” 

On the other side of town, Henry 
F. Gunther of Rau Construction Co 
said that his company was planning a 
big project for this summer and that 
the Winn-Rau Co., a sister group, was 
going “full steam ahead” on a project 
which would contain a_ thousand 
homes 

Builder service. Most of the dealers 
interviewed said that land develop- 
ment was the primary method being 
considered to help their builders in a 
financial way, particularly the medi- 
um-sized class. 

Don Welch, manager of Long-Bell 
Lumber Co.’s branch in Kansas City, 
said that his company has one tract 
which is available for homes built by 
local contractors. 

Robert Dierks, 


president, Dierks 


summer _ construction. 


““WE DESERVE special consideration from lumber- 
yards if we buy in volume,"’ said Henry F. Gun 
ther of Rau Construction Co., which will soon an- 
nounce a project of several hundred homes for 
He demands more today 
from suppliers than in former years, he said. 


Lumber Co., said that his company 
has increased service to home builders 
and contractors in an effort to meet 
stiff competition. The yard is serious- 
ly considering land development in 
various ways, but will not actually en 
ter the building business at any time. 

Also, Dierks is intensifying sales ef- 
forts on kitchen packages including 
built-in appliances, an innovation for 
Kansas City lumberyards. All the 
kitchen equipment is sold to contrac- 
tors, although the company promoted 
its line in the April home show to 
homeowners. About 50 _ packaged 
kitchens were sold during the first 
year after establishing the appliance 
line, according to Cecil Jackson, 
hardware and specialty manager. 

Consumer business. Two yards for 
which 1957 was a good year were 
Cash-Bargain Lumber Co. and Harri- 
man Lumber Co. 

W. S. Harriman, president, specu- 
lated that one reason for his relatively 
good strength was concentration on 
the small contractor as well as home- 
owner do-it-yourself trade. Harri- 
man’s hardware and paint business, 
which totals about 15% of aggregate 
volume, held up better than lumber, 


(continued on page 82) 
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NEAL CLARK, below, purchasing agent 
for Daniels-McCray Lumber Co., said 
that the bottom has been reached in the 
residential market, based on his talks 
with builders and actual orders. He fore- 
sees a definite upturn this summer. In- 
dustrial and civic construction continues 
healthy, he indicated, helping dealers 
such as Daniels-McCray. GENE Mc- 
GUIRE, right, vice-president of Daniels- 
McCray and its paint chief, was very 
optimistic about the firm's paint and 
wallpaper sales, saying it was a life- 
saver last year. 


MANAGER of Long-Bell retail yard in 
Kansas City, Don Welch (above) agreed 
with Hough that more promotion will be 
made to stimulate modernization busi- 


ness. 


KEY SALESMAN for Long-Bell Lumber 
Co.'s home remodeling division is 
Charles Hough, left. ‘‘In my opinion the 
modernization market here is undersold 
and we are working very hard to in- 
crease big-ticket package sales. So far 
this year our efforts have been disap- 
pointing. Recession thinking may be part 
of the reason. 





Recession is What You Make It—Continued 





he indicated. Harriman is now in- 
creasing consumer promotion as a 
member of the national Home Im- 
provement Council 

The Cash-Bargain Lumber Co. 1s 
not a cash-and-carry yard as its name 
implies. The company offers full cred 
it service. There is, however, one ma- 
jor cash-and-carry yard in town, plus 
several smaller yards using cash-and- 
carry techniques 

[he Long-Bell Lumber Co. Its a 
consistent advertiser in the home re- 
modeling field, with a special mod 
ernization sales department headed 
by Charles Hough. “We do not take 
the contract on remodeling, but rath- 
er we make the sale and then call in a 
contractor customer,” said Hough 
Big-ticket modernization work so fat 
this year has been slow, Hough re- 
ported, but he believed it would soon 
improve 

Kansas City dealers, as a rule, do 
not actively promote consumer busi- 
ness. The handful of yards which do 
aim for the consumer market in an 
aggressive way cannot make much of 
a splash in a city that has at least 50 
lumberyards 

Paint boom. Of course, there are 
exceptions to the above statement 
about lack of consumer promotion 
and specialty business. For example, 
an outstanding sales success during 
the past few years was chalked up by 
the paint and wallpaper division of 
Daniels-McCray Lumber Co. 

“We cover the town with paint,” 
said Gene McGuire, chief of paint 
and wallpaper sales and a Daniels- 
McCray vice-president. “We _ started 
in the paint business in 1938 and now 


82 


SRE aaRe 
LS) 


- gre 


=) 


ee er 


HOME IMPROVEMENT COUNCIL is getting promotional play at Cash 
Bargain Lumber Co., one of few dealers interviewed who had a good 
year in 1957. HIC store sign is being affixed at scene at left above 
by Salesman James Hagood, while President W. S. Harriman looks 
on. At right above, you can note HIC emblem on Cash-Bargain Lum 


ber Co.'s door 


do about $400,000 in paint and wall- 
paper a year. About half of this is 
local retail sales to consumers and 
to paint contractors. The other half is 
wholesale in about 50 counties in all 
directions from Kansas City.” Me 
Guire’s paint warehouse is almost 96, 
OOO square feet, containing one of the 
largest paint stocks among lumber 
yards in the country. 

Chree outside salesmen serve about 
125 paint accounts each. “Also, we 
have a system whereby lumber sales 
men (who are different from the paint 
salesmen) get credit for leads to the 
paint department. If paint is sold on 
these leads, annual cash awards are 
made to the lumbermen.” 

Interior decoration service is pro- 
vided as a service to home builders, 


LUMBER SAMPLES 
of every descrip- 
tion are loaded on 
truck for display at 
Kansas City home 
show in coopera 
tive exhibit. Carl 
Hise, local associa- 
tion head who co- 
ordinates the pro- 
motion, checks out 
the samples at 
right. Salesmen 
from 44 yards man 
the show booth 
each year, in two 
shifts. 


McGuire said. “On one project, the 
sale of paint was almost $25,000,” he 
said. Our paint salesmen either work 
with the builder or with his paint con- 
tractor—usually both.” 

McGuire expects the paint business 
to expand again this year 

Small-town yards. Speaking for 
small-town yards in the rural areas 
projecting from Kansas City, Jack 
furner, vice-president of Leidigh & 
Havens Lumber Co., said that business 
both in 1957 and this spring had beer 
extremely slow 

Despite present conditions, how 
ever, Turner said that the outlook is 
bright for their 29 yards in rural 
areas during the last half of this year 
Leidigh & Havens are stressing pack 
age selling by all its branches 
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ONE ORDER... WITH 
ONE SHIPMENT... SUPERMARKET 


ON, PAYMENT! SHOPPING 


/- 





CAVITY BROTHERS 


WALL TIES WALL TIES 
JOIST ANCHORS 


nT] 7 


Available in galvanized or 
copper-coated steel six 
inches long with 2” bends 
at ends. 


Corrugated galvanized steel 
with holes at one end. Two 
weights. 


Available in five lengths from 
14” te 9S". 








JOIST HANGERS - x 
\ ANCHOR BOLTS 


Lengths (6” to 20”) furnished 
complete with nuts and washers. 


»y 


t 1 
q s 


LINTELS Painted steel angles furnished 
in five weights, any length. 











Type | Type 2 


Type 1 Hangers available in a 
complete range of standard sizes. Types 
2 and 3 made to order. 


Supermarket Shopping for metal building 
products at Donley Brothers helps you 
cut costs three important ways. You place 
just one order and rest assured that you 
will receive the same high quality prod- 
ucts that have made Donley Brothers 
famous for over 60 years. One shipment 
means that you cut shipping costs to a 
minimum. Buying all your requirements 
from Donley Brothers means that one 
payment is lower because you get the ad- 
vantages of Donley’s quantity discounts 
on mixed-car orders. Send coupon today 
for more information. 


THE DONLEY BROTHERS COMPANY 
13928 Miles Avenue * Cleveland 5, Ohio 


Please send me the Donley Catalog of Metal 
Products for Building. 


NAME 


COMPANY 


BROTHERS 
METAL PRODUCTS FOR BUILDING 


ADDRESS 


3; A 


poo ----------- 
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a(_ROARO 


SHADOWVENT’ SIDING 


PANELGROOVE® 


Brand names like these 


MASONITE 
Moker the News 


It pays to get on the 


band wagon 


What’s in a brand name? 


To the dealer it means easier, more profitable selling. 


One of the best-known brand names in the building materials field is 
Masonite. More people ask for Masonite” panels than any other brand. 
They’re pre-sold. 


To the customer a brand name brings an assurance of quality, of 
more value for his money. 
All through the years, Masonite advertising and sales promotion activi- 
ties have told the story of Masonite quality. The experience of the buy- 
ing public has strongly reinforced Masonite’s reputation for quality 
production. 


Right now is a good time to climb aboard the Masonite brand 
wagon. Your Masonite representative has the details. Or write 
Masonite Corporation, Dept. AL-5-12, Box 777, Chicago 90, IIl. 


®Mosonite Corporation—moanufacturer of quality pane! products 


Some of the ways Masonite helps you sell more 





MASONITES— 
| --~ 


Megezine Advertising 
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are well-known to every house builder and householder. 


Feature, display 
and sell 
brand names 
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UNEMPLOYED LINE UP to collect their weekly benefits in Prov- 
idence. Lines are short because applicant is assigned day 
hour and place to make his appearance. 


Providence, 





NEW HOME BUILDING 


Units Voclue 
Jan.-Feb § 199 $1,837,000 
Jan.-Feb i 192 $1,844,600 


ALTERATIONS 


36( 
377 


EMPLOYMENT 


Feb 58 268, 106 

Feb. ‘6 282,601 

Current Unemployment as % of Labor Force 
13.3% 











IDLE MACHINERY in the Apponaug Co., Warwick, is a grim 
symbol of Rhode Island's current economic condition. This was 
the printing room in the state's largest textile and printing 
plant before it closed recently, throwing 550 people out of 
work and cutting off a payroll of $2,500,000. 


Tough in Rhode Island, but 
Construction is Bright Spot 


Home improvement promotion plays big role in lumber 
dealers’ plans to increase sales in an area beset with eco- 


nomic troubles. 


of lower payrolls and increasing un- 
employment. Early returns from a 
survey conducted by Raymond G 
Williams, executive secretary, Rhode 
Island Building Material Dealers Asso- 


Only a cockeyed optimist would 
say that business is good in Rhode Is- 
land or likely to improve very much in 
the immediate future. 

The Providence metropolitan area, 
19th largest in the nation, shares with 
Detroit the dubious distinction of 
having the highest ratio of unem- 
ployed in proportion to its total labor 
force. At the end of February, the 
unemployment figure was 13.3%. 

Business has been bad in Rhode Is- 
land most of the time since World 


86 


War II, but has worsened consider- 
ably in the last two years. Employ- 
ment in textiles, once the bulwark of 
Rhode Island’s industry, has dropped 
from 60,000 to 35,000 in the last six 
years as mills closed for good, moved 
south or elsewhere to cut labor costs 
and achieve tax concessions. Jewelry, 
the No. 2 industry, has been up and 
down and machine tools not much 
better. 

Dealer’s position. Retail lumber 
dealers have not escaped the impact 


ciation, showed sales down 17% _ for 
the first quarter of °S8 compared 
with °57 (a low of 2%, a high of 

-38%) and many dealers suffered 
a far greater drop in °57 compared 
with °56. This same survey revealed 
that dealers expect their overall vol- 
ume for the year will be down 16%. 

The brightest spot in this rather 
gloomy Rhode Island picture is the 
light construction industry. New home 
permits for the first two months of 
this year were slightly ahead of last 
year and valuation within $5,000 of 
last year’s figure for the same period. 

The value of home improvements, 
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however, had almost doubled for the 
first two months of this year. Sav- 
ings deposits were up 8% for the first 
two months and an ample supply of 
mortgage money is available. The 
same is true of building mechanics. 
Still lacking is a compelling de- 


sire to buy. Not content to wait for a customers 


reaching outside 


business pickup, some Rhode Island Most Rhode Island dealers must 
dealers are sparking new business by 
the wage group 
hardest hit by the recession; by pro- 
moting lake cottages, 
do-it-yourself; and 
nection with old 


overcome a severe anti-buying cli- 
mate. Whether they adopt aggressive 
sales programs or not will determine 
Lu-Re-Co and the future of some of these dealers 
a tighter con- currently engaged in a life-or-death 


new contractor struggle 





Anti-Recession Plans (and hopes) of Rhode Island Dealers 


INDUSTRIAL BUSINESS. About 95% of our business is 
with manufacturing plants. We had a considerable drop for the 
first quarter of this year, but the small plants have shown con 
siderable more optimism recently, although not to the point of 
rehiring. I expect it will be through the summer and into the 
fall before anything is felt in heavy industry here William 
McKenna, Narragansett Lumber Co., Providence 


STRONG ON FLOOR COVERINGS. We're slightly ahead 
vclumewise and about the same profitwise for the tirst quarter 
of ‘58 compared with °57, but sales and profits are well below 
‘56. The last 10 days have been very strong and we expect to 
see a pickup with better weather. We are supplying 95% of the 
material for two subdivisions. One contractor has 10 houses 
under construction and another is starting a 40-50 acre devel- 
opment with several model homes. Our floor covering sales in 
vinyl and plastic tile are about 10° ahead of last year. We had 
good success with a classified ad, which ran for two 10-day pe 
riods in the Providence Journal. We keep one man busy with in 
Stallations six days a week. We do these jobs for contractors on 
an installed basis. Most of these jobs are for income-producing 
apartments 

We've had a lot of favorable comments on our personalized 
billboard advertising, using my picture and my brother's. In 
addition, we've started a two-column weekly series on “fix-up 
time” in the local paper and a new five-minute “Handyman’s 
Corner” on radio. This is a weekly column sold by United Press 
Che station plugs the Saturday program with good teasers during 
the week. We plan to celebrate the first anniversary in our new 
showroom with a one-day sales promotion in May Norbert 
C. Coutu, vice-president, Coutu Lumber Co., West Warwick 


SHOWROOM ADDITION. We're consolidating our lumber, 
coal and main offices into one headquarters, giving us an addi 
tional 600 square feet of sales area. We plan a month-long 
open house to attract business. One line we are considering is 
portable power tools. Our new layout will give us more parking 
space and we plan to go after ‘shoulder’ business. We have in 
creased our advertising 20% and we are pushing home improve- 
ments hard. We also expect to sell a good percentage of the 
materials for houses by one builder, who is planning over 100 
units this year.—Frederick B. Brooks, president, Newell Lumber 
Co., Pawtucket 


STREAMLINED ORGANIZATION. Outside our kitchen 
snecialty department (see page 90), we are shooting for a 25% 
increase in sales this year. We cut our work force from 42 to 
15 (box shop operation was eliminated) and we are using that 
space for materials handling. We have added another lift truck 
and converted our warehouse to Christmas-tree type storage 
We've had three shipments of unitized lumber this year and we 
want all we can get. Unitized shipments not only cut unloading 
time (one of Corey’s men unloaded one car of redwood in 
nine hours) but, more important, it eliminates extra manpower 
kept on the payroll for these unloading jobs.—John Corey, 
secretary, Providence Box and Lumber Co., Cranston. 


BUILDING PRODUCTS MERCHANDISER 


WILL PUSH LU-RE-CO. We are setting up a combination 
garage-cottage to push Lu-Re-Co., especially to do-it-yourself 
customrs. All of our ads are aimed toward do-it-yourself and 
home improvement sales. Although our volume was off for °57 
compared with °56, our profit was just as good. We reappraised 
our pricing policy, cut off spare-time help and geared our pro- 
gram for the more profitable homeowner market.—Raymond 
Beauchemin, treasurer, A. H. Beauchemin & Sons, Woonsocket 


NEW MODEL KITCHEN. We're going to work harder at 
doing what we've been doing right along. Our new model kitch- 
en will feature a built-in oven, range and refrigerator, giving 
us two model kitchens in different price brackets. We use 
radio spots three times daily and we will continue to hit kitchens 
hard on these spots. We increased our advertising appropriation 
for the first quarter.—Roger Sherman, sales manager, Harris 
Lumber Co., Providence 


TIGHTER ORGANIZATION. Although our volume was 
down for °57, we had a slightly better profit picture than °56. 
We are doing more business with good paying accounts and we 
are not cutting price merely to get the business. We are con- 
sidering building two centrally-heated apartments of perhaps 10 
units each to serve retired and young-married couples. We 
made a certified inventory March 31 and it reflected more 
equity under storage than we had declared at the end of the 
year. We are doing a lot of small jobs—hanging garage doors, 
building desks and drafting tables, erecting store partitions 
and similar jobs—small in themselves, but they add up.—Bill 
Hall, Wardwell Lumber Co., Bristol 


Rhode Island Newspaper Backs 
HIC in Strong Promotion 


“This area has just passed through a transition period 
wherein we have lost many of our textile businesses due to 
tariff-controlled competition. Our employes have relocated 
and are bringing in payroll money from out of town. Our In- 
dustrial Foundation has brought in several businesses, sold its 
first building built on speculation and p'ans another. We are 
on the way up.” 

Such is the candid appraisal of conditions in Woonsocket, 
R.1., by Gordon E. MacPherson, advertising manager of the 
Woonsocket Call. 

MacPherson said that his paper was promoting the Home 
Improvement Council's national homeowner contest in a strong 
effort to assist lumbermen and contractors. He cited consistent 
consumer advertising of Beauchemin & Sons lumber company 
and Milot Brothers lumber company. Both of these firms are 
members of HIC and both have just published full-page news- 
paper ads partially on the home improvement theme. 
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Sargent’s unique 
business building 
promotion brings 
builders to you for 
Sargent Locks.. 
makes your own 
sales efforts more 
effective. 


In this new Sargent 
promotion there’s a 
bin full of Westing- 
house prize radios, a 
$500 cash award, 
newspaper mats, a 
complete kit of 
merchandising ma- 
terials. 
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And it’s all free to 
your customers . 
from Sargent. 


Ask your Sargent 
representative to 
give you all the ex- 
citing facts about 
the new LUCKY 
KEY CONTEST. 
Or write Sargent 
cy. & Company, New 


/ Haven 9, Conn. 
Aree ys Ze Dept. 3-E. 
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BUILT-IN REFRIGERATOR is becoming in- 
creasingly popular. Dean Ingalls de- 
scribes the feature to Mrs. Myra Croteau. 


KITCHEN SIGN, pointing to main show- 
room 200 yards off Cranston Avenue, 
was removed and stronger lettering sub- 


stituted shortly after 


taken. 


this picture was 


“For New Business, Try Kitchens— 


Rhode Island dealer's answer to recession is a new kitchen 


specialty department, with specialist in command. 


FINISHING TOUCHES on a $3,400 con- 
temporary kitchen job sold by Ingalls. 
Side panel for automatic dishwasher be- 
ing installed by contractor Edward L. 
Rodi, back to camera and helper. Range, 
refrigerator, oven and dishwasher are 
all built-in units. 


90 


A kitchen specialist of 10 years’ 
experience has just been added to the 
staff of the Providence Box and 
Lumber Co., Cranston, in an effort 
to tap a potentially profitable market. 

By handling a high-quality custom 
line, the firm hopes to take itself 
out of competition in this field and 
at the same time reach customers 
who are hardly feeling the recession. 

Dean Ingalls, the kitchen specialist, 
joined forces with John Corey, sec- 
retary, Providence Box and Lumber 
Co., early this year and they are de- 
veloping a selective promotion pro- 
gram. Since they are the exclusive 
Rhode Island dealer for their quality 
line, they are going after only prime 
leads that are carefully screened. 

Valuable background. Ingalls has 
been selling the same line for 10 
years, either as a manufacturers’ rep- 
resentative or proprietor of his own 
business. Consequently, he has many 
valuable customer contacts denied the 
newcomer in this specialty field. 

“The majority of sales are made 


through word-of-mouth advertising 
and through satisfied customers,” says 
Ingalls, mentioning three specific jobs 
in one family. 

Formal invitations to a_ three-day 
open house announcing their line of 
custom-styled kitchens were mailed to 
contractor customers in the lumber 
department, architects, interior deco- 
rators and a selected women’s club. 

Three model kitchens. One entire 
end of the showroom fronting on the 
street approach is occupied by three 
kitchens in modern, traditional and 
contemporary styling. The kitchens 
come in 15 decorator colors and 
three birch finishes. all custom-made 
to specifications. 

One corner of the kitchen display 
area has a decorator table and lamp 
and upholstered chairs for conference 
and closing details. A variety of kitch- 
en literature is available on a nearby 
table. On Cranston Avenue, the main 
thoroughfare 200 yards away, a spe- 
cial kitchen sign directs customers to 
the off-street showroom. 
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OPEN DESIGN is feature of this contem- 
porary kitchen, one of three in show- 
room. Tawny birch finish blends har 
moniously with family room and dining 


area. 


Ingalls plans to use 35 mm color 
slides of his own installations as a 
sales tool and for showing to selected 
women’s groups. Direct mail will be 
the principal advertising media. 
work through his se- 
lected contractor customers on in- 
stallations. Ingalls has found that a 
high percentage of jobs in the “Cadil- 
lac class” are for cash. He says the 
average job will run at least $3,000 
and with built-in oven, stove, refrigera- 
tor, dishwasher, etc., often goes much 
higher. 

Sales appeal. Besides the three ma- 
jor stylings and wide variety of dec- 
orator colors, Ingalls and Corey will 
make available all the popular built- 
ins to customer specification. 


Corey will 


“Women want conveniences in 
their kitchen to make it functional, 
but in the larger homes they also want 
something distinctive and different 
from the ordinary,” declares Ingalls. 

Kitchen obsolescence, tactfully pro- 


BUILDING PRODUCTS MERCHANDISER 


moted, is another factor helping sell 
jobs. Recently two jobs, which started 
out as counter refinishing projects 
turned into complete new kitchens 
after customers compared costs. 
Keeping the kitchen updated with the 
rest of the house is another selling 
point, says Ingalls. 

Most of Ingalls’ kitchen jobs have 
gone into remadeled homes, but he 
will also promote a_ hospital and 
school line. Although he doesn’t en- 
courage the practice, Ingalls recently 
took one kitchen as a trade-in recently 
and sold it to another customer. Of 
course the trade-in wasn’t a custom 
job. 

Since Ingalls spends most of his 
time on outside calls, Mrs. Myra Cro- 
teau, an office employe, is breaking 
into kitchen estimating and sales part- 
time. The idea is to save Ingalls’ time 
inside because he finds it necessary to 
make two or three times as many calls 
a year or so ago to close as many 
sales. 


JOHN COREY, seated, discusses kitchen 
promotion program with specialist Dean 
Ingalls. 


CLOSING AREA in kitchen department, 
where final details can be discussed in 
comfort. Mrs. Myra Croteau, who will as- 
sist Ingalls, studies manufacturers’ liter- 
ature with him. 
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Recession is What You Make It—Continued 


NEW STORE with fiberglass marquee and 
neon sign yet to be installed. Fixtures 
were fabricated by McKendall from 
American Lumberman’s designs. 


‘Now's the Ti 
To Build a 








Add a New nz Te 
Den or Hursery our 


4, herdwore, nai, paint, he a 
wet beer with of Sa no tte n 


AMD, McKENDALL QUALITY meen you oot H* ME Quantny tase 


wary bed, We'l help you Figure things out, fom 
Be K Yourself Or We'll Giedly 
Recommend A Good Contractor 


NEWSPAPER ADVERTISING 
is used regularly to promote 
packaged home _ improve- 
ments. Note McKendall Lum- 
ber is HIC member. 








FRANK McKEN- 
DALL, president, 
plans for the fu- 
ture 


A good time to gear for better business is when busi- 
ness is slack. 

This is Frank McKendall’s thinking behind his new 
showroom, which is being completed this month, and his 
plans for a new warehouse and intensified merchandising 
program. 

(See later issue of American Lumberman for new show- 
room details.) 

“We want to get ready for the ‘60's and this gives us a 
chance to get organized,” observed McKendall, who heads 
McKendall Lumber Co., on busy Elmwood Avenue, 
Providence. 

The remodeled showroom has a 90’x30’ sales area. It 
fronts on a heavily-traveled street, but off-street parking is 
available for McKendall’s customers. 

The new showroom will include two model kitchens 
in metal and wood; complete lines of hand and power 
tools and items displayed especially to attract women cus- 
tomers. The store’s unpainted furniture display will be 
expanded considerably. 

Clinics for both contractor and homeowner customers 
are being considered and a continuous promotion on home 
improvement packages is underway in the newspapers and 
over the radio. A “retreat cottage” package-priced at 
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Available 
on Brass 


or Steel Butts 


specify LS 
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ORIGINAL 





FINISH 
TM REG 


BY HAGER 


STANDARD BEARER TO THE HINGE INDUSTRY! 

Since 1954, when Hager first introduced Permanized LUMA-SHEEN 
Finish—the original and first true aluminum colored finish—it’s become 
the most widely acclaimed finish of the door hardware industry! 
Other manufacturers have tried desperately to duplicate and imitate 
the superb excellence of LUMA-SHEEN. When they 

compromised quality ...they failed! 


TRUE TO ITS PURPOSE... LUMA-SHEEN Finish-—first of the 
industry—today is still first in the industry, after four long years! 
Specifiers, Consultants and Builders recognize that permanized 
LUMA-SHEEN has a can’t-be-copied Hager craftsmanship that 
out-performs and out-matches them all! 


PROOF OF INTEGRITY AND ENDURANCE! 

1954—The Industry’s first and finest! LUMA-SHEEN Finish—the 
only electrolytically-coated True Aluminum Color that 
matched other aluminum door hardware and trim. 

1958—Proved by installation in practically every conceivable 
situation! LUMA-SHEEN remains the only finish that retains 
original soft lustrous beauty ... resists and withstands corrosion. 


When you want it to stand up to the 
test of time—specify Hager LUMA-SHEEN 
(symbol LS) on that next job. 


C. HAGER & SONS HINGE MFG. CO., ST. LOUIS 4, MO. = 
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NEW YARD OFFICE is being built to afford better control over 
shipping and receiving. 





BUILD A NEW STORE 


(begins on page 90) 





SPRING born - 
PICKET FENCES 
Bm 04 5.3 


vay (oaid Yehet Sale » & 
y habe oe 


FENCING is fea- 
tured frequently in 
McKendall's ads 
and by point-of- 
sale samples. Win- 
dow poster also 
draws customers 


BARGAIN SHED area is used to display outdoor living items 
Street side of store will be used, too. Adequate off-street park 
ing is available 


$18.25 per month, is being advertised on a do-it-yourself 
or contractor-erected basis 

Approximately |'2% of gross sales is set aside for ad 
vertising. An outside agency handies jayout and most of 
the promotion with Joe Barone taking care of the advertis 
ing details at the store 

Under his new setup, McKendail plans a further break 
down of sales now divided into hardware and tools, paint 
and general building materials. He has noted that hard 
ware, paint and toois are seiling beter then other items. 

To make more efficient use of fork lift equipment, Mc- 
Kendall has remodeled one warehouse and wiil use Teco 
trusses for a new 5,000 square-foot bulk storage ware 
house with 16° headroom 

Realizing that a new store is a potential failure without 
skillful merchandising, McKendall has arranged with a 
merchandising consultant to service his store regularly to 
make sure that space is being used to the best advantage 
and that products are displayed for maximum eye and 


sales appeal 


The only garage door with the 
patented SAFETY CATCH* 


Taterelaal ot-le- le) ( 


400 Series 








ABOVE—Two No. 450’s. Other 
sizes and styles to fit all open- 
ings. 

RIGHT—Detail of the patented 
Safety Catch that holds door 
securely in full open position. 


Circle No. 49 on Coupon, page 144 


@ The Frantz No. 400 Series has rapidly become a best 
seller everywhere—from coast to coast. 

The exclusive Safety Catch provides the utmost in sec- 
tional overhead door convenience. Just a gentle lift starts 
the door up. At full open position the Safety Catch stops 
and holds the door firmly, securely. No banging or slam- 
ming! No rebound! Yet a slight pull releases it for closing 
when desired. 

You'll admire the 400’s for their fine appearance and fast 
installation, their quality and low cost. But their precision 
operation really sets them apart. /t’s the extra appeal of 
something special—the Safety Catch—-that makes this Series 
one of the most popular that Frantz has ever produced. 


“U.S. PATENT No. 2,708,478 


FRANTZ MANUFACTURING CO. 
Sterling, tIlinois 





CATALOG NO. 303—Con- 
tains specifications and illus- 
trations of 67 models and 
sizes of rigid and sectional 
doors. Write for FREE copy. 
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THE MICROSCOPE 
PROVES THE DIFFERENCE 


New CHEM-FI manufacturing process preserves the fiber strength 


of natural wood ... makes Barrett board stronger, more uniform. 


BARRETT INSULATING BOARD | magnified 20 times 


This microphotograph shows the long, interlocking wood fiber Notice that insulating board made by 
that reinforce Barrett Insulating Board... give 
strength, uniformity and uniform thermal resistance. 


PROCESS B magnified 20 times 


Process ‘“*B’’ has little 


superior uniformity in its fiber lengths. Some fibers are long, others are 


Barrett's powder-like, providing no reinforcement. 


For a given board 


CHEM-FI process separates the wood fibers by chemical means, density (and thus a given K factor), Barrett’s CHEM-FI manu- 


retaining the strength of the natural wood from which it’s made. 


PROCESS G magnified 20 times) 


PROCESS D (magnified 20 times 


facturing process produces insulating board of maximum strength. 


Insulating board made by these processes show same preponderance of short fibers. Barrett Insulating Board using the CHEM-FI 
process, is made with longer, more uniform fibers, which have a reinforcing effect and substantially improve strength. 


Building supply dealers—these microphotographs carry an important message for you 


Compare Barrett Insulating Board, made by the 
CHEM-FI process, with those made by three 
other processes in microphotographs above. Here’s 
conclusive proof of the greater strength and uni- 
formity of Barrett Insulating Board products. 


Roof Insulation Board «+ Insulating Building 

Board « Insulating Utility Board «+ Insulating 

Sheathing + Insulating Plank + Insulating Tile 
Insulating Shingle Backer 


All of these products benefit from Barrett's 


BUILDING PRODUCTS MERCHANDISER 


CHEM-FI manufacturing process. Tile, board and 
plank are tough and solid, easy for the week-end 
decorator to handle. Builders find the insulating 
sheathing and roof insulation far stronger, result- 
ing in less damage in transit and on the job. 

The CHEM-FI process brings the biggest improve- 
ment to insulating board since its introduction. 
Let your Barrett representative acquaint you with 
the complete line. Or write directly to BARRETT 
DIVISION, Allied Chemical Corporation, 40 Rector 
Street, New York 6, N. Y. 
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Recession is What You Make It—Continued 
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Good anti-recession move 


13 Dealers in 


Michigan association, in cooperation 
with Lansing dealers, sets pattern for other 
lumber dealer groups with prize-winning 
home show exhibit. 





How a group of dealers can create a powerful public 
relations and sales impact they could not achieve separately 
was demonstrated recently at the Lansing, Mich. home 
show, where 13 dealers took a big booth (108’x21’) to 
promote their products and services. 

The entire project was coordinated and supervised by 
the Michigan Retail Lumber Dealers Association. Don 
Wall. assistant secretary, designed and supervised the con- 
struction of the component displays and arranged for man- 
ning the booth on a dealer rotation basis. 

Each of the component displays—flooring, roofing, 
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7 
Lansing, 
. a3 ‘Rapids Leslie MOCKS "9 Mich. 





(Lansing was one of the cities which dropped 
from Group Cc to ‘'D''—unemployment 
6-8.9%—in the last U. S. Dept. of Labor 


report.) 











SCOPE OF ODIS- 
PLAY is indicated 
in this picture. 
Overall space was 
108’x21’ for ex- 
hibit, which won 
top prize for the 
best booth. 


Joint Promotion 


paneling, etc.—were built by the individual dealers to as- 
sociation specifications. Don supervised their assembly and 
also set up a large bulletin board for literature. 

Within five days, some 49,000 people visited the Home- 
Arama and saw in-use displays of virtually every product 
normally handled by the retail lumber dealer. 

Industry impact. “Dealers were unanimously agreed,” de- 
clared secretary Donald J. Moe, “that their composite 
booth was much more effective in reaching the public with 
their materials and services than the previously uncoordi- 
nated individual displays. 

“By having an integrated exhibit, the Lansing area deal- 
ers were able to secure local industry recognition in press 
coverage before and during the show far outweighing any 
such impact available to individual entries. An association- 
conducted survey enabled the dealers to impress on the pub- 
lic the sizeable annual payroll, investment, tax and equip- 

(continued on page 98) 


May 12, 1958, AMERICAN LUMBERMAN 





ACTUAL SIZE—END OF FLOORING STRIP 
(NOTE SIDE AND END MATCHING) 


3/8” thick solid oak 
lays over old floor 


Here’s a brand new oak floor that’s 
loaded with sales features for the profit- 
able remodeling market. 

New Bruce Crestwood Floor is 2” 
wide by only %” thick . . . designed to 
be laid right over old wood floors, or 
conventional subfloors in additions, 
attics and other areas. 

It has ample wearing surface, but 
the thinness of Bruce Crestwood makes 
it ideal for remodeling work and cuts 
way down on bulk, weight and cost. 


Beautiful red oak, prefinished 


the famous Bruce Way 
Bruce Crestwood, produced in red oak 
only, is oman prefinished. The 
deep-penetrating finish is baked into 
the wood, then waxed and polished for 
maximum beauty and durability. 

The flooring is ready for use as soon 
as it’s laid, without the mess and ex- 
pense of on-the-job finishing. 


‘ 


=1 510) i = 


Crestwood 


at Ol @) 5: 


Bruce Crestwood has many advantages 
for your customers and for you 


a Lays over old wood floors or standard 
wood subfloor 

# Extremely easy to install 

# Prefinished for beauty and durability 
# Nails and laying instructions provided 
* Packaged for protection and ease of 
storage and handling 


* Easy to figure and price... each car- 
ton contains flooring to cover 25 sq. ft. 


# Stacks neatly . . . takes up little space 
* Helps you sell other products for re- 
modeling work 


® Priced to compete with best resilient 
floor coverings. 





oe SY 
= WER Free sample 
panel with 
initial 
order 


With your initial order of 1000 feet or 
more of Bruce Crestwood Flooring, this 
attractive display panel with sales 
poster will be given free. 

The display measures 12” deep, 
18%” wide and 18” high, and really 
shows the beauty of this new flooring. 
Exhibited along with a few cartons of 


2 Crestwood, it’s sure to produce sales. 


ee 3 
ee 


Nail markings make Bruce Crestwood easy to lay 


Here’s a bright new idea in strip oak 
flooring. Along the tongue of each 
Bruce Crestwood strip are ink marks to 
show the exact locations for nails. This, 
plus tongues and grooves on sides and 


ends, practically guarantees a trouble- 

free installation by even the most inex- 

perienced “do-it-yourselfer.” The ex- 

— carpenter will appreciate this 
elpful feature, too, 


needed for a new floor in 
one package ... even nails 


A strong corrugated carton a 
Bruce Crestwood Flooring and makes 
it easy to handle. 

Inside the carton, separately pack- 
aged, is a sufficient quantity of 3d 
screw-type nails to lay the flooring. 
Complete installation instructions are 
included, too. Your customers just can’t 
go wrong when they buy Bruce Crest- 
wood Flooring. 


Crestwood carton is easy te 
handle, easy to stock, easy to price 


Each carton of Bruce Crestwood con- 
tains enough flooring to cover 25 square 
feet of area. This includes allowances 
for matching and cutting waste. 

Flooring, in lengths from 10” to 8’, 
is nested inside the carton which meas- 
ures 8’ 2” by 4%” by 3%”, and weighs 
just 34 Ibs. 

The carton protects the flooring com- 
pletely and makes it extremely easy to 
stock, handle, price and sell. It takes up 
little space, stacks easily and neatly, is 
ideal for palletized handling. 


E.L. BRUCE CO., Memphis, Tenn. 
World's largest maker of hardwood floors 


Mail coupon for more information 
Mie. 


Bruce Crestwood Flooring. 
Name 


Address 





BRUCE) E. L. Bruce Co, 
Wey 1642 ThomasSt., Memphis 1, Tenn. 


Please send complete information on new 


228 North La Salle St. 


For your profit and your cus- 

tomers’ satisfaction, TAMMS is your 

No. 1 paint seller! Indoors or out, it 

does a top quality job . . . handles easily, 

saves money, looks beautiful — in white and 
a rainbow of colors. 


To Help You Sell... 
Tamms Paints are advertised in 
LIFE, and SAT. EVE. POST 


Tamms STRETCH 


FLAT LATEX PAINT . 
A really first class flat 

latex paint that sells at 

a low price, gives you a 

fast turnover and a very 

healthy profit. In white 

and 10 colors for all 

interior surfaces. 


Tamms TV P 


All-Purpose PAINT 
Fast-moving, high profit, all- 
purpose paint . . . simply 
great for hard-to-cover sur- 
faces, indoors and out. Resists 
industrial fumes, salt and 
acid-air. Won't yellow or fade 
on cement, stucco, cement 
blocks, asbestos siding, asphalt 
siding and roofs — plaster, 
plasterboard or any interior 
surfaces. 12 ready-mixed and 
12 inter-mix colors and white. 


Tamms SILA-TEX 


Always a good seller—makes 
cracked, old ceilings and 
walls look like new. Seals 
Cracks, Covers, Decorates in 
one fast, easy job. Mixes 
instantly with water—sets up 
slowly for easy texturing. 

12 ready-mixed and 12 inter-mix 
colors and white. 


Write for details, prices and 
promotional materials! 


INDUSTRIES, CO. 
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Chicago 1, Ill. f 


*YOUR ApEA LUMBER DEALED 


OFFERS yoy ALL THESE 


SERVICES 


YOU CAN DEPEND UpON 
ESTABb IED RELigg aa Ty 





SPECIAL SERVICES offered by the dealers are illustrated by 
these cutouts. They are labeled Mr. Delivery, Mr. Plan Service, 
Mr. Financing, Mr. New Construction, Mr. Repair-Remodel, 
Mr. Charge-It and Mr. Estimator with an explanation of each 
service beneath. 


EDUCATIONAL EXHIBIT, right, shows the comparative stability 
of building material costs. Lumber grading is illustrated by 
special display, also kitchens and wood windows. 





JOINT PROMOTION 


(begins on page 96) 





ment maintenance with which they help support the local 
community.” 

The lumbermen’s display won top prize for the best 
booth at the show and runnerup in execution-of-a-theme 
division. Each dealer paid at least $150 less than he would 
have paid for an individual booth 

As the result of the project, the Michigan association has 
a complete file of working drawings of the display, pro 
cedural steps and organizational structure available to any 
of its member groups who may want to execute all or part 
of the program. 

Lansing dealers who participated were: James S. Hay 
hoe, Capitol City Lumber Co.; Fred Ziesman, Gates Lum- 
ber, Inc.; Robert Smith, Hazen Lumber, Inc.; Louis Legg, 
Jr., Lansing Lumber Co.; Cecil McKay, McKay Lumber 
Co.; Edwin E. Clever, Meissner Lumber Co.; Herman 
Davidson, Seller’s Sash, Door & Lumber Co.; Stanley 
Adamski, Turner Street Lumber Co.; Alton K. Cairns, 
Valley Farms Lumber Co. 

Also Edward Belangia, Grand Ledge Lumber Co., 
Grand Ledge; William Thorburn, Thorburn Lumber & 
Coal Co.,:Mason: James Gober, State Lumber Co., East 
Lansing and Robert Slider, Okemos Lumber Co., Okemos 
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COMPARE! 


Your De Walt Your 
Power Shop Franchise present 
gives you: line? 


See why (¥ THE FIRST RADIAL ARM all-purpose power tool—the [3] 


machine that revolutionized the power tool market! 


DE WALT (¥ THE MOST IMITATED of all multi-purpose power 


tools (over 40 different manufacturers have tried to 


=} the biggest money-maker imitate De Walt’s original radial arm design during 


the past 35 years) ! 


in the power tool field! [¥ THE MOST DEMONSTRATED all-purpose power tool 


on the market—over 8 million people saw it demon 


strated last year alone! 


THE ONLY all-purpose power tool with 100% un 
divided, world-wide advertising support—in maga 
zines your customers read for the do-it-yourself infor- 


mation they need. 


LIBERAL COOPERATIVE ADVERTISING ALLOWANCE to 


help share the cost of your local promotions. 


THE FIRST power tool so simple in concept, so accu 
rate in performance that it makes woodworking easy 
and practical for everybody, from the novice to the 


“pro”! 


THE FIRST power tool to do the work, save the space 
and cost of a shopful of other tools! 


THE SAFEST power tool design on the market— 
demonstrated through actual experience! 


THE ONLY power tool of its kind thoroughly proved 
by over 35 years of outstanding performance in 


industry! 


A COMPLETE AND READY-TO-USE unit—no extra 
motor to buy—no tricky assembly by you or your 
customer ! 


THE ONE MODERN, simple, functional design that 


Ask Carlisle Hardware of Springfield, Massachu- needs no trunkful of clamps, guides and assorted 
setts, or any of hundreds of enthusiastic De Walt 


Dealers throughout the country! devices to make it work! 
THE POWER TOOL with a Direct Factory Franchise 


that offers you the full profit on every sale! 


THE ONLY FRANCHISE that offers you a complete 
and fully-proven selling program throughout the 
year! 


Compare the De Walt® Franchise—point by point—with 
any other. See why the power tool that revolutionized 
the industry offers you a profit opportunity you can’t 
afford to be without! 


Get on the profit-wagon now! Send the coupon for the full, exciting profit story today! 


De Walt, Dept. AL-805, Lancaster, Pa., Division of AMERICAN MACHINE & FOUNDRY COMPANY 


O) Send full information on how the De Walt Franchise can boost my profits! 


Name 
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Recession is What You Make It—Continued 
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HOME BUILDING 
Units $ Value 
79 $ 815,775 
187 $2,080,940 
HOME ALTERATIONS 
Number Value 
328 $333,415 
601 $480,185 
UNEMPLOYMENT 


% of Working Force 











Home Improvement Campaign 


Works in Recession Area 


Counterman doubles as effective mod- 
ernization salesman. Remodeling sales kept 
this Michigan dealer in the black last year. 


Home improvement sales at James Lumber Co., Flint, 
Mich., made the difference between red ink and black ink 
in that firm’s 1957 net profit on sales. During the early 
months of 1958 this situation continues. 

“It's running me ragged; it’s been night and day for five 
or six weeks, ever since the weather moderated,” enthused 
Verne Marx, the firm’s home improvement specialist. 
“Most of our early spring work has been on home addi- 


VERNE MARX, seated, is in charge of firm's home 
improvement sales. Marx is a counter man, but 
draws commissions above his salary on home im- 
provement sales. With him is Dick James, assistant 
manager. 


tions. Our total yard sales are ho!ding up reasonably well, 
too. 

(Editors’ note: This report is especially interesting because 
building permits for new home building and home im- 
provement in Flint for the first quarter of 1958 are lagging 
hehind 1957; Marx’s report suggest James Lumber Co. is 
getting more than “its share” of this business because it is 
set up to attract and handle it efficiently.) 


Easy to get into. “The home improvement phase of 
our business wasn’t hard to get into,” said Dick James, 
assistant manager of the firm. “Like most retail lumber- 
yards, we are constantly asked for advice by homeowners 
However, in recent years we found that often the con 
tractors we suggested either were very slow in following 
up such prospects or didn’t follow them at all 

(continued on page 102) 


DEMONSTRATION WINDOW in the yard's store 
is a useful sales tool in selling home improvement 
jobs, Marx says. 


May 12, 1958, AMERICAN LUMBERMAN AND 








it’s easy to 
prepare effective 
advertisements 
with... 


ADservice mats 


Simplify the job of preparing your adver- 
tising with easy-to-use ADservice ad mats. 
Anyone can turn out advertisements that 
bring in business, quickly and easily with 
amazingly low-cost ADservice ad mats. 

ADservice offers you persuasive copy, top- 
quality illustrations and attractive layouts 
custom-designed by professionals who spe- 
cialize in lumber dealer advertising. 

Used for years by hundreds of the best- 
known, most profitable lumberyards 
because — 


ADservice makes it easy to prepare effec- 
tive lumber dealer ads. 


ADservice will cut the time it takes you to 
prepare an advertisement. 


ADservice makes it simple to prepare any 
size ad. 


ADservice offers you hundreds of top- 
quality illustrations for your ads. 


ADservice supplies professional layouts 
for your advertisements. 


ADservice gives you fresh copy for ads 
that is convincing and action-provoking. 


For complete details write today 
for FREE ADservice catalog. 
Available only from — 


American 
Lumberman 


139 NORTH CLARK STREET © CHICAGO 2, ILLINOIS 


can Lumbermay 
d 1Dser UM 


CATALOG WO. 2 way PAGES 23 to 34 
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books on 


ARCHITECTURE 


SIMPLIFIED ARCHITECTURAL DRAWING 
Truman C. Buss, Jr 


Practical help for your Design Department in making 
working drawings for remodeling and new home 
jobs. Includes more than 160 problems to fit your 
needs. 258 pages, 264 illustrations. 


ELEMENTARY STRUCTURAL DESIGN 
Charles 0. Harris 


Quickly prepares the building tradesman to solve 
common problems of structural design, through a 
working knowledge of the principles involved. The- 
Oretical discussions are discarded in favor of infor- 
mation which can be put to immediate use. Each 
topic is explained ina series of short steps with illus- 
trations, and practice problems and answers. 163 
pages. 


HOW TO REMODEL A HOUSE 
J. Ralph Dalzell and Gilbert Townsend 


Here's real help in the year of “Operation Home 
Improvement”: a case history study to give your 
Design Dept. many ideas on how to solve the re- 
modeling job successfully. Contains a checklist 
method to plan the thrifty use of new materials in 
relation to materizls in the original house. 528 pages, 
350 illustrations, 14 tables. 


HOW TO PLAN A HOUSE 
J. Ralph Dalzell and Gilbert Townsend 


Contains all the basic and authoritative information 
necessary to planning a house, shows your drafts- 
men and builders practical ways to work out the 
features new home prospects want in their ‘‘dream- 
house’. 584 pages, over 400 illustrations and tables. 


American Lumberman, Inc. 
139 No. Clark St., Chicago 2, Ill. 
Enclosed is my check in the amount of $ 
| have checked below. 


for the books 


[_] Elementary Structural Design (_) How To Plan A House 


Name ante 
Address, 
City, State 











[_] Simplified Architectural Drawing (_} How To Remodel A House - 
1Q1 
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horizontal 
sliding 
aluminum 
windows 


These Slide-O-Ramic aluminum windows for residential con- 


struction are economical and at the same time are high in eye 


appeal and acceptance. They have integral nailing fins, are 


of weather tight construction and are particularly trouble free. 


“410” Triple Track 
Storm Sash 


The new Wisco Triple 
Track storm sash for the 
“400” Slide-O-Ramic unit 
can be installed simulta- 
neously or after the house 
is completed. Vinyl track 
guarantees no warping, 
no sticking and a perfect 
fit in any position. 


An outstanding feature of 
the “410” Triple Track 
storm sash is the Vinyl 
breaker strip which pre- 
vents condensation, an 
important consideration 
when using aluminum 
windows. Also available 
with half screen. 


For complete information, illustrations and prices write today. 


INCORPORATED 


4015 Michigan Avenue * Dept. A-1 ° Detroit 10, Michigan 
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RECENTLY COMPLETED, this small home was improved by add 
ing a new bedroom and dining room, seen at left end of the 
house. Cost was $4,000. 





HOME IMPROVEMENT CAMPAIGN 


(begins on page 100) 





“One day Verne Marx, then one of our counter men 
asked if he might go out and see what was required to 
sell materials on these jobs. This was the start of our home 
improvement business.” 


Takes the contract. James Lumber Co. now takes a 
general contract for the home improvement work re- 
quired. They have no direct labor on their payroll, how- 
ever. For help in estimating, Marx who now heads the 
home improvement work, visits each job in company with 
various sub-trade contractors who figure their part of the 
proposed job. These sub-bids are added together and a 
15% over-riding gross profit is included. This is the esti 
mate quoted to the customer. 

“Materials sold out of stock for our home improvement 
work in 1957 amounted to about $40,000,” James said 

“As time went on, we developed a reputation for doing 
a good job in home improvement work. Some of our 
jobs have come to us because of recommendations from 
local lenders; others as a result of customers telling their 
friends. More than a few of our jobs have been on a non- 
competitive basis, with the owner getting no other bids but 


ours.” 


Contractor relations. James admitted that the plan 
alienated some of their contractors; he offered them job 
participation but they refused. However, the work which 
was developed has been more than ample to replace this 
lost volume. 

“As it is now, we have been keeping several crews of 
carpenters busy all the time,” James said. 


Things to watch. Keep away from doing drafting work if 
you can; this is the advice of Verne Marx, James’ counter 
man who now is in charge of the home improvement sales. 

“I could be drawing continuously, but people don’t want 
to pay for it,’ Marx said. “We suggest they see local 
draftsmen for necessary drawings. Most of our work, how- 
ever, can be estimated and done correctly without pro- 
fessional drawings.” 

Marx urged that consideration be given to adding a 
“call-back” item in a job price. 

“This might be only $30 or $40, but keep it in a fund to 
pay for the cost of cheerfully calling back on a job to 
make small adjustments or to pay for items which were 
not specifically mentioned in the agreement. 

“About half of our customers feel they need some sort of 
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NEW DINING ROOM was paneled with knotty 
pine, finished tastefully with dutch door into base- 
ment stairway (center background). 


RECREATION ROOM in basement was completed by the owner. 
Materials were supplied by James Lumber. 


call-back service, so our fund, figured into every job, is a 
satisfaction-builder.” 

Compensation. As a result of the home improvement 
work, counter-man Marx is one of the best paid counter 
men in Flint. However, in effect, his extra income costs 
James Lumber Co. nothing. 

The company shares with Marx the net profit on home 
improvement sales, retaining 40% of the net and paying 
Marx 60% 

“He works so darn hard developing this business,” Dick 
James said. “He’s willing to work nights and weekends 
in putting these deals together. This is the secret of the 
whole thing.” 

To keep close tabs on how the home improvement work 
is doing profit-wise, Marx completes a job summary with 
all expenses listed for every job. Management knows at 
all times exactly what the profit status of the department is. 

“We've never lost money on these jobs,” Dick James 
said. 
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Finger Tip Change 


Offer your customers more than just another aluminum 
combination door. 

The Wisco “150” self storing door has been designed 
for modern living in modern homes. 

For built-in convenience the “150” changes from 
season to season by merely raising or 
lowering the glass insert. Quickly ad- 
justed without removal of either the 
storm or screen sections. 


Each of the three inserts runs on its 
own Vinyl track, which wears in- 
definitely and assures the easiest 
control and many years of 
satisfaction. 


For complete information, illustrations and prices write today. 


INCORPORATED 


4015 Michigan Avenue ° Dept. A-1 °* Detroit 10, Michigan 
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“T find 
it pays 
to be choosey~’ 











kind of job, or not. And with Dodge Reports you 
won’t miss any good bets either. 

That’s why successful suppliers and contractors 
by the thousands are using Dodge Reports to help 
them locate and select the opportunities they know 
they can make a profit on. You, too, can profit by 
using Dodge Reports to find the business oppor- 
tunities you need and want wherever you operate 
in the 37 Eastern States. 

Send the coupon today for your copy of “Dodge 


“And I find it pays more than ever to use Dodge 
Reports for this reason: 

“With competition the way it is, finding the kind 
of job you want to bid on means you have to know 
about every possible opportunity you can. You’ve 
got to know who’s designing it, building it and, if 
there’s going to be competition, what sort it is.” 

Dodge Reports tell you daily just what you 
want to know about any kind of new construc- 
tion. They bring you up-to-the-day progress reports 


from the time a project is contemplated until the 
sub-contracts are let. You know without wasting 
your time the kind of people you would be deal- 


Reports — How to use them effectively,” including 
the famous “Dodge Specification Form” that helps 
you choose the kind, size and location of the jobs 


ing with and competing with — whether it’s your you'd like to have. 


F. W. Dodge Corporation, Construction News Division, Dept. 2058 

119 West 40th Street, New York 18, N. Y. 

I want to know how to get more new construction business. Please 
let me see some typical Dodge Reports for my area. I am inter- 
ested in the markets checked below: 

C) House Construction C) General Building 
[) Engineering Projects (Heavy Construction) 


an—«, Dodge Heports 
. : For Timed Selling to the Construction Industry 
"4 \ 
an | 








Name. 


\ 
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EVANEER FIR PLYWOOD and Evanite hardboard 


meet building needs inside and out. The versatility of 


Evaneer plywood provides year-around sales and good 
turnover. And you can be sure of Evaneer quality ... 
both interior and exterior are DFPA grade-marked. 


Evaneer and Evanite are trademarks of Evans Products Company 











EVANITE HARDBOARD is beautiful, versatile and 
easy to use. It comes in many textures, including the 
popular pre-finished driftwood ceiling and wall paneling 
shown above. Your jobber can get both Evanite hard- 
board and Evaneer plywood in the same carload. 


EVANS PRODUCTS COMPANY, Dept. S-5, Plymouth, Mich. 


It pays to buy from your jobber! 


EVANS PRODUCTS COMPANY also produces: fir lumber; ‘‘Evanite’’® battery separators; 
railroad loading equipment; truck and bus heaters; bicycles and velocipedes; Haskelite solid 


PLYWO00 AND MAROBQARD 
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and hollow core doors; Evanite Plywall « SALES OFFICES: Plymouth, Michigan « New York City 
Chicago, Illinois « Los Angeles, California « Tampa, Florida *« Coos Bay, Oregon 
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FLOORING. Although not customarily used as flooring, parti- 
cle board's three-dimensional texture has encouraged its 
application. Closeup below shows 16” squares, separated by 
VY,” divider strips of dark wood and finishes with polyester 
resin make floor surface. 


CEILINGS—Used as a design accent in this Portland, Ore., 
home, ceiling of particle board contrasts with hammered 
beams of Ponderosa pine. Background for shadow box is 
also particle board. 





“The use of particle board products has in- 
creased more than 50% in the past eight years 
and this growth can be expected to continue. A 
considerable portion of the production will con- 
tinue to be used in houses and other light-framed 
buildings because such panel materials are eco- 
nomical in both material and application, fit in 
well with contemporary architecture, combine 
with other materials in vogue, and are becoming 
available in a larger number of specialized, re- 
manufactured forms that diversify their use.”— 
Wayne C. Lewis, engineer, U. S. Forest Products 
Laboratory. 


Big Market for Particle Board 


* Particle board has many consumer and contractor uses; 
the sales potential has hardly been scratched. 

¢ Here are some important facts on a product you will 
be hearing more about. 

* Dealers tell how they sell particle board to homeowners 
and contractors. 


—Courtesy, Timber Engineering Co. 


PARTICLE BOARD SAMPLES from 12 dif- 
ferent wood species or combinations. 


106 


A new product—particle board 
has developed into a fast-growing in- 
dustry and at the same time created 
a new sales and profit opportunity 
for the retail lumber dealer. 

Particle board, which is made from 
wood waste and resins united under 
heat and pressure, has many advan- 
tages besides its comparative cheap- 
ness when produced in quantity. 

Extreme resistance to warping and 


twisting makes it an ideal material 
for wardrobe doors. Paintability is an 
attractive quality from the homeown- 
er’s viewpoint. There is no telegraph- 
ing, which makes it ideal for floor 
tile underlayment, which together with 
wall paneling constitute the two main 
uses volumewise from the dealer’s 
standpoint. It is an excellent board 
product for do-it-yourself sales. 

The almost lightning speed with 


May 12, 1958, AMERICAN LUMBERMAN AND 






























particle boards 





—Courtesy 





which the industry has expanded (it 
is hardly six years old in this country), 
has created problems which, after they 
are solved, will expand the dealer 
market for structural uses tremendous- 
ly. One of the main problems is the 
development of a waterproof adhesive. 
Quality control essential. ‘“Mini- 
mum quality control systems for the 
industry must be established,” declares 
Carl A. Rishell, vice-president, Timber 
Engineering Co., “together with uni- 
form minimum standards for every 
market that is being sought.” 
Realizing the necessity for such 
standards, the particle board industry 
has formed a separate trade associa- 
tion and its standards committee is 
now at work on this problem. Timber 
Engineering Co., the research branch 
of the National Lumber Manufactur- 
ers Association, has a fully conveyor- 


-Courtesy 


DO-IT-YOURSELF PROJECTS. Coffee tables, high fidelity cabi- 


nets, and work benches are typical homeowner projects using 


National 
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Plywood 





rial. 
Starch Products Inc. 











ized pilot particle board plant to test 
and evaluate boards for manufactur- 
ers’ standards. 

FHA has developed an_ interim 
standard and test procedure for non- 
structural uses of particle board pend- 
ing the issuance of an industry or 
commercial standard. The non-struc- 
tural uses currently approved by FHA 
include floor underlayment, sink and 
cabinet top core material and core ma- 
terial for wardrobe and cabinet doors. 

“Until an industry standard is de- 
veloped, we cannot accept particle 
board for structural uses in properties 
offered as security for FHA mortgage 
insurance,” says Neil A. Connor, FHA 
director, architectural standards divi- 
sion. 

Since wide variations in quality and 
technical characteristics exist in the 
product of different manufacturers,” 


WALL PANELING. Qualities of strength, light weight, economy 
and interesting texture make particle board popular paneling 
material. Here it was cut into rectangles and laminated to a 
colored background. Design by Henry Hill, AIA. 


. 

ROOF SHEATHING. One-inch particle board for roof and wall 
sheathing gives firm nailing base for shingles and siding. 
Building paper used between particle board and finish mate- 





























Farm Products 





Pack 





—Courtesy River Tree 





adds Connor, “determination of suit- 
ability has to be based upon test data 
submitted on the particular particle 
board produced by a specific manufac- 
turer. 

Although FHA has not approved 
particle board for structural use, it is 
being used to a considerable degree 
for roof and exterior wall sheathing 
under conventional mortgages, espe- 
cially in the northwest. 

Approval of particle board for 
structural uses—combination — sub- 
floor and underlayment, exterior wall 
sheathing and roof sheathing, for ex 
ample—await the development of a 
fully waterproof adhesive. 

Free list. For a list of particle board 
manufacturers, write to the Editors, 
American Lumberman, 139 N. Clark, 
Chicago, Il. 
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REAL RUBBER 


Ready to use. 


Cannot warp 
or injure tile. 


| Fast tack, <— sot 
slow setting. 4 


Covers 
150 Square Feet 
Per Gallon 


V Tight, perma- 
nent bond. 

| Available in 
" QUARTS, GALLONS, 
__ 5 GALLONS 
‘ORDER FROM | 
_ YOUR __/ RUBBER TILE 
(WHOLESALER) CEMENT 


Ey or direct 


CONSUMERS GLUE CO. 


1518 N HAOLEY ST $T. LOUIS 6, MO. 
Circle No. 58 on Coupon, page 144 





GLAZIERS’ POINTS 


Everybody reaches for 


h points” 


. .. Nudge into place with putty 


Pus 


“4 


knife. Amateurs love ‘em... “pros 
swear by them. In convenient box. 


. . . Clean cut, zinc coated. 
In handy package. 


... Shoots points into 
toughest wood. Patented 
nose plate prevents dropout! | 


Red Devil Tools. 


Circle No. 59 on Coupon, page 144 
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PARTICLE BOARD PANEL for coffee table 


Eiee~- 


is loaded into customer's car by Dick 


Gridrod, salesman for Bethpage (N.Y.) Lumber and Supply Co. 


Do-It-Yourself Customers Find 
Many Uses for Particle Board 


Customer services builds $500 monthly volume for New 


York state dealer. 


By aiming their promotion and per- 
sonal service directly at the do-it-your- 
self market, Bethpage (N.Y.) Lumber 
and Supply Co. is doing a $500 
monthly volume in particle board 

The yard is in an ideal location for 
do-it-yourself business, since it is close 
to Levittown, the enormous low-cost 
housing development. The firm’s big- 
gest customer potential are these 
homeowners, who are interested in ex 
panding, renovating and individualiz- 
ing their houses. 

Personal attention at the Bethpage 
yard by the management, brothers 
Sam, Dave and Chip Meresman, has 
created a lot of good word-of-mouth 
advertising. The brothers not only 
take the time to help homeowners with 
advice about their individual construc- 
tion problems, but they cut particle 
board to the size required by the indi- 
vidual customer. 

Sam has taken an unusual interest 
in the comparatively new product by 
using it himself as core stock for 
closet doors in his home recreation 
room. He can talk from experience 
about the quality of the product, a 
three-ply panel of balanced construc- 
tion, which the manufacturer guaran- 
tees against warping. 

Other qualities—hardness and ex- 
treme flatness, for example—has en- 


couraged Sam to push particle board 
for coffee tables, high fidelity cabinets, 
bar tops, work benches, closet and 
cabinet doors 

Point-of-sale displays in the Beth 
page store include a sliding door unit 
and racks of particle board samples in 
all pre-cut sizes: 2’ wide in 5’, 6’ and 7’ 
lengths; 3’ wide in 6’, 7’ and 8’ lengths 
4’ wide in 6’, 7’ and 8’ lengths in 4’ 
thickness; also 4’x8’ sheets in %«” 


thickness 


United States Plywood Corp 


CUTTING TO SPECIFICATIONS is a cus- 
tomer service, which has enabled Sam 
Meresman (pictured) to do a thriving 
business with do-it-yourself customers. 
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WEYERHAEUSER 4-SQUARE PARTICLE BOARD 
UNDERLAYMENT 


RESILIENCY in floor underlayment is a highly desirable 
feature. Yet the material used must be tough enough to 
withstand a normal quota of bumps and blows during 
installation; hard enough to resist indentations from LOOK AT THESE 
heavy furniture. Weyerhaeuser 4-Square Particle Board 
Floor Underlayment more than meets your requirements SALES FEATURES 
on all these important counts! 

4-Square Particle Board Underlayment can be laid , Uniform smooth sanded 
directly over subfloor or old floors; provides a smooth, ’ surfaces 
uniform base for linoleum, tile, carpeting. Sanded on both 
sides, it has no grain, knots or knotholes to mar the beauty 
of the floor surfacing. Quick and easy to install . . . gives 
substantial savings in labor. Thicknesses to meet varying / Can be cut and fitted with 
floor level needs. Also widely used as a core for sink and carpenter tools 
counter tops, wardrobe and cabinet sliding doors. 

Order from Distributors who maintain warehouse stocks 
or in mixed car shipments with other lumber products. 


Range of thicknesses to fit 
floor level requirements 


/ Strong surface bond for 
adhesive installations 


Weyerhaeuser Sales Company 


First National Bank Building e¢ St. Paul 1, Minnesota 


A WEYERHAEUSER FOREST PRODUCT 
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Particle Board for Builders 


Oregon dealer does volume business in particle board 
for floor underlayment. 


Particle board for floor underlay- 
ment is a good volume builder at 
Eugene Planing Mill, Eugene, Ore 
(Despite the firm’s name, it sells a 
fuil line of building materials to con 
tractors and homeowners, in addiioa 
to extensive dry kiln work, remanu- 
facturing and planing mi.l production) 

“You can sell particle board to cost 
conscious contractors and know you're 
giving them a quality product as well,” 
says M. F. Moyer, sales manager 

“In our market we sell %s” particle 
board for 11/2 cents; fir plywood in 
underlayment grade sells for 14 cents. 


CONTRACTOR BREEDEN, left, with lum- 
berman Moyer check a floor underlay- 
ment job in one of Breeden's Crestwood 
houses. He plans to use particle board 
underlayment for a 40-house project 
this year. 





layment because it levels up any sub 
floor unevenness,” commented con 
tractor John F. Breeden, a Eugene 
Planning Mill customer. Breeden said 
he plans to build 40 houses for sale 


M. F. MOYER, sales manager, Eugene 
(Ore.) Planing Mill, shows part of his 
firm's stock of 5/8” particle board floor 


he said. 

Moyer’s contracior-customers us 
the 58” particle board as underlay- 
ment for 8” floor tile or linoleum 
This brings the finish floor flush with 
25/32” oak flooring. In hous2s built 
for sale in higher price brackets, par 
ticle board floor underlayment often 
is used throughout the house as a bas 


this year, all in his Crestwood develop- 
ment at Eugene. He expects to us? 
particle board underlayment in all of 
them. Breeden’s houses are in the 
$12,900 and up price bracket, an up 
per-medium price in the Eugene mar- 
ket 

Breeden’s construction practice 1s 
to nail down the particle board to sub- 


flooring with 7d galvanized or ring 
shank box nails. 


steel-strapped for me- for wall-to-wall carpeting 
“We like particle board for under- 


underlayment, 
chanical handling in the warehouse. 








By WOOD 
PRODUCTS 


MANY TYPES FOR 
SUBURBAN HOMES 
ESTATES - CLUBS 
Gates To Match 





WHITE CEDAR 
SCREEN TYPE 


SEAMLESS 
Right — POST AND 
RAIL Hand Split— 7 


ETAL LEG KITS . 


Satin Brass Finish Rails. 
New Tapered Design 
21 Sizes—3” to 28” Note how 
ends of rails 
are doweled 
for easy 
assembly 
Jorsft 
sections 
= 





2-Position Flanges— 
(Straight or 10°) plus 
hardware 


seme gal 


WHITE CEDAR - RESIDENTIAL 


aa” 


Adjustable glides yg aiag 


protect floor, carpet ——— 
Ag “a? write FOR CATALOG & PRICES 


WILKENSON MFG. Co. 


2916 West Lake Street * Chicago 12, Illinois * NEvada 2-2645 


Some Territories Open for Representatives. 
Circle No. 61 on Coupon, page 144 


PENTA PRESERVATIVE 


We can treat both posts and rails with 
this nationally known preservative. 





We can serve your truck 


write FoR WOOD PRODUCTS CO..- 
CATALOG TOLEDO 12, OHIO 




















Circle No. 62 on Coupon, page 144 
May 12, 1958, AMERICAN LUMBERMAN AND 





ver? 








@ BPs PAINTS 
are tops in quality 
PRESTIGE LINE that wins bs 
and keeps customers 


UNMATCHED 
SELLING PLAN 
that assures extra sales 


@ EXCLUSIVE DEALER 
FRANCHISE 


@ COMPLETE LINE 
of products for every 
paint need 


Connie Haines sings the praises of 


; - +> + [ hy 
= Se "i ae: i} 
. ; ee 


BPS 


and the complete line of 


QUALITY BPS PAINTS 
ON BPS TELEVISION SHOWS 


 — 


» = 
ae =e 


Best Paint Sold will cost you less with 


roller or brysb = ae ates 


—— 





































































































1325 East 38th St., Cleveland 14, Ohio 


Write The PATTE RSON-SARGE NT Co. 420 Lexington Ave., New York 17, N. Y. 
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37¢ out of every dollar spent on home operation 
and improvement is spent by households 


that read a single issue of (WJ 73 


Among your customers chances are LIFE-reading households 
are the big buyers. For in communities all across the country, 
LIFE reaches 31°, of U.S. households in an average week. 
And these 31°, account for 37°, of all consumer home opera- 
tion and improvement expenditures. 

This means that 37¢ out of every dollar in this field is spent 
by households that read a single issue of LIFE. 
No wonder in 1957, advertisers invested more for selling in 
LIFE than in the next two leading magazines combined. No 
wonder advertising in LIFE ts the advertising most often used by 
retailers for tie-in displays. (By actual count, far more than 
advertising in any other magazine. ) 

Every LIFE household counts. Make sure you get your share 
of their dollars by featuring the brands advertised in LIFE. 


Source: LIFE’s Study of Consumer Expenditures, an analysis of $200 bil- 
lion spent by U.S. households for consumer goods and services in 1956. 


gives you 


so much selling support...so swiftly, so surely 
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ANNOUNCING a New Reader Service 


AMERICAN LUMBERMAN 


tore Research Laboratory 


In the interests of better store merchandising, this magazine has found- 


ed a permanent workshop, which will develop new display ideas and guide 


manufacturers in designing their sales tools. From this laboratory will come 


a new editorial series to be known as 


"DISPLAY-IN-ACTION’ 


In response to a growing volume of mail from 
dealers concerned over the scarcity of reliable in- 
formation on display for this industry, American 
Lumberman has established a new Store Research 
Laboratory in Highland Park, a Chicago suburb 

Ihe laboratory occupies 4,000 square feet of 
space and will be equipped with islands, wall fix- 
tures and many special fixtures required to handle 
millwork, lumber and building materials. As far 
as we know, it is the first project of its kind in the 
country. Research stores exist but usually on a 
fairly permanent basis. American Lumberman’s 
project will constantly reflect change. 

The “lab” will originate a new editorial series 
“Display-in-Action,” which will eventually cove 
all departments in the modern yard. Early install- 
ments will handle relatively simply products to en- 
able our people to get their feet wet gradually be- 
fore tackling the tougher items. 

Goals for this center include: 

1. Material for a new editorial series to be pub- 

lished monthly. 

Assembly of a kit of detailed photos for 
dealer use in merchandising their fixtures. A 
complete inventory list will be included. 
With a photo and inventory, even the newer 
employe will be able to merchandise a line 
of products. 

Voluntary monitoring of manufacturers dis- 
play tools on request to see that they fit 
properly on typical dealer display fixtures. 
Producers will also be encouraged to send 
in proposed tools for evaluation. 


BUILDING PRODUCTS MERCHANDISER 


4. Helping to eventually establish standards for 
manufacturers in designing their displays for 
building material dealers. The mission will 
be to arrive at sizes, which retain sales punch 
but which will fit properly on store fixtures. 

Often producers with displays being given the 
“backroom treatment” have little understanding 
of the dealer’s problem. The hardware industry 
has a well-established program of such modular 
S1Zes. 

Present plans do not anticipate that the labora- 
tory will be open to either dealers or the public. 
Essentially it is a work area, not pretty or fancy, 
where practical men will experiment, beef and, we 
hope, achieve significant victories 

The area will be supervised by Paul Ergang, 
American Lumberman’s merchandising consult- 
ant. Paul has over 20 years experience with stores 
of all types. In the past three years, he has worked 
with James N. Lindenberger, our architectural 
consultant, on over 40 lumberyards. Being a 
rather rough character, his only aim is to plan 
“displays which sell the goods.” He’s always on the 
customer’s side in making it easier for him to buy. 
Paul’s father was a contractor and he spent his 
early days on many a job with a full set of tools. 
He often surprises veteran dealers with his solid 
knowledge of materials and the retailer’s problem. 
Under his knowing eye, the possibilities for the 
new project are excellent. 


The Editors 





Nails, Screws, Fasteners 











By Paul Ergang 


Merchandising Consultant 
American Lumberman 


As we begin this new series on store display, 
I'd like to make a personal observation. After 
working with all types of retailers for many 
years, it is my opinion that the future for dis- 
play in this industry is especially bright and 
promising. While other retail stores have be- 
come quite stereotyped, there are tremendous 
display opportunities ahead for the building 
materials dealer. We are just beginning to un- 
derstand that your retail stores can have tre- 
mendous appeal to the public, if properly mer- 
chandised. As this series progresses, we will 
be showing you many new display ideas espe- 
cially for lumber, millwork and building mate- 
rialsk—the basic items which sell across the 
board to both consumers and contractors 


The first installment in this series covers 
products rather easy to display because of new 
packaging offered by manufacturers. Packaging 
ranges from window boxes to blister packs but 
they all are designed to encourage impulse, 
easy buying by the customer. 


Packages vs bulk. There is considerable con- 
troversy among dealers on factory-packed nails, 
screws and fasteners. The final decision, of 
course, depends on each individual dealer. He’s 
the man who knows his customers. Nails, espe- 
cially, seem to be the “hot” item for discussion. 


It is our feeling that nails, screws and fasten- 
ers should be offered to the consumer fully 
packaged. At least give it a try, before turning 
down the idea entirely. If these items can be 
sold packaged in your store, the advantages 
are considerable. When bulk nails, for example, 
are warehoused, a significant amount of store 
floor area is freed for other merchandise. And, 
packaging frees the employe for creative sales- 
manship. 


“Floating” fixture. The fixture shown was de- 
signed by American Lumberman and _ uses 


Store Laboratory 


equipment available from the Reflector Hard- 
ware Corp. We use the term “floating” because 
it rides off the floor and has minimum structure 
obscuring the products displayed. The unit is 
completely flexible permitting shelves at any 
level. Shelves can also be “broken” at the mid- 
dle of the fixture for variety and easier display 
of products of any size. 

Shelves can be either steel or wood. The 
divider is perforated hardboard, which would 
be painted to correlate with the products dis- 
plaved. Hardboard is also used on the ends for 
products display. We are now developing in the 
laboratory a slip-in storage unit of wood for 
the lower shelves. Recommended for some 
lines, this storage space should hold a reserve 
stock of merchandise for approximately 30 
days’ business 


Product grouping. Throughout this series, we 
will show products grouped in “families.” All 
our nails, for example, are shown on one side 
of a fixture; screws, bolts and fasteners occupy 
the other side. What we have essentially is a 
complete department showing all methods of 
holding or supporting materials together 


The displays shown have minimum stock. In 
a larger store, quantities would be increased 
and three or more fixtures would be put to 
work. In fixture merchandising, certain basic 
principles should govern the set-up: 


1. Use good sized bins. Avoid “pigeon holes” 
which force the customer to fight for merchan- 
dise. , 

2. Use enough shelves to do the job proper- 
ly. There is no reason to limit a fixture to three 
shelves. 


3. Try slanting your shelves to improve cus- 
tomer access to the products. Special hardware 
is available. 


4. Integrate display tools supplied by manu- 
facturers. They don’t always have to go on 
shelves. Try hanging them and don’t be hesitant 
about cutting or disassembling them to fit your 
requirements. 


























Packaged nails 


Nail sample boards have shown significant improvement 
over the years. From simple metal lithographed affairs they 
have progressed to Alcoa's new unit, which has a plastic skin 
permanently holding sample nails to the display board. Pack- 
aging, itself, is now colorful and a pleasure for the displayman 
to handle. 

Both aluminum and steel nails are shown te handle all cus- 
tomer requirements. As on screws and bolts, the stock is 
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“DISPLAY-IN-ACTION® 
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minimum and special types must be shown on nail boards. The 
larger cartons also should be shown to let the customer know 
you offer all sizes. Packages no longer are limited to one- 
pound cartons. New handy, smaller packs are available, 
especially for decorative nails and tacks. 

The photos above show what can be done with the pack- 
aging and sales tools available from two different manufac 
turers of aluminum nails. Note that the large floor rack for 
nails has been worked on to the fixture itself and coordinated 
with other nail merchandise. 


Screws, Bolts, Fasteners 


Manufacturers now supply many excellent display tools for 
merchandising these lines. It is important to keep in mind, 
however, that they are best for smaller and medium-sized 
stores. Also, that they handle only fast-moving items and that 
odd-sized merchandise must be displayed elsewhere for com- 
plete customer service. Racks have another advantage. Low 
stock is immediately seen and can be promptly replaced by 
alert store personnel. 

Even in a small store a base storage unit should be pro- 
vided for reserve stock. As indicated on the other page, we 
now are developing such a unit. 

On this display, our odd-sizes are binned on the left. Ex- 
pansion bolt merchandise has been removed from a metal dis- 
penser and placed on perforated hardboard fittings. Still 
needed for better merchandising are sample boards for screws 
and bolts similar to those provided by nail manufacturers. 
Screw assortments, especially, are bewildering to the public. 





Credits: We acknowledge the cooperation of the following 
firms: National Lock Co., Molly Corp., U. S. Expansion Bolt 
Co., Rawl Corp., Nichols Wire and Aluminum Co., Sterling Nai! 
(Northwestern Steel & Wire Co.) and the Aluminum Co. of 
America. 
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Dealers report they hit jackpot with fast-selling 


ALCOA 
¢ 
89 HOUSEHOLD 


NAIL PACKS 





smpty ax 
gisplay® ss 


sno——we jus* 
no weighin 
"No sorting: . 
Fro 
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From Atlanta: _the greatest thing that ever hit 


HERE'S WHY: ATTRACTIVELY, CONVENIENTLY PACKAGED in red-white-and-blue box 


with window that lets the customer see what he’s getting. Each household 
pack contains one type of nail—plainly marked with type, size and quantity. 


SELF-SELLING DISPLAY CARTON—sturdy and space-saving (9” x 13” x 34%"). 
Snap-out lid inserts easily, carries sales message and shows off the product. 
Each carton holds 12 packs of a single type of nail 


TEN TYPES OF MOST-USED NAILS—excellent turnover assured with nails that 
handymen and do-it-yourselfers need. Presorted and precounted to save you 
time in handling and packaging, eliminate customers’ confusion 


PRESOLD NATIONWIDE by Alcoa advertising that reaches millions of readers 


in Better Homes and Gardens and millions of viewers on Alcoa’s popular TV 
network program, Alcoa Theatre. Customers know Alcoa® Nails won't rust 


. can’t stain. 


ORDER YOUR SUPPLY NOW... START WITH A COMPLETE ASSORT- 
MENT. Contact Macklanburg-Duncan Co., Oklahoma City, Oklahoma. O1 
get the name of your nearest source of supply by writing Aluminum Com- 
pany of America, 1971-E Alcoa Building, Pittsburgh 19, Pennsylvania. 
Your Guide to the Best 
in Aluminum Value 


f "gg NAILS 


ALcoA ©. | aaeiet.. 


ALUAAINUAA | 
[ NAILS AND FASTENERS | 
2 “ALCOA THEATRE" 
EXCITING ADVENTURE 
ALTERNATE MONDAY EVENINGS 
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Users of David White surveying instru- (Double Oo R) 


ments get all their measurements on the | 
button. They know they’re right, avoiding 
costly errors. You'll be right too, if you 
stock David White instruments. David 
White has been making surveying instru- 
ments for over 50 years. It is a well-known 
line that has high acceptance everywhere. 





number for 
drop-head pipe dies 
unequaled for fast 
: hand threading and 
iL climes 4 customer demand! 
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Larger RIt@nit> Drop- 


A big market exists for this versatile, low-cost instrument. coments: 


For determining differences in elevation, plumbing walls, | 
laying angles, tiling, drainage. New streamlined styling. | 
T8007 Farm and Light Construction Level-Transit. Tripod 
included. Retails for $89.50. 


easy work features. 
11IR, 4%” to 1%” 
12R, 4%" to 2” 


For Centracters—Heavy-duty instru- 
ment for road and building construc- 
tion. Used to align piers, plumb walls, 
ascertain slopes—for tiling, general 
highway construction, leveling of | 
floors, laying angles. 78300 Universal | 
Builders’ Level-Transit. Includes new, 
American-style, wide-frame tripod. 
Retails for $217.00. 


For Concrete Centracters—Precision- 
made, modern-styled. Measure differ- 
ences in grade, find proper slope for 
drainage—lay out buildingsites. 78025 
Light Construction Level. Tripod in- 
cluded. Retails for $49.95. 








For Every Customer! Precision- 

made. For rough estimates, pav- 

ing, landscaping, laying out foun- F bs ~ 

dations, drainage, contouring. No wonder pipe “‘pros” have bought hun- 

pcan pr seen on Nl dreds of thousands of them, the easy way 

unit. ~~. relma yn they snap into the ratchet ring handle... the 

owners—a rospects. rue ” ” 

Sight “Hand ype Oniy $2.93! smooth clean way they cut '”’ to 1”’ threads 
... the quick way the dies reverse for close-to- 


Distributers and dealers being appointed now. Write fer complete wall threads. Your customers like OOR’s too 
details today, including facts on our time-payment plen thet cen help ’ 
you close plenty of sales. —order from your Wholesaler today. 


Prices slightly higher west of the Rocky Mountains 


DAVID WHITE INSTRUMENT COMPANY | 


Dept. J, 2051 North Nineteenth Street, Milwaukee 5, Wisconsin | 
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What's New in Particle Board 


(Also see article entitled “Big Market for Particle Board,” page 106) 


Particle Board Flooring 


Particle board finish flooring for both residential and com- 
mercial applications consists of hammermilled wood flakes, 
resin-bonded under heat and pressure to a density of 53 pounds 
per cubic foot. Hardness and wear resistance, warmth under- 
foot, cork-like texture, low cost and ease of application are 
claimed. Offered prefinished or unfinished, in planks or blocks, 
t&g or square edge, and in either 14”, %” or 2” thickness. 
Said to be easily cut by saw, chisel or knife; applied with a 
standard hardwood block flooring adhesive. C.F.I. Boards Inc., 
Dept. AL, 1707 Northern Life Tower, Seattle, Wash. 

Circle No. 201 on Coupon, page 144 


Blends Flakes, New Wood 


A new production technique blends two forms of wood 
fibre in any desired proportion. One material is regular planing 
mill shavings; the other is long-fibre flakes from solid green 
wood. While infinite blending is possible, most end-uses can 
be served with either pure board of one type or the other, or 
25% combinations of the two. Five basic grades are now avail 
able, in 25% mixtures, ranging from 100% Flakeboard to 
100% particle board. Flakeboard is standard 4’ x 8’ with other 
sizes available on special order. Particle board is produced in 
standard 4 x 8, 4 x 4, and 4 x 2 sizes. Pope & Talbot, Inc.. 
Dept. AL., 3070 N.W. Front Ave., Portland, Ore 
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Tenex Textured Panels 


Tenex contains no ground or defi- 
brated wood. Smooth, thin wafers are 
sliced from eight different species and 
only a small amount of resin is needed 
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for the bond. Edges are solid and no 
additional edge treatment is required. 
Panels are 4’ x 8’ or 4’ x 16’ and 4” 
thick. Modern paints and stains bring 
out the natural texture of the product 
Pack River Tree Farm Products, Dept. 
AL, P. O. Box 1452, Spokane, Wash. 
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Veneered Particle Board 


A full line of particle boards, plus a 
particle board veneered with birch, wal- 
nut, oak and many other woods is 
offered by Roddis. The thickness is 34” 
and the veneered board is suggested for 
the cabinet door field because of the 
product’s good stability. The regular par- 
ticle board line is produced by a pat- 
ented process developed by German 
scientists from sawmill edgings, slabs and 
planer ends. Know as Timblend it is 


suggested for core material for veneers 
and laminates, furniture, doors and cab- 
inets. Thicknesses range from %” 
through 14%” and in all common sizes. 
Roddis Plywood Corp., Dept. AL., 
Marshfield, Wis. 
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Smart Dealers Know... 


“What makes money 
for my builders 





makes money for ME!” 


lean 
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Less to do from hearth 
to flue! Benefire is the 
complete form with 
tight-seal throat damp- 
er, combustion cham- 
ber, down-draft shelf 
and “Ductops” built 
right into the form. 
Square shape simplifies 
brick-laying, saves up 
to a ton of masonry per 
job. Guaranteed not to 








it smoke. 
C4 GY 
Lied “97 Loe | On acaicighcccnagy 
} <r ' DAMPER 
/ ¥ ‘ ‘ ) 
j 20 years of practical experi- 
ence in designing dampers 
| for unusual fireplaces guar- 
“heael, antees the performance of 


the Beneform Universal 

Damper. Engineered to 

provide lower construction 

costs and smoke-free oper- 

ation of projecting corner 

“ fireplaces, 2-sided, 3-sided 

- S\ all unusual openings. No 

= x ; lintel bars needed all- 

\ IY around flange carries any 
we Sy masonry load. 








BENNETT 
DEEP THROAT DAMPER 


Makes the mason’s work 
easier — because it’s sized 
and shaped for standard 
brick saves cutting and 
fitting. 10” deep throat as- 
sures good draft inter- 
locking closure with full 
overlap ends prevents heat 
loss and cold down-drafts. 
Rotary or poker control. 








BENNETT ACCESSORIES 


Bennett makes everything 
for every size or type of 
fireplace. Ash dumps, 
cleanout doors, lintel bars, 


LINTEL BARS 


—T corner supports, grates, 
grilles, log dogs —if it’s 
for the fireplace Bennett 
has it. And you can depend 

ash OUMP upon Bennett for the best! 


CLEAN-OUT DOORS 
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...and in fireplace equipment 
that means BENNETT! 


The complete Bennett line offers the extra values 
to your builders that mean extra profits for you. 
Compare Benefire units against any competition 

check the entire Bennett line, point by point, 
and you'll see why masons and builders every- 
where are switching to Bennett, the line designed 
with the builder in mind. For more fireplace 
profits this year — go Bennett all the way —a 
single, dependable source for a// your fireplace 
needs... 


See your distributor — or write for complete in- 


formation. 


Double your profits 


— sell Sflewse 2CCN, ... too! 

















Every fireplace you sell 
needs famous Flex- 
screen spark curtains, 
andirons, firesets, other 
decorative accessories. 
Sell the complete order 

and get your share 
of this high-margin 
business! Write for free 
catalog, prices and sales 
aids. Address 558 Pine 
St. 


BENNETT 


& 
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is Surecore, a new underlayment for 
linoleum and tile floors. U. S. Plywood 
Corp., Dept. AL., 55 W 44th St., New 
York 36. 

Circle No. 205 on Coupon, page 144 


NEW PRODUCTS 


(begins on page 118) 





U.S. Plywood Boards , 
4-Square Particle Board 
Novoply is still U. S. Plywood’s basic aia ye 
particle board product. Essentially it is a Weyerhaeuser is limiting their produc- 
three-ply board sandwich consisting of a tion of particle board to underlayment 
dense outer surface of wood veneer and core stock. Underlayment comes in 
flakes, a lower density core of medium- 2 x 4,4x 4 and 4 x 8 sizes and in 
sized chips and another higher density Ye”, Yo" and oi thicknesses. C ore stock 
layer of flakes. It is not a waste wood is offered in 3#”, 42”, 58”, 34” and Ma 
product but is made from virgin timber. thicknesses and in sizes up to 4 x 12 
There is also now a premium grade Weyerhaeuser Sales Co., Dept. Al .. First 
Novoply with a face overlay of phenolic National Bank Bldg., St. Paul, Minn. 
resins and cellulose fibres. Also available Circle No. 206 on Coupon, page 144 A new 
mensional 


Super Smooth Board 


particle board possessing di 
stability and an extremely 
smooth surface with a_ non-splintering 
edge is now available. Small particles 
are used, plus a plastic binder to give 
uniform 


the board extra smooth and 
The New luna, Fork Lift surface, made from 100% virgin New 
England white pine. Uses include furni 
| Bt 400 ] y “ a — — wall a ae 
oor underlayment and many industria 
1 ts 0 bs. at 4 Load Center uses. While primarily a flat material, it 
can be turned, ground, bent and curved 
or molded. All standard sizes. National 


Starch Products Inc., Dept. AL., 60 I 
42nd St., New York 17. 








High carbon steel inner-rails with 
replaceable bearing plates between 
inner and outer tower rail masts 
to reduce wear. Circle No. 207 on Coupon, page 144 


Tractor power steering with special 
Sherman steering valve and linkage 
provides maximum maneuverability. 
Special implement bar for quick ad- 
justment of fork width or to attach 
and detach accessories. 


Counterweight box can be properly 


Cross-braced inner channel 
to prevent side sway or 
distortion under load. 


Special tank de- 
sign for maxi- 
mum visibility. 


weighted to compensate for any load 
within capacity of the unit. 

* Control handles within easy reach 
of operator. 

* Tower can be tilted full ten degrees 
backward or forward. 


EASY OFF-CENTER LIFTING 
Frictionless travel for normal, as well as 
off-center, lifting applications is provided 
by four large carriage rollers mounted on 
shielded roller bearings, and four hard- 
ened, self-lubricated, individually ad- 
justable side thrust rollers. 


Tractor mounted, the Sherman Fork Lift 
moves easily over any ground under any 
weather conditions. It travels every place a 
tractor can go. Because of this, many 
owners have been able to transform un- 
surfaced areas into productive storage 
spaces—and paid for their Shermans by 
eliminating paving costs. 

Since the steering wheel and _ the 
driver’s seat are reversed, the Sherman 
Fork Lift moves in the opposite direction 
from normal tractor operation. This puts 
the big rear wheels under the load for 
extra lifting safety, maximum traction, and 
a cushioned ride for fragile loads. 

The Sherman reversing transmission 
provides the same flexibility of speeds in 
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Individual brakes 
for close turns. 


Open channel-ends 
to prevent dirt ac- 
cumulation and to 
facilitate service of 
carriage and rollers 
without dissembling 
mast. 


Heavy six inch chan- 
nel sub-frame. 


reverse that the tractor has in forward 
gears ... quick shift, reverse direction in 
any gear speed. 

The Sherman is also available in an 
“R” Model, that does not reverse the 
steering or the operator’s position. Tractor 
power steering is available. 

Because the Sherman is distributed 
through Ford Tractor dealers, service 
facilities and spare parts are always avail- 
able when needed. 

Find out today why the Sherman Fork 
Lift will soon pay for itself in labor saved. 

Write for Bulletin No. 1184. 


® 


2 pa 


SHERMAN PRODUCTS, INC., Royal Oak, Mich. 
POWER DIGGERS + LOADERS + FORK LIFTS* 
SOIL WORKING TOOLS » CRANES AND EXCAVATORS 


*Mfd. Exclusively for Sherman Products, Inc., 
by K-D Mfg. Co., Cleburne, Texos 


<Shoeman 





Particle Board Unit 


Designed for point of sale this 30 x 
40” display board has wire racks which 
hold literature and six samples demon 
strating easy to apply finishes. Pack 
River does not offer the unit but sup 
plies dealers with a plan to easily assem 
ble the display. A plan is also available 
for a 30 x 80” display for NRLDA- 
approved swinging panels. Pack River 
Tree Farm Products, Dept., AL., P. O 
Box 1452, Spokane, Wash. 


Circle No. 208 on Coupon, poge 144 
Formica Enters the Field 


A new flakeboard plant at Farm 
ville, N. ¢ owned by American Cy 
anamid Co., and operated by the For 
mica Corp., a Cyanamid subsidiary, will 
begin operating about June 1. Designed 
to produce 40 million square feet per 
year (on a %” thick, 40 pounds-per 
cubic-foot basis), the first output will be 
sold in the east through establishzd For 
mica distributors. Later distribution will 
be expanded to other areas of the coun- 
try. Formica Corp., Dept. AL., Cincin- 
nati, Ohio. 
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(iss) Gerrard Torque Handle 
Model 62 Stretcher 


Jniform strapping tension means— 


@ Safer, more dependable packaging 
@ Faster strapping 
@ Lower costs 


IN THE USS* GERRARD Model 62 Stretcher, 
the tension setting and controlling device is 
built right into the handle. No guesswork. 
No tensioning “by feel.’’ You just set the 
gauge indicator at the desired tension, and a 
loud click signals you when that degree of 
tension is reached. The Model 62 Stretcher 
is especially suited for large-sized loads, be- 
cause it provides absolute uniformity of ten- 
sion on each strap. Thus, no one strap is 
forced to carry more than its equal share of 
the stress. Of course, the stretcher offers 
maximum security for smaller shipments, too. 

The Model 62 is but one of many versatile 
steel strapping tools made by USS GrERRARD* 
to solve your packaging-tying problems. For 
more information, contact a USS GERRARD 


Sales Representative today. 


Gerrard Steel Strapping 

2933 W. 47th St., Chicago 32, Ill. 

Without obligation, please send me the new 36-page 
Gerrard Blue Book of Packaging. 


Gerrard Steel Strapping Dept. 
U.S. Steel Supply 
Division of 


| 
| 
| 
| 
| 
| 
United States Steel 
| 
| 
| 
| 
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for their big sales decline during the past two years. 
What is the name of the contest just announced by Sargent 
‘ ot a ; / - : 
1. What is the purpose of new plywood bin tags now offered which is designed to keep huilders comine your way? 
by DFPA ina kit — Re = 
P neadds f nization- | mer Ture Pala ie . 
What new produ t offers mode rnization minded customers NEW PR¢ DUCT S (begins on page 118) 
a chance to Give old doors a new look 
Name six uses do-it-yourself customers have found for . er 
particle board sold by a New York state dealer. Versatile Wynnewood Line 
Which manufacturer offers you a free display with a start Four different types of particle board and a wide variety of 
ing stock order of a new line of mailboxes & door knockers sizes and thicknesses are offered by Wynnewood in Texas. 
What is the theme of a cooperative advertising program rhe basic product is made from yellow pine planer shavings 
now being planned by Louisville, Ky., dealers F processed under carefully controlled conditions. Products in 
Which two big-name TV stars are helping you to sell Bir clude: high density 601 for use as flooring, work bench tops, 
roo}s — ob Ot 2 etc. where resistance to abrasion is important; semi-high density 
What is the brightest spot in the rather gloomy Providence, Arcatex, ideal for doors; medium density Corstoc, for a base 
R. 1., area, which along with Detroit has the highest ratio for laminates and veneer and a new item manufactured to 
of unemployed in proportion to its total labor force 60 Ib. high density for “one-shot” high pressure laminating 
Why does Bildrite Sheathing have unexcelled two-way Wynnewood Products Co., Dept. AL., P.O. Box 1088, Jackson 
moisture control? ville, Tex. 
Name the five factors listed by Kansas City lumbermen Circle No. 210 on Coupon, page 144 
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What’s Your Answer? (Answers on page 130) 10 














“LEAD-SEAL’ 


N @ | i | S fo r Home Barbecue Unit 


a Named the Aristocrat 400, a home bar 
galvanized Pol aYe! becue unit is designed for both interior 
and exterior barbecue pits. The unit is 
merely slipped or dropped into the ma 
aluminum sonry opening and requires no tools or 
time-consuming labor for installation, it 
is said. Flush installation of the unit 
roofing brings all parts, including optional 
heavy-duty motor, within dimensions of 
the pit opening. Complete range of the 
Xm fire-box elevation is controlled by two 
ifr 5 turns of the knob. Master Metalcraft, 
Dept. Al 1400 Industrial Road, San 

Carlos, € alif 
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Deniston’s quality ‘‘Lead-Seal’”’ 
TRIPLE- Ys metal roofing nail with ‘Triple- 
1% Lock”’ is heavily zinc-coated for pro- 
tection against rust. It insures a 
permanent seal through which no 
Also moisture can penetrate, because 


furnished ‘ ° 
in Ring when the hammer strikes the nail 


Sereight not the lead), the ““ bump” and the y <7 ~y 
aos : lead are forced through the metal ¥ & 
All Deniston nails sheet, the sheet springs back over ? 

can be shipped in the “‘bump’’—this solidly locks to- Window Lock by Yale 


co ella gether the nail, lead and sheet. A new key-operated window lock, 


100 Ib. sturdy 3- 7 hich ll lock al : 
piyuanniggtedest- Ask your jobber or write to us which will lock all types of double hung 
. : window sash, is announced. It also has 


or-board cartons S eeaiee ; warmminens «mrasiave « : 
with hand grips direct for descriptive circulars and the additional advantage of locking win- 
for easy handling. 





price information . . . no obligation. dows in a partially-open position. Fin 
ished in polished brass, the lock is de- 
signed for quick, easy installation in 


31 Years of Quality Nails new buildings or by do-it-yourself home 
owners. A paper template and full in- 


THE DENISTON COMPANY (os a% _ yrisyor ary mks crit Saale, 
Hardware Div., Dept. AL, 11 S. Broad 


49th & South Western Avenue @ Chicago 9, Illinois way, — Plains, N. Y. 
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Installing Maywood Folding Doors makes sound building 
sense. @ They're top quality... expertly turned 
from select Ponderosa Pine, Philippine Mahogany, Tupelo 
Gum or Birch. @ Exclusive features such as Automatic 
Tension hardware fittings mean they'll never stick, never 
; sag even if the house settles... yet are easily removable for 
cleaning or refinishing. © Maywood units are available in 
two or four-panel units in five basic designs... come as a 
complete package including all hardware. Their low initial 
cost plus the minimum installation cost add up 


to real savings for the astute builder 


IYWOOD, Inc. 


P.O. Box 706 Amarillo, Texas 
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“It’s been smolderin’ ever since we started 
suggesting ‘ScorcH’ Brand Masking Tape 
with every paint sale!” 





ALL NEW! 


arrow HT-som 


HAMMER TACKER 


So perfectly balanced 
you can staple for 
hours without strain! 


IT’S VERSATILE! 


Arrow’s HT-50M staples practically 
everything! Batting, insulation, 
carpeting, flooring, upholstery, roofing 
materials, box car linings, posters, etc. 


IT’S RUGGED! 


All steel construction; absolutely 
jam-proof! Sure-grip handle insures 
perfect one-hand operation. 
Rounded striking edge won't injure 
object being stapled. 


IT’S LOADED! 


Loads in a second... from the 
top! Takes 2 full strips (170) of 
any of these T-50 staples: 


” ” ” yn 
4» ¥% , He and % * 

















T-50 Staple Gun: Uses all above staples and 
Arrows CEILTILE staples for ceiling tile. 


nF 
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The NEW 


M Quay 


STAINLESS STEEL FLUE 


ACKAGE 


Designed and engineered by McQuay, 
and suitable for all fuels, (Type A) this 
new package chimney has a 7” stainless 
steel flue with aluminized steel interliner 
and outer casing. The interliner is sup- 
ported by the exclusive McQuay stainless 
steel tension spring spacers for strength, 
rigidity and durability. 


This McQuay thermo siphon design permits quick 
drafts and even temperatures from top to bottom 
for peak efficiency. There is nothing to deteriorate, 
nothing to collect soot. Roof housing is large, meas- 


uring 16” x 20” with a 20” x 24” cap. 


For best result and greatest economy recommend 
this McQuay package chimney on every job. Terri- 
tories are being assigned. Write to: McQuay, Inc., 


1616 Broadway St. N.E., 
Minneapolis 13, Minn. 


Eliminates Corner Cracks 

Angle-Rite, a means of eliminating cor 
ner cracks in plaster, is announced. A 
radically different method of locking gyp 
sum lath at inside corners and ceiling 
angles, Angle-Rite provides a full-floating 
corner to eliminate cracks due to expan 
sion and contraction of wood studs and 
joists, says maker. A 3” metal fastener 
with angled points for gripping gypsum 
lath, an Angle-Rite is generally placed 
every 16” at both vertical and horizontal 
angles. A 1,000 Angle-Rites, enough for 
a representative six-room house, are pack- 
aged in a 154%” x 534” x 6%” box 
Butcher & Hart Mfg. Co., Dept. AL, 4601 
Cortland Ave., Altoona, Penna. 
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McQuay stainless steel! tensior 
springs separate and firr 


tion stainless steel flue 


ty pos 


vality 


Meets the Original and More Severe Underwriters’ 
Laboratories Standards 103, March, 1956 


economy — Costs one-third to one-half as 
much as brick installed. Pre-assembled to 
eliminate costly on-the-job time and labor. 


LONGEST SERVICE LiFe — Flue is of stainless 
steel to permanently withstand effects of 
combustion gases. Starter box and starter 
sections are in one unit. Standard 24’, 18” 
and 12” sections give any desired length. 
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SAFETY — Listed under the re-examination 
service of Underwriters’ Laboratories, Inc., 
and on the approved list of F.H.A. and V.A 
LIGHT WEIGHT - 
only 9 pounds per foot of chimney length 
SHIPPED COMPLETE— with 
instructions for simple installation. All 
units are individually packaged. 


Load on support joists is 


easy-to-follow 


& 
é 
R ae, AIR CONDITIONING 
; HEATING 


memes REFRIGERATION 


Packaged Slate Patio 

The Packaged Slate Patio is designed to 
put a slate patio within the reach of every 
homeowner. Because the slate is precut in 
the factory in huge quantities to several 
specific sizes, there are tremendous sav 
ings through velume preduction. All the 
contractor or do-it-yourselfer need to do is 
follow a simple arrangement diagram to 
The package 
walks, in 
Struc 
Argyl 


a true custom-look 
exterior 


achieve 
is adaptable 
terior floors and fireplace hearths 
tural Slate Co., Dept. L6-AL, Pen 
Penna 


too, for 


Cc e No 


Prefab Folding Door Unit 

All it takes is a slight touch to slide 
open or close Kennatrack Corporation’s 
new Kenna-rama series of complete fold 
ing door assemblies. This four-door Ken 
na-rama unit is factory assembled to in 
sure fast, easy installation. In addition, 
new design features of the track, wheels 
and aligners permit neat, snug closing 
every time. Kennatrack also is offering 
the folding door hardware alone for both 
two and four door units, under the Scottie 
label. Kennatrack Corp., Sub. of Ekco 
Products Co., Dept. AL, Elkhart, Ind 
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Finish for Patio Furniture 

Behr’s Patio Furniture Finish is de 
signed expressly for outdoor furniture 
Applied to new or old wood, it dries in a 
matter of minutes to a very hard, high 
gloss finish that resists all kinds of 
weather and abuse, says maker. Custom- 
ers may choose either Clear Gloss No. 40 
or tinted Redwood Color No. 41. Linseed 
Oil Products Corp., Dept. AL, 1603 Ta! 
bert Ave., Santa Ana 2, Calif. 
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Simpson Announces Strong-Tie Owpsoy 
Strong-Tie is the name of a new line of nal 
tested and approved framing anchors : 
joist hangers and other construction acces é Berar y 8. 
sories. The leading item of this new line is A : 
the maker’s Strong-Tie framing anchors 

Because of its full symmetrical design, one 

anchor can be used for rights or lefts for 

practically all framing needs, it is said. It 

offers six combinations for all two- and 

three-way ties. Bending slots allow in 

stant and accurate bends on-the-job 

Made of 18-gauge galvanized steel, the 

anchors are packaged 100 per carton, 

complete with nails. Simpson Co., Dept 

AL, 1060 E. 11th St., Oakland 6, Calif 
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Termite Resistant ih \ 
Vapor Barrier for New Homes ‘be toe new floor beauty 


er the aera me — ; = ’ SAN © and 

can be stopped dead. dats the claim : 4 =e 

made by Bird & Son of its newest ss * , ’ Ne refinish 

products—Bird Termibar and Bird Ter- = ; é ~=. your floors 

mibar Caulk. Termibar is a termite re- ar j 

sistant vapor barrier said to stop and 

poison termites, seal out moisture, kill 

ants and other insects. It is packaged in 

5-square rolls containing 550 sq. ft. sign 

Each roll is 6’ wide. It is laid in strips, wee ; 
c ide. It id i ps * en, Sc ee — 


side by side, with 6” overlap “s ie “ vila ss Same 
: PICTURE OF A MAN CREATING STORE TRAFFIC 


- Fut 6 sir of feramuer (top, Up goes the banner —and up with it go store traffic, sales and 
above) is laid with 6” bent up inside Th; A ap Hes j 
aap: ; profits. This dealer’s Clarke floor machine rental department 
wall to back up expansion joint. Con- hel ind f ; capes Se ™ é 
taining Dieldrin, an insecticide, Ter- rings in dozens of new customers twice, to rent and return equip 
ment. Being a good retailer, he'll sell them something both times 


mibar is not only a termite and ant 
killer, but it renders the soil immedi- —and move a host of merchandise. Add the profit from these sales 


ately beneath it toxic to them. No to his rental income and you see how easily he nets a handsome 
special equipment is required for ap- gain from his Clarke rental department. 
plication. It is effective in areas be- You can, too, just as easily. A Clarke rental department will make 
neath slab foundations with adjoining es ee, ‘ 

cs agin hers: lay ae : your store traffic jump. To these extra people, you can rent Clarke's 
brick veneer walls, in crawl spaces, y ; li fA oe ener vera. Y lai 
beneath full cellar and sill construc- complete line of floor care machines and sell a profita dle amount 
tion, etc. of related items. Besides, Clarke gives you all the selling aids you 

need to merchandise your department and build your profits. 
Write for details. 

¢ Bird Termibar Caulk, an asphalt 
cement containing Dieldrin, is de- 
signed for use with Bird Termibar to ar 
be applied in open space around pipes SANDING MACHINE COMPANY 
(above), structural members and oth 465 E. Clay Avenue, Muskegon, Michigan 
er openings. The caulk comes ma Authorized Sales Representatives and Service Branches in Principal Cities 
cartridge, which may be used with In Canada: Clarke Sanding Machine Co. (Can.) Ltd., 21 Advance Rd., Toronto 18, Ont. 
any standard caulking gun having an 
inside diameter of 2” and designed to 
handle caulk in cartridge form. 


For more details, write Bird & Son., 
Inc., Dept. AL, E. Walpole, Mass. 
Circle No. 217 on Coupon, page 144 
Floor Polisher Fleer Sander Wet-Dry Vacuum Cleaner Floor Edger Rug Shampoe Machine 
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Creates Matching Harmony for Kitchens 


A complete line of matched and packaged built-in kitchen 
appliances is pictured at right in the Silver Satin kitchen by 
Chambers Built-Ins, Inc. In the new line, just announced, are 
gas and electric built-in ovens; surface cooking units in both gas 
ind electric; automatic dishwashers; refrigerator-freezers; dispos- 
ers; and ventilating hoods. 

Through use of the Chambers packaged built-ins, the dealer 
has available appliances that are coordinated in design, color, 
materials, styling and finish. Their self-contained structure is 
said to insure easy and expensive installation, eliminating the 
necessity of special kitchen cabinets. Built-in units shown (right) 
are in satin chrome finish. Other finishes including antique cop- 
per (metallic), stainless steel and copperlux are available. For 
more details, write Chambers Built-Ins, Inc., Dept. AL, 2012 
N. Harlem Ave., Chicago 35, IIl. 
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Jet Model Garage Door 
The new Raynor Jet model combines 
steel, wood and Masonite into a rugged, 
low-priced, attractive, easy-to-operate 
flush garage door. Each of the five sec- 
tions utilizes one piece of tempered Ma- 
. | sonite the full width of the door. The 
Now roof with Raynor Jet garage door is available with 
torsion or extension springs; special wood 
bottom rail provides for easy scribing and 


r rw e t/ 
Sa xX 8 x b g La a E€E S x attachment of rubber astragal. Raynor 
Mfg. Co., Dept. XYZ-AL, Dixon, III. 
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f materials—which you also 


the nearest economical length is 64’—the width 40’ at the eave sell. The average selling ff 


the pitch 5”. The rafters should be 2 x 10's if 24” o.c price o ’ 


WITH THE HAGERMAN ‘88 METHOD 
AND 8’ x 8’ WEATHERPROOF HOMASOTE PANELS — 


YOU ARE DOLLARS AND HOURS AHEAD oo 
EASI-BILD* PATTERNS offer 

(ONLY 2/3 LABOR-HOUR PER SQUARE) the dealer big profit possi 
bilities from a minimum in- 
vestment Each pattern you 
40’ wide. The Hagerman ‘ Specifications Sheet shows that ell contains complete bill 








Consider the above bu ng—planned to be about 60’ long and 


/ jm 
hp 
‘ a fa pattern i id . q f — 
The Hagerman “88” Tables then show that 48 panels of — a me f ma eS . 
oh & Sp eng agit Wid , terials you already stock ie - 
Homasote, each 8’ x 8’, make the complete roof Sell only 3 pattern ~ 14 A, 


These 48 panels of Homasote are applied in a ‘diamond ior 300 days—you have neu bs 
pattern. Rafters are strapped 16” o.c. Some of the panels are profits of $31,824 a year. Get , i , 
cut in two diagonally (at the eaves, sides and ridge) —all accord- the full details from your . 5 

. - 6 : Jobber or Homasote Repre- 
ng to specification ipplied. Succeeding rows of panels over- sentative 
lap 5%”, fully weather-tight. Weatherproof Homasote requires 
no further finist of either the surface or the joints 








— 
utility building farm buildings, poultry houses — 
t Wren nai The » staple ¢ pel eee 
; gece j i e new staple gun, JT-21, is priced 
For garages and other small structures, use 4’ x 4 momasere i—- Ss SAVE MONEY -BUILD IT YOURSELF ond P & P 
the 72-page Homasote Handbook can perform an incredible variety of light 
Send the literature and/or specification data checked: 

HOMASOTE , bag holders, etc. It features a_ built-in 
Hagerman ‘‘88 Roof Deckings 
Homasote (72-page) Handbook Soffitsote : , : 

Wn 6. S., kindly address ain \ permits the gun to be carried easily in the 

“ 
Box 35, Station K > | ADDRESS 


(although for appearance painting is desirable miiiiaaats : 
Hagerman ‘88’ roofs are in use on all types of warehouses, | womasoTt ¥ hr : 
; az Staple Gun for Mass Market 
wherever fast, cost-conscious structures are needed re 
Homasote panels. Mail the coupon for data on this i and designed especially for the average 
and other Homasote Products—and for your copy of | j Kasi Bild Patterns home, takes 44” and 5/16” staples and 
nailing jobs such as fastening shelving, 
closet linings, upholstery, curtains, garbage 
staple lifter, which enables staples to be 
COMPANY Easi-Bild Patterns Underlayments P rR ; P ? 
extracted in a jiffy; a handle lock, which 
ew Jersey. ; : 
econ \ Sweet's NAME pocket. Arrow Fastener Co., Inc., Dept 
. AL, | Junius St., Brooklyn 12, N. Y. 
‘ Circle No. 221 on Coupon, page 144 
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Chock there worth- mor Roly-Door features 


ALL-STEEL PERMANENCE — stecl Roly-Doors can’t warp, rot, sag or change w eight or size due to moisture 
All surfaces corrosion-protected. 

CLEAN-CUT BEAUTY that stays in style—compliments any home, old or new. Can be painted any color 

TOUCH-AND-GO OPERATION— nO stoop, stretch or strain. Moves effortlessly on ball-bearing or nylon rollers 
with perfect spring counterbalancing. 

SAFETY-PLUS— Roly-Doors can’t drop on toes or pinch fingers. 

WEATHER-SEAL — patented Roly-Door interlocking seal between sections—re silient rubber astragal at base 

CODE-APPROVED DESIGN— meets all building code requirements. 

RADIO OPERATORS available for all Roly-Door models. 

GUARANTEED CUSTOMER SATISFACTION— fully guaranteed one year. 

TOP QUALITY AT COMPETITIVE PRICES! Complete range for any budget. 


Finst choice 


of the discriminating homeowner is the 
Roly-Door Imperial, America’s finest steel 
sectional garage door! This handsome, pre- 
cision-crafted model, in a wide choice of 
sizes, is Bonderite protected against corro 








sion. Here is permanent, all-steel beauty 
and convenience to add value to any home! 


7 -seetion Foly-Doors 


combine Roly-Door precision crattsman- 
ship, convenience and permanent beauty 
with price appeal for every income. Three 
models —the Premier, the Regent and the 
Niagara—with “plus” quality at every price 


qcwun i or oO 
cm © fet ¥ 
Good Housekeeping 


~S 
L745 apveaniseo THE 


THEY easing ny BISGERPROFTS [qe 


e 
Wiute today for literature, prices, easy installation details. Steel and wood sectional overhead doors for every 
residential, commercial, industrial use. 


ROLY-DOOR DIVISION 
MORRISON STEEL PRODUCTS, INC., 655 Amherst St., Buffalo 7, N. Y. 


Also manufacturers of Mor-Sun Heating and Air Conditioning 
and Morrison Service Bodies. 
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® Used by permission 
of Hartford 


Famous 
Symbols of 


Service 


Retail Dealers must get 
good service in order 

to render good service. 
For nearly three quarters 
of a century 

Union Lumber Company, 
producer of 

Noyo Redwood, has made 
Service to Dealers 

its watchword. 

Today “NOYO" means 
dependable service 

as well as quality 
Redwood to thousands 
of dealers 

throughout the land. 


¢ Certified K.D. 

© Quality Workmanship 

e New Modern 
Equipment 

¢ Perpetuated Timber 
Supply 


On your next order for 
Redwood make it 

Union Lumber Company 
and see why 

“once a Noyo Dealer 

— always.” 


MIXED CAR 
SHIPMENTS 


Union Lumber COMPANY 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 


SALES REPRESENTATIVES New York 


THROUGHOUT THE NATION 


Member California Redwood Association 
Circle No. 78 on Coupon, page 144 





America’s NEWEST 
all-purpose building 
board 


completely fireproof— 
as workable as wood 


Del i rs ti y 


Proved in service since 1951, Asbestolux is now avail- 
able in the U.S.A. Here is a new kind of fireproof 
asbestos board. It can be nailed without drilling 
can be sawed with ordinary saw blade. It’s fireproof, 
completely inert. It’s light, easy for one man to carry 
Can be fabricated on the job 


WRITE TODAY FOR FREE SAMPLE 


= \ NORTH AMERICAN ASBESTOS CORPORATION 


Beard of Trade Building, Chicage 4, lll. + Phene WAbesh 2-1338 
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GENUINE TEAK and 
PHILIPPINE MAHOGANY in 


FURNITURE 
DIMENSION 


and 


Top Quality 
Hardwoods 
from around 

the world 


CALL +« WRITE « WIRE 


PENBERTHY 


LUMBER COMPANY 


5800 SO. BOYLE AVENUE 
LOS ANGELES 58, CALIF 
LUdiow 3-4511 
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WE SHARE YOUR ADVERTISING 
IN BIG SALES PROMOTION 


UP SON 
PRE-COATED 
STRATED BOARD 


Our Big Promotion Package is ready. We work with you—spend 
our own money for advertising right in your own community. 
A tested and proven plan that makes sales—makes money for 
you—on fast selling Upson Striated Board —NOW PRE-COATED 
in white. Striking, beautiful, unusual two-tone effects obtained 
by just one additional coat of paint. Won’t crack, check, split or 
splinter. Nothing like it. Sizes 4’ x 8’ and 4’ x 10’. Also available 
un-coated. You make your full profit on every Upson Product. 

















NEWSPAPER ADS 
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Watch for the Upson man—or START NOW! 


Mail the coupon below—and we’ll AIR MAIL BUILT-IN BOOKCASE 
samples, Promotion Portfolio and full details. 




















LIVING ROOM ROOM DIVIDER. 


= os 
— oo oe 
oe ae , and 
r ——o= Send me FREE samples, promotion package i 


details of your Big Promotion on Upson Striated 
 (m UPSON ‘=: 

1 i THE PROFITLINE == — 7 
4 THE UPSON COMPANY Position 


City State 
Upson Point, Lockport, New York Aaeres 


(a 
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’ 
What’s Your Answer? 
(Questions on page 122) 

To help dealers efficiently set up self-service for plywood. See item, page 18 
ILCO’s Relokit conversion set, designed for use on doors equipped with unsightly 
and worn-out mortise locks. See ad, page 63 

. (1) Coffee tables, (2) high fidelity cabinets, (3) bar tops, (4) work benches, (5) closet 

and (6) cabinet doors. See article, page 108. 


. Leigh Building Products. See ad, page 6. 

To show that a home is a better financial deal today than a new car. See article, 
page 70 

Dave Garroway and Jack Paar. See ad, pages 34-35, 

The light construction industry. New home permits for the first two months of 
"58 were slightly ahead of last year. See article, page 86 

Because it’s asphalt impregnated, it lets uncontrolled vapor escape through the 
walls, yet it sheds water from the outside like a duck. See ad, pages 26-27. 

. (1) Probable over-building in ’55; (2) tight mortgage money; (3) abnormal weather 
this past winter; (4) a local construction strike and (5) rise in unemployment and 
recession “talk.” See article, page 76. 

“Lucky Key Contest.” See ad, pages 88-89 


PICKERING “GOLD MEDAL” LUMBER 


comes from 


ALTITUDE GROWN 
TIMBER 


And it has all of the merits asso- 
ciated with high altitude growth— 
fine grain, soft, mellow texture, 
generous size, uniform quality. 
Pickering’s mill, completed in 1947, 
is modern and efficient. All electric 
with two band mills and a resaw, 
it can turn out 400,000’ a day. 
Twenty-four dry kilns operate the 
year around. Five sheds hold 20 
million feet of dry lumber—assur- 
ing prompt shipment of 
CALIFORNIA 


SUGAR AND PONDEROSA PINE 
WHITE FIR AND INCENSE CEDAR 


Lumber 
Cut Stock, Box Shook 








Please contact your local distributor who 
features “Gold Medal” products—or drop 
us a line at Standard, California and let 


us put him in touch with you. 


copy of our color brochure, 
**Timber,‘‘ which contains a word and pic- 
ture story of Pickering’s timber resources 
and manufacturing facilities. 


PI CK ER IN G LUMBER CORPORATION 


Standard, California 


(Near Sonora, Calif.) 


Ask for a 
The Pickering Trade Mark is your 
assurance of quality. 


Telephone Sonora JE 2-7141 Teletype Sonora 116-U 





Mills: Standard, Calif. and West Side Lbr. Co. Div., Tuolumne, Calif. 
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Bi-Fold Hardware 

New bi-folding door hardware for pas 
sageway and closet doors is said by the 
manufacturer to be smooth-actioned and 
whisper quiet due to the nylon pivots and 
guides which prevent any metal-to-metal 
contact. Concealed from view except for 
normal hinge-showing when doors are 
open, the new hardware (No. 2987) can 
be adjusted horizontally and vertically for 
alignment with jamb and header. Sets 
may be had for door openings 2’, 2’ 6”, 
3’, 4’, 5S’ and 6’. Stanley Hardware 
of The Stanley Works, Dept. AL, 
Elm St., New Britain, Conn. 
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Pre-Primed for Painting 

As asbestos cement building 
J-M’s Flexboard now comes to the 
site ready for finished painting as soon as 
battens are installed. Available in sizes 
from 4’ x 8’ up to 4’ x 12’, it is available 
in ¥%” and 3/16” thick sheets. Like the 
standard Flexboard, Pre-Primed Flex- 
board also can be used economically in 
such areas as soffits, dairy farm interiors 
and commercial or industrial buildings. 
Johns-Manville Sales Corp., Dept. AL, 
22 E. 40th St., New York, N. Y. 
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New Equipment—— 
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1958 Truck Mixer 


; The ’58 Challenge Pacemaker Truck 
\ Mixer has new operational features plus 
a more attractive appearance. Features 
| include a new water tank location, which 
gives the driver full vision to the rear of 
the mixer. A new, recessed control panel 
is well protected and carries complete 
mixer Operating instructions. A new Uni 


































} Lever gives driver complete operating 
f control of the mixer from either the rear 
} or truck cab. Now in full production at 
, the Challenge Mfg. Co. factory, the new 






mixer is available in 17 different models. 
} It is being distributed by Cook Bros. 
Equipment Co., Dept. AL, 3334 San Fer- 
nando Rd., Los Angeles 65, Calif 
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STERLING PACKAGED NAILS GIVE 
YOU THESE SELLING ADVANTAGES 










COST SAVING — Sterling packaged nails 
guarantee you accurate count ... you make 
full profit. No more loss through waste, 
spillage, or giving unnecessary ‘“‘generous 
measure” to customers. 


TIME SAVING-— Sterling packaged nails 


are at your fingertips. Pull them from stock 
















in a jiffy. Saves your time . . . no more 
weighing, bagging and tying while other 
customers have to wait. 


@ CONVENIENT —Sterling packaged nails 
are cleaner and easier to handle. And, 
packaged nails—in the sturdy Sterling car- 
ton—stack neatly to conserve valuable 
space. Your stock actually serves as your 
display! 


@ SELF-SERVICE—Attractive sales-stimu- 
lating displays of Sterling packaged nails 
lead to impulse sales. Customers appreciate 
quick self-service. 














Speeds Machine Posting 




























4 new Automatic Line Finder is said 
to position as many as three forms both 
horizontally and to the correct writing 
line for immediate posting. Offered by 
the maker for all accounting machines in 
its President series, the Line Finder in- 
stantly positions as many as three forms 
both horizontally and to the correct writ- 
ing line for immediate posting, says mak- 
er. It positions each form electrically, re- 
gardless of differences in the depths of 
the posting lines, it is said. At the end Sterling nails are packaged in @ QUICK IDENTIFICATION — Sterling 

of posting, completed forms are auto attractive, sa, oom with a packaged nails are available in 1-lb., 5-lb., 
matically ejected. If desired, either form here. pen nage camaro and 10-lb. boxes. Each is clearly labeled to 




























; can be ejected singly while the others re- | easy-to-move, easy-to-store ship- show penny size, gauge, length, and type 
main. Monroe Calculating Machine Co., | ping cartons. of nail. 
H Inc., Dept. AL, Orange, N. J. 
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More Dealers Than Ever NORTHWESTERN 
are Now Reading 4 ; - STEEL & WIRE COMPANY 


AMERICAN LUMBERMAN i ES STERLING, ILLINOIS 


Incorporated Northwestern Barb Wire Company —1879 
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... add extra profits 
to your business! 







Sensenich Counter Tops are built by 
the same skilled hands that make 
Sensenich Airplane Propellers, used on 
























private planes throughout the world. 
That’s why you'll take justifiable pride 
in installing and selling Sensenich lam- 


made of kiln dried north- 


ern hard maple 

@ electronically glued 
with moisture resistant 
urea resin 


inated wood Counter Tops . 
Sensenich Chopping Blocks and Pastry 
Boards—made to the same high quality | 
standards. Available from stock. 










\{/ @ available with or with- 
out backsplash 


Write today for complete information and 
price lists. 


@ stocked in standard sizes: 
136” thick, 12” to 96” 
long, 25’ wide 
















Dept. AL 
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ALUMINUM 
HARDWARE 


RUST-PROOF 
in BRASS, 


BRONZE 
or ALUMINUM 
FINISHES 




















saeb be i. Me it - ‘ 


PADLOCK and HARDWARE CO. 
LANCASTER, PENNA. 


ORDER FROM YOUR JOBBER 


PSE ea F Sapa Gas ee MEE ae: te 
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Sales Aids 





Certain red 


Color-Tuned Roofing & Siding 


A new display stand for promoting its 
new Color-Tuned line of roofing and sid 
ing is announced by Certain-Teed Prod 
ucts Corp. The metal counter merchan 
diser contains actual samples of Color 
runed roofing and siding. The rack is also 
designed to display the Home Harmoniz 
er book (lower half of picture), which 
provides a color selection medium and 
actual product samples for the customer's 
examination. Bestwall Certain-Teed Sales 
Corp., Dept. AL, 120 E. Lancaster Ave 
Ardmore, Penna. 
Circle No 
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Mailboxes & Door Knockers 





A new line of mailboxes and door 
knockers includes 15 styles of mailboxes 
and four styles of door knockers, under 
the Leigh Aristocrat name. The line has 
two de luxe gift-boxed models of solid 
brass and statuary bronze finish. Other 
boxes are of wrought iron, with baked 
enamel finishes of black, colonial black 
and white and a new combination of 
terra cotta and coral. A four-color display 
board, showing one of each of the basic 
mailbox styles and all four of the door 
knockers is provided. Leigh Building 
Products, Div. of Air Control Products, 
Inc., Dept. AL, Coopersville, Mich 
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(continued on page 134) 
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CROSS-CUT OR 


RIP 
TILE BOARS 


boards paige! 


/PLYWoOD 
PLAST! AMINATES Retail lumber yards all over the 
H U. S. and Canada are using the 


ARDBoarn Bennett 2-Way Panel Saw to give 


quick, accurate, cut-to-size serv- 
ice—at a profit. 


And Other Materia Is! @ ACCURACY—all cuts are 


consistently square. Verti- 
cal and horizontal scoles 
are attached for selective 
cuts. 


SAFETY—machine is fool- 
proof. Completely sofe for 
unskilled help. 


RIPS OR CROSS CUTS 
without removing panel 
from machine. 


« mem @ ONE MAN OPERATION— 
_ 
—J one man can cross cut or 
ee blind ~ | rip a 4’ x 12’ panel quicker 
than two men con on a 
table saw. 








WRITE FOR PRICES AND LITERATURE 


RICHARD C. BENNETT MFG. CO. 


BOX 339 LACEYVILLE, PENNA. 


FOR HIGH — FOR QUICK 
QUALITY! \\o. (™) SHIPMENT! 


JOIST HANGER 
TIMBER RING 


RIBBED STEEL 
\Ze. CROSS BRIDGING 


YOUCAN ‘ie 
ROOF DEPEND ON AREA WALL 


‘“— Neptes 53 
‘ 7S E> BUILDING 
SPECIALTIES | 


—— “ 


PT (a 
a 


’ FOUNDATION 
7 = VENTILATOR 
FRAMING ANCHOR PEAK VENTILATOR 


© POSTS __ @ TRUSS HARDWARE ° gece 


* LINTELS _ © SIDING CORNERS ° pen sag 


° ANCHORS 
ewinpows “FIREPLACE PARTS =. Wait piugs 


WRITE FOR CATALOG—OR SEE IT IN SWEETS 


CLEVELAND STEEL SPECIALTY C0., INC. 


ESTABLISHED 1924 — 3771 EAST 91st STREET, CLEVELAND 5, OHIO 
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TAMPER-PROOF 
SENSO LABELS! |198%.24 


: : SPECIAL 
Monarch has Tamper-Proof Sen- 
so Labels — cannot be switched 
from one item to another without 
defacing label. Senso labels re- 
quire no moistening. 

Monarch’s Model ‘‘20”’ Dial- 
A-Pricer (shown) prints from 
dial-set bands of rubber. No type 
setting required! 

g 


Price-Mark Soft Goods STORE NAME 
wih MONARCH Cl2 5876 
SWITCH-PROOF | 7’/F 


PinOn TICKETS 


The way the pin is bent makes 
Monarch Pin-On tickets impos- 
sible to remove and re-insert 
properly in another ticket—ends 
switching tickets. Monarch Mod- 
el “40” price-marks and attaches 
Pin-On tickets swiftly, all in one 
operation. 

Clear, legible, tamper-proof price-marking the Mon- 
arch way insures selling at correct prices. Stops stock 
shrinkage ...stops “leaks” in profits. Send coupon for 
further details. 


Fill out coupon, attach to your letterhead, mail. 


216 South Torrence Street, Dayton 3, Ohio 
(] Send information on SENSO Labels and Model ‘‘20”’ 


L] Send information on Monarch Pin-On price-marking 
AL558 


© The MONARCH Marking System Company 


NAME 





TITLE 
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SALES AIDS 


(begins on page 132) 





Spurs Sales of T-50 Gun 


How to tell and sell the many uses of 
its T-5O all-purpose staple gun at point 
of purchase has been incorporated by the 
Arrow Fastener Co. in an unusual ship- 
ping-display carton. Containing three T 
50s, each in its own regular stock box 
the display-shipper’s sales message says, 
“Shoot 10 staples in the same time it 
takes to hammer a nail.”” Arrow Fastener 
Co., Dept. AL, 1 Junius St., Brooklyn, 
N. Y 
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MAN O’WAR’ 


ULTRA SPAR 


MARINE VARNISH 


2 


@ Proved by tests Tough Man O'War finish has 
successfully withstood the following severe tests 
Over 10 hr. ir. 5% caustic soda; 4 hr. in 5% ammo- 
nium hydroxide; 2 hr. in a 32% sulfuric acid solu- 
tion: 7 hr. in boiling water; and 4 hr. in motor oil 
at 200°F. After each test Man O’War Marine Varnish 
displayed its original toughness and high gloss! 


@ Proved by performance Originally developed 
for marine use, sleek, durable Man O’War quickly 
became a favorite in boatyards, gave the decks of 
oceangoing ships ideal protection against foot traffic, 
and was used by boatowners for protecting mahog 
any and other fine woods. So well does it withstand | 
the effect of salt water, sun, cold, rain, spilled oil, 
and battery acids that Man O’War has set standards 
by which all marine varnishes are now measured 


Perfect for boats, garden furniture, doors, store fronts, floors and countless other uses. 
You'll discover it sells on its reputation. It’s advertised in Better Homes and Gardens 
and Popular Mechanics, and five other national magazines. And you get point-of-sale 
display panels, circulars and brochures that do a real selling job in your store. For fast 
profits, better turnover, and lower inventory requirements, start selling Man O’War 


Ultra Spar Marine Varnish today! 





MAIL COUPON > 


McCLOSKEY VARNISH CO., Dept. 715, 7600 State Ra. Phila. 36, Pa. 


Have a McCloskey salesman cal! on me at once 


Title 











Send me a free sample —! am considering handling Man O'War Ultra Spar Marine Varnish in my store 
CLOS4- 
ay oy 
Name 
Company 
Cy 
cL a Address 
Lenicn 
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Garden Trellises 


Concord Woodworking Company's gat 
den trellises are shown to best advantage 
on an attractive self-service display rack 
Ruggedly constructed of sturdy California 
Redwood to hold any widths, the unit 
may be used as an island display or may 
be placed against a wall. Designed to keep 
trellises in an orderly appearance. Con 
cord Woodworking Co., Dept. AL, 10 
Beharrell St., West Concord, Mass 
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Promotes Natural Finishes 


Mounted in a 10” x 15” richly grained 
walnut frame are four different types of 
wood panels—fir, pine, birch and wal 
nut. All are attractively finished with 
Pryme sealer and Fabuloy clear finish, 
according to various schedules, which 
produce various finishes from a brilliant 
high gloss to a soft, hand-rubbed effect. 
Labels on backs of panels describe fin 
ishing methods. Pierce & Stevens Chem- 
ical Corp., Dept. AL, 710 Ohio St., Buf- 
falo 3, N. Y. 
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Wallace Ply Wall Panels 


To introduce its new line of factory 
finished wall panels in 12 popular fin 
ishes of rich natural wood, the maker 
has available two types of displays 
Both are designed to hang on the wall or 
add to the display floor or display on 
the counter. The hanging unit, 24” x 
44”, hooks together 12 actual samples of 
the new Wallace Ply Grained Finish 
Panels. The floor or counter-top model 
is 12” wide x 40” high, requiring only 
one square foot of floor or counter space 
Wallace Mfg. Co., Dept. AL, 10th & Fay- 
ette, North Kansas City, Mo. 
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Frank Johnson, a MINNESOTA salesman for over 
50 years, sets up part of the new dealer promo- 
tion in the store of Bud Rux in Rockford, Minnesota. 








’? sales booster in action 


Here’s what vour MINNESOTA PAINTS 
MINNESOTA 


wh 


salesman does to get new 
Paint Dealers off to a profitable start: 
He sets up a proven traffic-building 
giveaway promotion «displays color- 
ful wall and window banners «sets up 
product point-of-sale materials ¢ pro- 
vides registration blanks for obtaining 
a bonafide prospect list ¢ blankets 
your trading area with a colorful 
broadside mailing «+ gives you im- 
printed hand-out flyers « furnishes 
radio-TV scripts, news releases and ad 
mats. All these merchandising mater- 
ials are free with your original order— 
and your MINNESOTA salesman starts 
them working for you. 
BUT THAT'S ONLY THE BEGINNING! 
Throughout the year, MINNESOTA 
PaINnts furnishes you with powerful 
seasonal promotions designed to build 
more sales and profits. As a MINNE- 
soTA Paint Dealer, you also enjoy an 
exclusive franchise in your trading area, 
To find out more about it, write... 


Minnesota Paints, Inc. 


1101 Third Street South, Minneapolis, Minnesota 


th 


Aa 


Meee 


PAINTS 


PLANTS: Fort Wayne 
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BE SURE! USE ONLY 


 ARROW’S 





ee 7 


Never fractures flange of ceiling tile! 
TESTED & 
APPROVED BY #84! 


“Only Arrow’s T-50 Staple Gun takes Ceiltile 
Arrow sells only through the trade! 


Marrow fFaAsrTener [0..f/nc. 


ONE JUNIUS STREET, BROOKLYN 12, N.Y. 


Armstrong 


CELOTEX 
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FAMOWOOD - _.. the AMAZING .... 


ALL-PURPOSE PLASTIC for wood finishes! 
Applies like putty... Sticks like glue! 


FAMOWOOD is the answer...where wood finishes 
are important. Simple to use... efficient, lasting, time 
saving, when filling wood cracks, gouges, nail and 
screw holes or correcting defects. Dries quickly, 
does not shrink. Stays put under adverse conditions 
FAMOWOOD sands easily, does not gum up 
sander. Takes spirit dye stains freely. Waterproof and 
weatherproof when properly applied. Ready to use 


“right out of the can.” Fifteen matching wood colors 


...with amazing matchless wood finishes 
USED BY FURNITURE MFGS + SASH AND DOOK MFGS 


CABINET MAKERS + CONTRACTORS OAT BUILDERS + PAINTERS 
AIRCRAFT PLANTS + PATTERN SHOPS » HOME BUILDERS « ALL WOOD PRODUCTS 


FAMOWOOD descriptive literature & price list on request. Distributor & Dealer inquiries invited, write Dept 523 


BEVERLY MANUFACTURING COMPANY tos anceurs 3. caur. 


Manufacturers of... FAMOWOOD + FAMOGLAZE + FAMOSOLVENT 
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More and more of your custom- 
ers are asking about treated pole 
frame construction for durable, 
low cost farm buildings. Treated 
Lodgepole Pine from J. Neils is 
the answer to their needs and to 
increased sales for you. J. Neils 
poles are straight, strong, with 
uniform taper. They are selected 
from our own timberlands, and 
treated (penta or creosote) in our 
own plant. Mixed cars can in 
clude poles with treated or un- 
treated lumber. Free plans and 
erection instructions available 


J. Neils Lumber Company 
Division of St. Regis Paper Co. 





MILL AND TREATING PLANT AT LIBBY, MONTANA 
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If Boom Comes, We May 


Have Worker Shortage 


Effective apprenticeship training program is key to ade- 


quate labor supply, says Government labor expert. 


If there is a considerable expansion 
in demand for workers throughout the 
economy in 1960, the construction in- 


decade 1930-40. 


the number of apprentices it will need, tor, apprenticeship program for the U. S 


FROM LEIGH 














{ ee 

RESIDENTIAL CANOPIES 
They look like a million dollars—yet they're priced for big-volume sales! 
This sparkling newest addition to the famous Leigh line of building 
products meets your customers’ demand for attractive, easy-to-install 
doorway protection. Shipped in one convenient carton — easy to as- 
semble. Attractive styling blends with any architecture. Choice of colors 
— tile red and white, blue and white, green and white. Long-life con- 
struction — all metal, specially coated and treated to provice a finish of 
outstanding weather resistance. Sizes 48” and 54” widths, both with 40” 


projection and 6” depth. FREE literature — see your jobber or write us. 


LEIGH BUILDING PRODUCTS 


Division of Air Control Products, Inc. 


1858 Lee Street Coopersville, Michigan 


IN CANADA LEIGH METAL PRODUCTS LTD. 72 York St., London, Ontario 


RELATED ITEMS FROM THE COMPLETE LEIGH LINE OF BUILDING PRODUCTS 


= YA Ui Ws Ui 


—_ > 
& y BUILDING PRODUCTS 
y 4 _ Awnings & Canopies Outdoor Accessories 
+. GA VA Cleset Accessories Aristocrat Mail Boxes 
s : yf a Full-Vu Bi-fold Doors Ventilators 
ke Folding & Sliding Door Hardware 
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because of the low birth rate in the 


That is the comment made to A. L. 
dustry may have difficulty in obtaining by Edward E. Goshen, executive direc- 





40 CITY SURVEY 
Trade Completions Losses 
Masons 1,333 1,352 
Carpenters 1,693 2,799 
Electricians 1,289 727 
Painters 457 1,344 
Plasterers 512 666 
Pipefitters 1,495 1,359 


Sheetmetal 1,374 635 











Department of Labor. The table sum at 
top of this page, supplied by Goshen, 
summaries the current situation 

Goshen said: 

“We believe the construction industry 
now has the best base for expansion of its 
labor force it has ever had. The reason 
is that contractors and labor leaders at 
all levels are fully conscious of the im 
portance of skill. They are doing more 
than talk about it. 

“Approximately 5,000 local trade joint 
apprenticeship committees are active to- 
day. At the end of 1957 there were 114, 
033 registered apprentices in construction 
trades. The number of apprenticeship 
completions over cancellations showed a 
marked improvement over 1956—10,794 
completions against 8,930 cancellations 
In 1956 there were 7,880 completions 
against 9,349 cancellations. 

“Some trades are doing much better 
than others. In a recent 40-city survey 
there were reported 1,693 completions 
among carpenter apprentices but 2,799 
journeyman losses. However, among elec 
tricians, pipefitters and sheet metal ap 
prentices there were twice as many com 
pletions among apprentices as there were 
losses of active journeymen.” 

Goshen said that building material 
dealers can make important contribu 
tions to the training of apprentices by 
offering their assistance to local joint ap 
prenticeship committees in their areas 


WESTINGHOUSE CABINET LINE—Both 
wood and steel cabinets have been add- 
ed to the Westinghouse line of consumer 
products, being the first major appliance 
maker to offer wood cabinets. The 
maple cabinets are shown above, with 
recessed grooves on wall units for open 
ing. 
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SSequiwre 
For handsome appearance during life-long 
hinge performance. A full line of top- 
quality butts in all popular finishes. 
Your customers deserve fine hardware. 
Why not handle Griffin hinges? 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 
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WORLD FAMOUS MAIL ORDER 
FIRMS ORDER HARBIL HB- 7's 
AFTER LABORATORY TESTING 
ALL MAKES OF PAINT SHAKERS 


because ... 


* The HB-7's durability, 
strength, service-free oper- 
ation and thoroughness of 
mix was laboratory proven 
to rate highest! 

1440 Whipping Action 
strokes a minute! The fast- 
est, smoothest shake of any 
paint shaker made! 

With all this Turbulence, it 
operates so quiet and Vi- 
bration-Free, YOU CAN'T 
BOLT IT DOWN! 

Twin cradles shake 1% pt. 
to 1 gal., 2 diff. sizes at 
one time, or operates with 
one cradle empty! 

Write Dept. AL-11 for Details! 


Wheeling Rd. & Exchange Ct. 
Wheeling, Illinois 
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CEMENT LOOSENS EASILY 
with a tap of the hammer! 


FORTEX 


Reinforced Fabric 
BUCKETS and PAILS 


* LIGHTWEIGHT 


- INDESTRUCTIBLE 
- PLIABLE SS 


* PROFITABLE 


ALL THESE 
FEATURES! 


Can’t dent, break, leak, 
rust, crack, dinge! 


Won't scratch wood, paint, 
metal, porcelain. No slip or 
slide. Noiseless! 


Resists acid, sea water, soap, 
grease, alkali corrosion. Mold- 
proof! 


Not affected by cement, lime, 
plaster, paint, chemicals, in- 
secticides, sprays, disinfectants, 
preservatives. Overnight sedi- 
ments loosen quickly—without 


damage! 


Graduated for measuring mixes 


and liquids! 


No sharp edges to hurt ani- 


Is. to clean. 
ae, Coty te eeae No more ruined pails! With 


Fortex pliable buckets and pails, 
cement loosens with just a tap 
harm. of the hammer. More and more 
construction men are asking for 
them... be first to feature Fortex 
in your area! 


Extreme heat and cold will not 


Fully guaranteed! 


Standard Pail—10 qt 
Many made with Dupont Neoprene 


Heavy Duty Bucket—12 aqt., 16 qt 


Farm Tub Feed Trough—6'/2 gal.—black 


-CAUCHOTEX INDUSTRIES, INC. 


44 WHITEHALL STREET - NEW YORK 4, N. Y. 
Whitehall 4-7298 
Contact Your Wholesaler - or Mail the Coupon! 
eas 


CAUCHOTEX INDUSTRIES, INC. } ogre 
44 Whitehall St., New York 4, N. Y. —— 


are still open. 
Please send me Fortex literature and prices. |Write for Fortex facts. | 





Store Name 


Address 


ais | 
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Here’s your chance to win national and local recognition 


as one of the top U. S. lumber dealers, plus useful prizes, 


simply by telling what you do to sell home improvements! 


eHOME IMPROVEMENT, maintenance and addi 
tions, comprise a market which U.S. Dept. of Com- 
merce figures indicate should total more than $12 
billion in 1958. 


Home Improvement Council now offers every dealer 
the support of a nation-wide campaign to capitalize 
on this huge market. 


To call attention to this opportunity and the poten 
tial it offers for the sale of building materials, Amer 
ican Lumberman is sponsoring awards and offering 
prizes for special dealer achievement in the sale of 
home improvements. 


e YOUR 1958 SALES PROGRAM CAN WIN! The 
methods you now use, or plan to employ this year 
to sell home improvements may win national recog 
nition and local publicity for you as an entry in the 


American Lumberman’s 1958 Dealer Achievement in 
Home Improvement Awards contest. 


eWHO IS ELIGIBLE TO ENTER? Every lumber 
and building product dealer in the U.S. is eligible 
to enter this contest. 


eHOW TO ENTER: The contest is simplicity itself 
. all you do to enter is fill out the entry blank, across 
the page, and mail it to American Lumberman. 


e AWARDS: A total of four (4) national, and ten (10) 


regional awards will be made. 


e PRIZES: Ist Prize—a complete home planning cen 
ter for your store. 2nd Prize— Stereo Realist Camera 
outfit. 3rd Prize—complete set of ADservice ad mats. 
4th Prize—Home Maintenance & Improvement direct 
mail package, one year’s service for 100 prospects. 


EVERY WINNER GETS THIS RECOGNITION! 


1 Full national coverage in American Lumberman. 


2 News release sent to dealer association of which 
award-winner is a member. 


3 Local presentation of award with resultant news- 
paper publicity. 


4 Local mailing, covering facts and basis for award, 
to winner’s suppliers, contractor customers and to 





important local business factors such as bankers, 
realtors, etc. 


5 A beautiful award certificate suitable for framing. 


6 A miniature reproduction of award certificate for 
use in advertising. 


7 Subsequent feature editorial treatment of winner’s 
operations in issues of American Lumberman. 
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First Award 


FOR DEALER ACHIEVEMENT 


CDi di Teataicincns 


PursENTED THY 


1 WEEE : a= 





for outstanding performance 
in promoting HOME IMPROVEMENT 


. aaneay ah 
Nas 











DEADLINE )FOR ENTRIES: June 30, 1958 


JUDGES: Fred C. Hecht, general retail merchandise and sales manager, Sears, Roe- 
buck and Co., Chicago; Don Moore, executive director, The Home Improvement Coun- 
cil, New York and Ivan Foley, prominent New Orleans lumberman. (Mr. Hecht is also 
president and chairman of The Home Improvement Council.) 





OFFICIAL ENTRY BLANK 


Dealer Achievement Awards in Home improvement We've already made a good start in promoting 
remodeling in our yard. We are now doing the 


AMERICAN LUMBERMAN following— 


139 North Clark Street We have become a member of HIC (Home 
Chicago 2, illinois Improvement Council) 

We have outside salesmen work- 
It’s easy and simple to enter. Check to the right to indicate present services ing this market. 
you now offer, and then write, below, a brief summary of your 1958 pro We have a list of qualified contractors, with 

‘ . : , : their specialties detailed. 

gram to sell home improvement. : 

We have our own crew of remodeling me- 

chanics 


HOME IMPROVEMENT SALES PLANS FOR 1958 
We have made a market survey and know 


e 

° 

* 

+ 

* 

« 

“ 

. 

* 

os 

* 

© 

. 

z 

3 

In 1958, we plan to do the following to sell still more profitable home improvement the best “packages” to promote. i 

business: We have displays of completed “packages,” ° 
such as model kitchens. 

We are ready to give estimates prompily - 

and accurately. e 

We follow up leads supplied by manufac- ° 

turers. oa 

We have modern visual sales tools—slides, * 

photos, etc., to use on calls, in the store. * 

. 

* 

+ 

” 

a 

a 

. 

« 

8 


(Just o brief summary in your own words will do. However, there is no word limit. Take all the We offer true one-stop service on remodel- 
space necessary—use a separate sheet, if needed—to give us a clear picture of your 1958 program.) ing—material, labor, financing. 
We have a planning center in our store to 


NAME OF INDIVIDUAL merchandise remodeling. 


SUBMITTING ENTRY TITLE 


We advertise remodeling consistently. 

COMPANY We display effectively the materials most 
often used for remodeling. 

ADDRESS We call on customers at night in their homes 


CITY ZONE STATE to close deals. 
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Copy Machine Has Many Uses 


Dealers find that quick 
money. 


The desk-top copy machine, cur- 
rently available at moderate cost in 
both wet and dry process units, is be- 
ing used by more and more retail 
lumberyards. 

A recent 
dealer survey 


American Lumberman 
reveals the following 


copying saves both time and 


uses for this machine: 

1. Making duplicate copies of in- 
voices for special customers. 
Producing copies of price book 
pages for sales use. 

Making copies of specially pre- 
pared lists of selected prices 


MULTIPLEX DISPLAYS 
HELP CUSTOMERS BUY 


Your refail customers 


duct 


builders or 


neeag more pro 


nformation and other assistance than 


contractors. An excellent way 


to handle this problem is by the use of 


nformative displays 


For panelling, molding, wall and floor 


coverings, doors and many other flat 
tems, Multiplex Display Panels are ideal 
They are available in a range of sizes from 


16” x 21” 


MULTIPLEX 


DISPLAY FIXTURE CO. 


907-917 No. 10th St., St. Louis, Mo. 


” 


to 48” x 96”. Panels are steel 





Sit mao ie, 


Circle No. 110 on 


framed and use pegboard, fiberboard, ply 
wood, and other fillers can be used 
as a wall-mounted unit (see photo) with any 
number of panels, or as a self-supporting 


stand-up unit—from one panel up to twenty 


Our 


Multiplex in other dealers’ showrooms, and 


new catalog illustrates the use of | 


describes sizes, prices, construction features, 


etc. Mail the coupon for your copy 


Please Catalog 
NAME 
COMPANY 


ADDRESS 


CITY & STATE 


Coupon, page 144 


made up for specific customer 
groups on the prospect list. 


Making copies of small drawings 
of home modernizing jobs for 
building inspector and lender’s 
files. 


“It’s hard to say if a machine like 
this is paying for itself, but we do 
know that we use it many times every 
day,” says G. H. Parker, manager, 
Parker Bros. Lumber Co., Blooming- 
ton, Ill. “We wouldn't go back to oper- 
ating without a copy machine.” 

Serves special customers. Manage! 
Don Anderson, Davis (Calif.) Lum- 
ber Co., says he has a public utility 
company customer who requires more 
invoice copies than can be made on 
the typewriter. 

“We run these invoices through our 
copy machine and every one is 
legible as the original,” he says. 

Anderson uses his copy machine to 
prepare monthly statements for his 
revolving credit accounts, thus saving 
typing time and insuring accuracy 


as 


Small drawings made. One of a 
number of dealers using desk-top copy 
machines to copy small drawings of 
home modernizing jobs is B. W. Chan- 
donia, manager, Lowe Lumber Co., 
Mishawaka, Ind. The yard does an ex- 
tensive business, developing new 
home and modernizing construction 
jobs for their contractor-customers 
The ability to make clear copies of 
sketches promptly is valuable in clos- 
ing these sales, Chandonia feels 


(There are a number of moderate- 
priced copying machines on the mar- 
ket. Write American Lumberman, 139 
North Clark Street, Chicago 2, for a 
free list.) 


SPECIAL PRICE LIST is produced on desk- 
top copy machine by G. H. Parker, Park- 
er Bros. Lumber Co., as a part of a 
mailing to group of selected builders. 
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MAN LLL NLOANVA\ 


“Say, we’re running low on 


Trinity White Cement 


—seems like there’s been a 


steady stream of it going out.” 


NVI 


“Yes, I'll get another order in 


VAT MN 1\ 
\/ 


ourselves when we stocked 


{ —we did a good day’s work for 


TRINITY WHITE.” 


A product of GENERAL PORTLAND CEMENT CO., Chicago, Dallas, Chattanooga, Tampa, Los Angeles 
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American 
Lumberman 


Classified 
Advertising 





Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 


1 Time —30c per word for each insertion 


Minimum charge of $1.50 per line. 
3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 


per line. 


Add $1.75 per insertion for blind ads bearing 
box number 

No 
allowed 


agency commission or cash discount 


All ads for classified section must be in Pub 
lisher's office 14 days preceding date of pub 
Advertisements are set in uniform 6 


No 


lowed. Replies forwarded without additional 


lication 


point style. cuts or special borders al 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 


mailing copy for ads address them to 


AMERICAN LUMBERMAN, INC 
139 N. Clark St., Chicago 2, Ill 








( Here's the one thar 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repaits in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


L NOT 
wil SHRINK! it WORKS BETTER. 








STICKS AND STAYS pyr 
ll 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
Tt year after 
year.” What's more, 
Durham’s Rock- 
Hard Water Putty 

es you by far the 
ce profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty , ts not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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HELP WANTED 


SITUATIONS WANTED 








DETAILER - BILLER 


A reliable and experienced man wanted by 
old established millwork company in middle 
west. Must be qualified in architectural 
millwork. Good salary and opportunity 
Please give full detail of experience, per- 
sonal background and availability. Address 
30x C-20 American Lumberman, Inc 


WANTED—Midwest Custom Millwork Plant 
needs estimator to take off and price mill 
work items from architect's plans fo: 
churches, schools, commercial buildings, etc 
Cost Book A experience desirable. Ability 
to detail and bill will influence employment 
Write full particulars and salary expected 
Address Box C-38 American Lumberman 
Inc 


FHA TITLE II MAN 
Large Florida Retail Lumber and 
Material Dealer wishes to employ 
perienced in making application for and 
processing FHA Title II Loans, and VA 
Loans, and in the handling of Construction 
Mortgages. Must have good record. Address 
Box C-39 American Lumberman, Inc 


Building 
man ex- 


ESTIMATING AND SALES 
Excellent opportunity for 
man with a successful Lumber 
Material Firm in a rapidly 
within 70 miles of Chicago. Must be inter- 
ested in bettering himself in a growing or- 
ganization. Knowledge of drafting preferred 
Profit sharing and other benefits. Write 
stating qualifications, age and references 
All replies will be answered. Address Box 
C-40 American Lumberman, Inc 


aggressive you! 
and Building 
expanding area 





SITUATIONS WANTED 











Bookkeeper—familiar with lumber terms 
middle age; self employed for some time 
Like distribution yard, wholesale or some 
manufacturing. Consider other. Address Box 
C-41 American Lumberman, Inc 


seeks better position reta) 


all phases 


Reliable man 
lumber yard. 15 years experience 
millwork, sales, estimating, yard foreman 
carpenter. assistant manager. Hard worker 
Knows how create, keep customers goodwill 
35 years old. Married. Go anywhere. Address 
Box C-46 American Lumberman, Inc 


Will start or run 
reliable yard, includin 
Spotless referenc: 


Homer, N 


Experienced 
type program tol 
complete modernization 


A. Dahlman, 4 Maple 


prefabs 
prefab 





SALES REPRESENTATIVES 
WANTED 





INTERCOMS—Leading manufacturer of in 
tercoms, door-answering and music distribu 
tion systems seeks aggressive reps calling 
on wrolesalers and contractors in building 
field. Address Box C-42 American Lumber- 
man, Inc 





SALES REPRESENTATIVE 
AVAILABLE 








Salesman, age 45, 25 years experience, de- 
sires position representing one or more com- 
panies, travelling western states; preferably 
building materials. Address Box C-43 Ameri- 
can Lumberman, Inc 





BUSINESS OPPORTUNIT'ES 








FOR LEASE 
lumber yard in 


Modern well established retail 
prosperous Southwestern 
Michigan town of 8000. $35,000.00 inventory 
Excellent location and opportunity. Address 
30x C-45 American Lumberman, Inc 











Trade Mark 


DOUGLAS FIR 


Registered 


PONDEROSA PINE— SUGAR PINE 


WHITE FIR 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 


Sales Office at Susanville, California 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


ANDERSON, CALIFORNIA 
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BUSINESS OPPORTUN.TIES 








BUSINESSES FOR SALE 





DISTRIBUTORSHIPS 
AVAILABLE 
It is seldom that distributorships are avail- 
able or solicited by the makers of one of the 
top prestige paint maker a company 
that has been in business for 124 years 


Most independent dealers are feeling the 
pinch of discount houses manufacturer 
owned stores and mail order stores 
This is the first time an invitation in thi 
form has been made. Where we will present 
yur story, it is our belief that in produc 

packaging. promotions, profits, it will be 
proven that no better proposition in paint 


Nas ever presented 


May we suggest that you write immediatel 
may be that your territory i 
do not delay write to 
& Sor Inc 1700 ava 
Baltimore 30, Maryland 


Weil rated Indiana wholesaler interested ir 
financing your orders on split profit arrange- 
ment. Mid-West only Address Box C-44 
American Lumbermar Inc 





BUSINESS WANTED 





Will buy or lease small yard Ohio, Indiana 
or South. Must stand scrutiny. Discuss part 
ownership. A. Dahlman, 4 Maple, Homer 
N.Y 





WANTED—RAILS 





RAILS. New and Relaying, Bought and Sold 
1009 Good Serviceable Kiln Trucks in stock 
M. K. FRANK 
480 Lexington Ave., New York 17, N.Y 
400 Park Bldg Pittsburgh 22, Pa 
105 Lake Street. Reno, Nevada 





RAILS—FOR SALE 





New and reconditioned relaying rails, < 
veights, for dry kilns and other purposes 
MIDWEST STEEL CORPORATION 
518 Drvden St.. Charleston. W. V 





MACHINERY FOR SALE 





For Sale: Flooring Machine, Woods 501, re- 
built, ball bearing, all electric direct moto 
driven two sets flooring heads Price 
$8995.00. Faggart Brothers Oak Flooring Cor- 
poration, Concord, North Carolina 


FOR SALE—1 MODEL 24 FV 208 15,000 lb 
Rate, CLARK FORK TRUCK—in excellent 
condition, selling for 25% discount. LOVE 
LUMBER SALES, INC., FLINT 3, MICHI 
GAN 


Prosperous building material business in 
Michigan's best tourist town. Ample ware- 
houses and yard space. Large, modern sales- 
room. Best of prospects. Would prefer to 
lease land and buildings. About sixty thous- 
and will cover stock and equipment. Apply 
Box B-43, American Lumberman, Inc 


FOR SALE: Retail Lumber Yard in heart of 
Permian Basin Oil Field. Located in city 
having experienced fabulous growth in past 
ten years, and in which sound economists 
and all who know area predict continued 
substantial and even greater development 
Approximately $45,000.00 inventory. Terms 
available. Business is now decidedly a going 
concern. Owner has acquired real estate and 
other outside interests. Past volume of busi- 
ness from $325,000.00 to $450,000.00 vearly 
Records and past income tax payments avail- 
able. Those answering this ad will be inves- 
tigated before discussion of sale. Address 
Box C-33 American Lumberman, Inc 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information 
THE MINNESOTA SPECIALTY CO 

Minneapolis, Minn 





BOOKS FOR SALE 





HOW TO PLAN A HOUSE 
J. Ralph Dalzell and Gilbert Townsend. .$6.95 


Contains all the basic and authoritative in- 
formation necessary to planning a house 
shows your draftsmen and builders practical 
way to work out the features new home 
prospects want in their dreamhouse 584 
pages, over 400 illustrations and tables 


BUILDING TRADES BLUEPRINT READING 
J. Ralph Daizel $2.40 


With the clearness of a primer, this book 
offers a concise explanation of the principles 
of reading the blueprints used in the build- 
ing trades. Helps the reader quickly under- 
stand conventional symbols and terms. Sets 
of practical questions and answers make it 
ideal for study at home. 142 pages, 110 il- 
ustrations 


BLUEPRINT READING 
Dalzell, McKinney and Ritow $1.75 


A self-help book that presents the funda- 
mentals of blueprint reading for the build- 
ing trades. Partial list of contents: Architec- 
tural conventions. Dimensions on blueprints 
Specifications and notes on blueprints. Read- 
ing plans. Questions and answers. 111 pages 
69 illustrations 


AMERICAN LUMBERMAN, INC 
139 N. Clark St., Chicago 2, II 





MANUFACTURERS 


Since 1879 





EXCHANGE SAWMILLS SALES CO. 


SOUTHERN and WESTERN WOODS 


Yoncalla Lumber Co. 
Douglas County, Oregon 


1400 R. A. Long Bldg. 
Kansas City 6, Mo. rwx xc-s84 


DISTRIBUTORS 


Representing: 


LUMBER MAP 


OF FINE 


NORTHERN 
HARDWOODS 


For more than half a century Northern 
Woods have been recognized for their 
high quality and satisfactory service 
Today's products of the Northern region 
are better than ever—well-manufactured 
accurately graded, properly dried. Con 
sult the firms on this column for your 
quirements in all Northern Woods 


re 


V 





“Copeland Lumber Co...... . Chicago, Ill. 


Mills—Marquette and Newberry, Michigan 


Saies Office — CHICAGO — 228 N. La Salle S 
Hardwoods 


Planing Mills and Dry Kilns 








*+J, W. Wells Lumber Co. . . Menominee, Mich. 


Hard Maple and Oak “looring. Strip, Herringbone 
Block patterns. Custom kiln drying. Upper grades 
Hard Maple and Birch lumber, rough 





* Marshfield & Park Folls 
*Roddis Plywood Corp. . Wisconsin 
Roddis Lbr. & Veneer Co. of Mich., Ironwood, Mich 
Roddis Lb. & Veneer Co., Ltd 
Sault Ste. Marie, Ontario, Can 
Complete stock N. Hdwds., Hemlock, W. Pine, Ce 
dar Prod., Maple, Birch, Fig. Hdwd. Ven’r'd Doors 
Piywd. Modern Dry Kiln facilities 





Subsidiary of 

x 

Goodman Lumber Co. . caiumet & Hecla, Inc 

Sales Office: GOODMAN, WISCONSIN 
Mills at: Goodman, Wisconsin and Mohawk, Michigan 
Northern Hardwoods, Hemlock, White Pine and Bass 
wood, Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 





tMember Maple Flooring Mfrs. Assn. 


*Member Northern Hemlock & Hardwood Mfrs. Assn 
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New Literature 





Technical Data 


{4 Work Schedule Calendar’ to help businessmen forecast 
work overloads and vacation periods has been prepared by 
Manpower, Inc., international temporary help service. The six 
month calendar is arranged so that the executive can chart the 
periods in which extra help will be needed and arrange for it in 
advance through the temporary help service. Manpower, Inc 
Dept. AL, 820 N. Plankinton Ave., Milwaukee 3, Wis 


e No. 232 on Coupon, page 144 


Clay Flue Lining. Standard recommendations for safe chim- 
ney construction, complete with drawings and ASTM specifica- 
tions, are contained in a new and revised bulletin. Completely 
illustrated, the bulletin describes the advantages of clay flue lin- 
ing in chimney construction, explains how clay flue lining makes 
homes and buildings fire safe. Clay Flue Lining Institute, Dept 
AL, 161 Ash St., Akron 8, Ohio. 


( e No. 233 on Coupon, page 144 


Truck Mixer. A new 20-page color catalog illustrates and de 
scribes the 1958 Challenge Truck Mixer. It tells how the Chal- 
lenge Mixer helps the ready mixed concrete operator be of better 
service to his customers. Also, it tells the operator how he can 
custom build his mixer fleet to meet his particular operating re 
quirements. Cook Bros. Equipment Co., Dept. AL, 3334 San 
Fernando Rd., Los Angeles 65, Calif 


Cc e No. 234 on Coupon, page 


Steel Sandpaper. A new all-steel sandpaper, Dragon-Skin, is 
described and illustrated in a two-color catalog sheet now avail- 
able. Photographs and line drawings explain how Dragon-Skin 
sands, rasps and shapes woods, plastics and soft metals. Text 
material offers ideas for displaying the attractive boxed units 
Red Devil Tools, Dept. AL, Box 355, Union, N. J. 


Cc e No. 235 on Coupon, page 144 


‘How to Sell Operative Home Builders” is the title of a con- 
densed manual offering an original concept of selling, omitting 
many steps heretofore considered vital in getting the order. It is 
not limited in scope to the essentials of house construction, but 
may be used profitably by suppliers of equipment and even fur 
nishings. It is edited by Waldemar (Bille) de Bille, himself a 
builder-salesman. Price is $2.50 per copy. Mellib Institute, Dept 
AL, Merchandise Mart Box 3513, Chicago 54, IIL. 

Circle No. 236 on Coupon, page 144 

Metal Lath Suspended Ceiling. Technical Bulletin Nos. 12-1 
and 12-2 relating to “Suspended Metal Lath and Plaster Ceil 
ings” are now available for free distribution. A feature of these 
two bulletins is a large illustration covering the size and spacing 
of all metal components for a metal lath suspended ceiling 
Metal Lath Manufacturers Assn., Dept. AL, Engineers Bldg 
Cleveland 14, Ohio 

Circle No. 237 on Coupon, page 144 


Consumer Data 


Floor Tile. Tile-Tex’s floor tile in popular colors and pat 
terns are beautifully illustrated in a new 12-page brochure. Ar 
chitectural specifications and size data are shown, as well as the 
firm’s complete line of adhesives and maintenance materials. The 
lile-Tex Div., Flintkote Co., Dept. AL, 1232 McKinley, Chicago 
Heights, Ill 


Railings in the Modern Manner’ is the title of a new bulletin, 
No. 831, which shows detail drawings that are helpful to the 
men who design, specify or install railings for home, comme! 
cial and industrial purposes. The new line of railing components 
illustrated includes railing posts, handrail moldings, fittings 
and handrail brackets. Julius Blum & Co., Inc., Dept. AI 
Carlstadt, N. J. 


“WHAT’S NEW!” 


10 17 13 15 17 18 «#419 


20 
FOR INFORMATION ON 22 23 25 27 30 31 32 33 34 35 36 37 38 39 40 
42 43 45 47 50 51 52 53 54 55 56 57 58 59 60 

80 


Advertised Prod ucts } 62 63 65 67 70 71 72 73 74 75 76 77 «78 79 
82 83 85 87 90 91 92 93 94 95 96 97 98 99 100 
102 103 104 105 106 107 108 109 110 1114 112 143 114 145 116 117 118 119 120 
122 123 124 125 126 127 128 129 130 131 132 133 134 135 136 137 138 139 140 
% 142 143 144 145 146 147 148 149 150 151 152 153 154 155 156 157 158 159 160 
162 163 164 165 166 167 168 169 170 171 172 173 174 175 176 177 178 179 180 
182 183 184 185 186 187 188 189 190 191 192 193 194 195 196 197 198 199 200 
202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 


222 223 224 225 226 227 228 229 230 231 232 233 234 235 236 237 238 239 240 


Circle the numbers at the right which oppear 
under the. advertisements on which you 
wish datc 


FOR INFORMATION ON 


“What's New” Items 


Circle the code number at the right which 
canesponds to the number listed at the end p 241 242 243 244 245 246 247 248 249 250 251 252 253 254 255 256 257 258 259 260 


of that particular “WHAT'S NEW” item. 261 262 263 264 265 266 267 268 269 270 271 272 273 274 275 276 277 278 279 280 
281 282 283 284 285 286 287 288 289 290 291 292 293 294 295 296 297 298 299 300 
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ADVERTISERS’ INDEX NEA 


Tamms Industries Co 
Tennessee Stove Works 
Trinity White Cement 
Truscon Steel Div 
Acme Steel Co. ..... : E Republic Steel Corp., Truscon Steel Div Republic Steel Corp 
Aluminum Co. of America 5 Richards-Wilcox Mfg. Co 4% 
American Lumberman a = 3¢ Richkraft Co., The aac li Union Lbr. Co 
American Screen Products Co : Ridge Tool Co., The .. U. S. Steel Corp 
American Telephone & Telegraph Co q Roddis Plywood Corp ; : Upson Co., The 
Amerock Corp Roper Corp., Geo. D : ‘ Uvalde Rock Asphalt Co.. 
Archer-Daniels-Midland Co Russell & Erwin Div., Azrock Floor Products Div 
Arrow Fastener Co., Inc 23, 135 The American Hardware Corp 5S 
Azrock Floor Products Div., Russell Co., F. C . Van-Packer Co., 

Uvalde Rock Asphalt Co 2s Div. of The Flintkote Co 

Safe Padlock & Hardware C 32 Virden Co., John C 

Barrett Division, Sargent & Co ene se 

Allied Chemical Corp 9: Sensenich Corp. .... 132 Washington Steel Products 
Bennett-Ireland, Inc , osanas Sherman Products, Inc Wells Lbr. Co., J. W 
Bennett Mfg. Co., Richard C. . 3: Simpson Logging Co 5 Western Pine Association 
Bestwall Certain-teed Sales Corp ee Stanley Electric Tools Weyerhaeuser Sales Co 
Beverly Mfg. Co cea 5 Div. of The Stanley Works 25 White Instrument Co., Davi 
Bird & Son, Inc 34-35 Stanley Hardware Wilkenson Mfg. Co 
Bruce Co., E. L. Re Div. of The Stanley Works 3 Wisco, Incorporated 
Bunyan Lbr. Co., Paul 4: Stanley Tool: Wisconsin-Michigan Group 
y Div. of The Stanley Works 2 Wood Products Co 





California Redwood Association 
Capitol Products Corp 


Cauchotex Industries, Inc ; a 

Clarke Sanding Machine Co. . ‘cor NE W MEETS THE NEED FOR 
Cleveland Steel Specialty Co., Inc. ....13: eece 

Consumers Glue Co ; 


Gox& Sona, ime Avihiie 2000200020002." A FUNCTIONAL YET BEAUTIFUL 


Curtis Companies, Inc 


Donisten on Te ano ons++-- = SCREEN and STORM DOOR LOCK 


Machine & ‘oer Co 
Dexter Lock Div., Dexter Industries Inc 
Dodge Corp., F. W . say 0 
Dodge Div. of Chrysler Corp 
Donley Brothers Co., The 
Dow Chemical Co., The 
Durham Co., Donald 


Evans Products Co 
Exchange Sawmills Sales Co 


Firestone Tire & Rubber Co., The 
Ford Div. of Ford Motor Co 
Frantz Mfg. Co 

Friden, Inc 


General Bronze Corp. . 
Gerrard Steel Strapping, 
U 


Steel - 
Goodman Lbr. Co 
Griffin Co., G. W 
Griffin Mfg. Co 


Hager & Sons Hinge — Co 
Harbil Mfg. Co. ... 

Hobbs Wall Lbr. Co. ... 
Homasote Co ’ 


Independent Lock Co 
Insulite, Div. of Minnesota & 

Ontario Paper Co , 26-27 
International Harvester Co 53 
International Paper Co., Long-Bell Div 62 

< CAN’T 

Kaiser Aluminum & Chemical “ we 
Sales, Inc 54-55 we BLOW 
Keystone Steel & Wire Co. . 48-49 sd OPEN, 


Leigh Building Products, CAN’T BE 
Div. of Air Control Products, Inc 6, 136 ® ° ; 
‘Hi ih gsesteleceiyemhanelintet A combination lock that is Forceo! 


Life st 
Long-Bell Div., ‘International Paper Co... @ The harder the lock is pushed 


Louver Mfg Co : 73 loaded with features that sell against strike, the more rigid 


Lowe Brothers Co., eueeeses 56 and secure it becomes 





Macklanburg-Duncan_ Co + 14-15 This precision-engineered lock gives a ‘new look" to 
Marlite Division of Masonite Corp eh q ; ' 2 KNOB DESIGNS 
Masonite Corporation ; : : doors. Pressure cast Zamac aluminum or brass finish 


a Gor. of America ides that won't rust or corrode. One piece seamless knob = - 
Mauk Seattle Lbr. Co trees ) and universal finger-fitting handle. Mo mortising; strike 

Maywood, Inc eau y : ‘* 

McCloskey Varnish Co Wetton mounts on surface of door jamb or z-bar. Instantly 


nl My & Miz. Co. |! ve tepes reversible for right or left hand doors. Smooth, silent 
ant ag Rater Fa dg veers DBS spring action strike assures long life and trouble-free 
Monarch Mz Sys (9) 


Morrison Steel Products, Inc.. operation. 
Roly-Door Div. a2 ous STANDARD TULIP 


Multiplex Display Fixture Co. .. wes Can be installed on the narrowest stile metal doors No. 660 Alum. No. 960 Alum. 


No. 661 Brass No. 961 Brass 
National Hardware Cor 
ome Mfg. C “A erie open! Write giving experience and qualifications. EASILY INSTALLED 


Mate £0". Oo, de cicccess sos 13! ON ALL %” TO 1%” THICK 
Nichols Wire & Aluminum Co. 2 | METAL w R 
North American Asbestos Corp | oR COD DOORS 
Northwestern Steel & Wire Co. 


Patterson- Sargent Cc iy Be sass , 
cone! NATIONAL HARDWARE 
Pickering Lbr. ‘Corp. ee cubase ou | 


Pittsburgh Plate Glass Co 
—— aos CORPORATION 


Preway, Inc. 
y Only 2 factory pre-assembled 
Reardon Co., The 6+cGseacnsethe earn NEW YORK: Ozone Pork 16 / CHICAGO: 205 W. Wacker Dr units. Just bore 3 small, 5/16 


Red Devil Tools , ‘ : holes. 





National Cash Register Co., ++ 65 SALES REPRESENTATIVES: Choice territories still 





BUILDING PRODUCTS MERCHANDISER Circle No. 104 on Coupon, page 144 145 








The trouble with resisting temptation is that it may never 
come again 


One man walked up to another and began shaking his fist 

the guy’s face. “What’s this I hear about you telling everyone 
you saw a wart on my wife?” 

That’s not true,” the other explained. I merely said it felt 

a wart. That’s "ose these rumors get started.” 


7 7 * 


Have you ever stopped to think what a wonderful thing the 
human brain is? It never stops working for you from the time 
you are born until the moment you stand up to make a speech 


* * * 


Pilot to tower. Plane out of gas. Am 50 miles out over ocean 
at 300 feet. Radio instructions 
Tower to pilot. Repeat after me 


Heaven 


“Our Father Who art iv 


In case you haven’t given it much thought lately, we want 
to remind you that MAUK Lumber Co. deals in wholesale 
only. 

We're here to serve you, the retailer, and we really mean 
serve. ¥’e2’ll sell you only what you want—not just something 

Give us your specifications and the end uses and we'll de- 
we happen to have around 
iver exactly what you should have—or we'll let you know that 
what we have isn’t precisely what you need for that particular 
job. We don’t fool around. Deal with MAUK 


7 > s 


Simple Celia says there’s so much inflation now there’s no 


money in money 


* * * 


Karen: “Your new dress looks lovely on you.” 
Sharon: “Of course. I was just made for this dress.” 
Karen: “Well, why didn’t you hold out for a fur coat?’ 


- . * 


Do You Know 

Do you know 
thinks she isn’t 

Do wou know what the average man is? The one you see 
everywhere except in the mirror. 

Do uou know what the extraordinary deal is 
make with Mauk 


What Dep't 
what the average woman is? The one who 


? Any deal yoru 


MAUK Seattle Lumber Co. 


Seattle, Washington 


* * 


The C. A. MAUK Lumber Co. 
Toledo, Ohio 
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EAS EL-TYPE bill- 
board with bro 
chures on home 
ownership plan 
have been set up 
in 100 different lo 


cations. an any ponte 
: rectly Fon 


»NO CASH REEDED 
to Build on Your 
Lot or Acreage! 


TEAR-OUT CARD 
gives salesman all 
the preliminary in- 
formation he needs 
about prospect. 


| om interested in your plan of homeownership. Please have y 


wae Paui Mac lhHee 
apoass_.3/ CARAEN LANE 
arr HAMIL stare EX 


BEST TIME OF DAY TO CALL ON YOU 


bd 


prone 17 > of ; 
NIGHT ¥ 


1S PROPERTY MORTGAGED ves re) Xx 


MORNING AFTERNOON 


SOURCE OF WATER — CITY [) COMMUNITY Dt NONE 


moy uszea nod Udy PIP NO pays 
24 9.204 pur voneBygo oo st asaqy 


“270 Fe [Few pur pur 2025-aFe1s0d 


ipqrarsepy aBue] © uno ues nod Asa 
Perens cys ey prem 2.u0q 


Bulletin Board 
Idea Works 


Easel-type display in high traffic loca- 


tions brings sales, many new home prospects 
to Texas dealer 


New home prospects are being uncovered daily through 
a new merchandising device developed by C. D. Nichols, 
sales manager, Johnson-Campbell Lumber Co., Fort 
Worth, Tex 

It consists of an easel-type board with photographs of 
completed homes, brochures and selling copy. These boards 
are placed in drive-in groceries, washaterias, service sta- 
tions, utility payment stations and other places where 
homeowners gather in numbers. 

Each of the brochures has a post-paid return card, which 
is coded to indicate where the prospect picked up the bro 
chure. In the event the inquiry leads to a sale, the owner 
of the business receives $50. Three houses have been sold 
as the result of the trial promotion and over 40 prospects 
are being followed up. About 100 easel boards have been 
distributed. 

The brochures show floor plans and illustrate four mod- 
els of the semi-finished homes promoted by Johnson-Camp- 
bell. The brochure also describes the quality features of 
the houses; how a prospect can qualify with no cash; lists 
Texas towns serviced. 

The return card gives name, address and phone number 
of applicant and has check-off squares for best time for 
salesman to call; source of water supply and whether prop- 
erty is mortgaged. 
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SLIDING DOOR HARDWARE 


The interior sliding door is a space saving innovation 
that has won popular approval from architects, 
builders and home owners. 


With this type of door there is no sacrifice of 
valuable floor space—as would be required for the 





conventional swinging door. More pleasing 
arrangement of room furnishing is also possible 
with free, unobstructed wall areas. 


Sliding doors are ideal for clothes closets, supply 
and storage cabinets or as room dividers in 





the home, office or factory. 





Made in two styles—a single wheel and a 

two wheel hanger type, each with 

distinctive features—they fit any thickness of door. 
Hangers have large 1% inch diameter 

wheels of Nylon—They never need lubrication and 
operate with smooth, quiet precision. 


A specially designed rail made in 44, 56, 60, 68 and 
92 inch lengths, provides a rigid track. 

Slotted screw holes permit rail adjustment without 
removing doors or hangers—a new feature. 





No. 185 Two 
Wheel Hanger 








e 





No. 182 Single 
Wheel Hanger 


MANUFACTURING COMPANY “ling 
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A Complete 


Now, For the First Time in Your Industry — You can 
offer builders and their prospects a complete line of 
windows and doors with Rusco! What’s more, you'll 
find that more than 20,000,000 Rusco users will be 
prime prospects for the many new models in this 
complete Rusco line! 


6 Product Lines; 32 Models to Choose From!— 
Rusco’s complete line now includes every size and 


Line For Every Building 
and Modernization Job...Every Budget! 


style in either satin smooth extruded aluminum or 
hot-dipped, galvanized tubular steel with baked 
enamel finish: A. 11 prime windows; B. 4 combina- 
tion windows; C. 3 combination doors; D. 2 sliding 
glass doors; E. 2 overhead garage doors; F. 3 elec- 
tronic garage door operators; G. 7 porch enclosures! 
You get a full range of prices, styles and sizes in 
every line, plus rapid delivery from local warehouses, 
and fast local fabrication of special sizes! 


-/2 5 Continuous National Advertising 
That Has Made RUSCO a Household Word! 


\ 


Dept. 6-AL-58, Columbiana, Ohio « In Canada, Toronto 13, Ont 


Gentlemen: Please send me free descriptive literature and prices on: 


(J Steel and Aluminum Prime Windows [_] Sliding Glass Doors [_] Overhead Garage Doors 


“Always one step ahead 
of the weather” with 


RUSCO 


Company 
a 


a 


[_] Combination Windows and Doors 


(_] Porch Enclosures (J Electronic Garage Door Operators 
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